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SEE the BUYING CHECK LIST on page 98 April 21, 1960 


Extra strong! Extra tough! 
Resists abrasion... 


A PERFECT Will not rot or mildew... 
SET-UP T0 water, sae aa oul, 

SPEED-UP Very flexible! 
PROFITABLE 
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SALES 





cf ad 
* Guaranteed by % 
Good Housekeeping 
wor $ angen WHET 
makes it easier to sell this extra Samson products carry this 
; | Good Housekeeping seal ~ 
strong, extra tough multi-purpose cord. . _— 


J Jone ieie)-lemi - 


the longest wearing sash cord , i 
you can sell. Bagged, tagged; 
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Juick Check Postcard in this issue. 


How to get your share of a lively market: 


Stock the best-selling farm tools. Some are must 
items in any store. Shown here are just three de- 
mand tools that are proved profit-makers. Ask 
your True Temper wholesaler about True Temper’s 
basic farm-tool selection and complete line. 


Stock the preferred brand. True Temper is the 
brand name that farmers know and trust... and 
buy! In 1960 True Temper will continue to back 
you up with powerful national advertising in 
Life, Saturday Evening Post, Better Homes and 
Gardens and other famous magazines, including 
Successful Farming and Progressive Farmer. 


Get ’em all in one order. Only True Temper pro- 
vides steel goods, axes, shovels, shears, hammers, 
heavy goods, snow tools—all from one source. 


Aluminum scoops—New bow! shape holds more 
material yet weighs no more. Choice of sizes. 


Manure forks—High-strength tubular-steel fer- 
rule, fire-hardened handle. 4-, 5- and 6-tine. 


Kelly axes—‘““Only Kelly is the McCoy”’ in axes. 
Full range of patterns, weights and grades. 


Why pass up the profits you can make in farm 
tools? Call your TrueTemper wholesaler today for 
full information and free catalogs. True Temper, 
1623 Euclid Avenue, Cleveland 15, Ohio. 


TRUE TEMPER. 


your basic line... your money line 





S/ender designed with sales in mind... 


V/A 
The All New Louw Se. 33 


Health-o-Meter Line for 1960 


°° * elles,” ** * * Here’s a new “low look” to bring new selling power to 
America’s prestige line of scales. The silhouette’s the 
Styled to lowest ever, the sales appeal’s the highest in history. Six 
sell in ‘60 completely new models, all with Health-o-Meter’s sleek, 
Only 1%” modern low look, capture every customer's fancy. This is 
high! the line that will sell in 60. You watch and see. Full 
mark-up and complete selling aids mean this is 
sober Ttsancs the line that'll make profits in ‘60. 








Model 47—High style plus professional pre- 
cision. Pastel two-tone platform mat. Magni- 
fying dial and easy lift handle. 

Retail Price: $8.95 


Model 57—At the head of the line. Dazzling beauty and extreme accuracy. Embossed 
gold top. Built-in handle and magnifying dial. Retail Price: $10.95 


H EALTH-O-METER Model 37—Designed for th inded 


America’s Weight Watcher Since 1919 | qj With convenient carrying handle, two-tone 
he embossed mat, magnifying lens. 


CONTINENTAL SCALE CORPORATION Retail Price: $6.95 


CHICAGO 36, ILLINOIS. ' All prices slightly higher in Denver and west. 
Want more facts? Circle 101, p. 107 
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EASY SET UP...FASTER 
SALES...NICHOLSON OR 
BLACK DIAMOND ROTARY 
MOWER FILE DISPLAY 


Mou Your Lawn 


WITH A 


SHARPER BLADE / 


atilso, 


asa ROTARY MOWER Fite 


ROTARY MOWER Fit 


Twelve Rotary Mower files come in this bright green and yellow 
display for counter or pegboard use. Each file has a sturdy 
envelope and a handy hang-up hole. 


Twelve files cost you $7.84. They retail for $11.76. Your 
profit... $3.92. 


Rotary Mower files go fast if you let this self-merchandiser 
sell for you in good locations. Put the display on a heavy traffic 
counter... put another one in your garden tool section... place 
another near rotary mowers. Make every mower purchaser or 
owner a file prospect. 


Get ready for lawn care season now. Order this display from 
your regular Nicholson or Black Diamond wholesaler. 


><, NICHOLSON « SS NICHOLSON FILE 


COMPANY, PROVIDENCE 1, RHODE ISLAND = FILES 
ROTARY BURS = HACKSAW AND BAND SAW BLADES 


GROUND FLAT STOCK = INDUSTRIAL HAMMERS 


Want more facts? Circle 102, p. 107 
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tH You make" 9222 profit 


for Better 
Values 


on this *9535 chain assortment 


Price also includes Chain Sales-Maker Display 
—a powerful “Silent Salesman’’ 
that does most of the work for you! 


@ Put new life into chain sales and profits with the CHAIN 

SALES-MAKER—a compact, convenient rack display that 
practically guarantees fast turnover of your chain invest- 
ment! The SALES-MAKER allows you to display a wide 
assortment of popular chain styles and sizes in less than 
3 sq. ft. of floor space. It has powerful sales appeal—per- 
mits your customers to see and feel the chain—and buy 
it! And the SALES-MAKER is convenient—handy mounted 
cutting bar lets you snip off the desired length of chain 
on the spot! 


Your $95.35 cost brings you... first of all, profits! 
If sold at suggested retail prices, you make $92.40 profit 
from sale of the 7 reels of chain which come with the acco 
CHAIN SALES-MAKER. Included with the profit-packed 
combination offer shown here is our popular Assortment 
No. 38. Other assortments are available upon request. 
Refills, on reels, can be ordered from your distributor. 
Assortment No. 38 features: 


175 ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 ft. 3 Tenso Chain, Bright Zinc Plated 
75 ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 ft. 35 Sash Chain, Bright Zinc Plated 
200 ft. 1/0 Brass Safety Chain, Bright Finish 
200 ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


MORE CHAIN USES MEANS MORE CHAIN SALES 


Your do-it-yourself customers have found many new uses 
for chain and are finding more each day! So expose them 
to the ACCO CHAIN SALES-MAKER and to attractive ACCO 
boxes and pails—all plainly labeled. Order your SALEs- 
MAKER and be prepared to fill these and other do-it-your- 
self needs: 

® Garage doors * Gymnasium equipment 

e Pipe hanging e Furnace regulating | fe 

® Porch swings ®e Ornamental uses i} 

¢ Playground equipment ¢ Furniture braces p ~ 

e Lawn borders © Fire escapes od 


SPECIAL NOTE: 
When you order ‘your CHAIN SALES-MAKER, don’t 
forget to get snaps, swivels, repair links and cotter 
pins .. . they’re all good profit makers that go 
with chain sales. 


Co American Chain Division 
AMERICAN CHAIN & CABLE 


Bridgeport, Conn. * Factories: *Y ork and *Braddock, Pa. 


Sales Office: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
*indicates Warehouse Stocks *Portiand, Ore., *San Francisco 
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ditorial 


by W. A. Phair 





The old days... 


“This is the best of times, it is the worst of times, it is an age 
of wisdom, it is an age of foolishness, it is an epoch of belief, it is 
an epoch of incredulity, it is the season of light, it is the season of 
darkness, it is the spring of hope, it is the winter of despair, we 
have everything before us, we have nothing before us.” 
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That sounds a good bit like a description of the age we’re living 
in, doesn’t it? It well could be, but it was actually written about a 
century ago, and had reference to an even earlier period. The quotation 
is from the opening paragraph of Dickens’ “Tale of Two Cities,” with 
the verb tenses changed from past to present. 


It is always interesting to me to read comments on the “old days.” 
It helps me to understand that there never is a “normal” period. There 
never is a time when everything is perfect and there are no problems. 


Facts tend to get blurred and cloudy with the passage of time. We 
are inclined to forget disagreeable experiences and to remember only 
the pleasant episodes. 


Whenever someone speaks affectionately of the “good old days,” I 
always wonder if they really were so good; if they really were better 
days than the days we have now. 


Today certainly has its problems, its annoyances, its disappoint- 
ments. But it also has its pleasures, its comforts, its advantages. I, 
for one, am not anxious to go back to the old days. 


It would be ideal if we could convince ourselves that occasional 
problems and disappointments are the usual part of any day; that 
these are part of the challenge of living. The happy, successful man 
is the one who has learned this and concentrates his efforts on making 
the best of each minute. 


Time spent in complaining and griping about each day’s annoyance, 
is time wasted. It accomplishes nothing, and diverts efforts that could 
be spent in solving problems. Constructive criticism, based on ex- 
perience and facts, is always useful and helpful. But I’m afraid that 
too many folks have fallen into the habit of indiscriminate griping, 
whenever they face an inconvenience. 


The “old days” are gone. No amount of wishful thinking will recall 


them, even if they are worth recalling. So, instead of looking back, 
let’s look ahead to the opportunities of tomorrow. And as we look 
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Editorial 


continued 








ahead, let us also be practical and understand that there will be good 
days and bad days; good business and bad business. 


For those who look to the future, and not to the past, there are 
many, many opportunities. Let’s not m‘ss them. 





The cost of money... 


While most dealers are normally concerned only with the cost of 
the merchandise sold in their stores, there is another cost factor that 
has an important influence on profits. This is the cost of the money 
which retailers and wholesalers frequently borrow from banks for 
short term financing. 


The cost of borrowing this money has been rising steadily for some 
time. Quite a few retailers and wholesalers have felt this increase 
quite keenly. We have had reports of some abnormally high rates 
paid by dealers, rates so high as to prohibit such borrowing. 


This combination of high rates and a tight supply is affecting the 
liquidity of some stores and is making it difficult for many stores to 
handle seasonal purchases of futures. 


Wholesalers are also affected by this situation. The practice of 
wholesalers extending datings and pre-season discounts to dealers, in 
connection with seasonal goods, is a rather wide-spread practice. The 
ability of wholesalers to extend these datings is based, in a large 
measure, on their being able to borrow money at a rate at least no 
higher than the cost of the datings extended dealers. 


But with today’s high rates on short term borrowing, many whole- 
salers are finding it difficult to reclaim the datings advanced to dealers. 


The net result of this will be to discourage the seasonal discounts, 
and, in consequence, will remove the incentive, at both the wholesale 
and retail levels, to take in seasonal goods in advance of the season. 


The factories will then face extra costs storing the inventory for 
the seasonal demand. The factories may also be forced to borrow 
money to finance this inventory to replace the payments normally 
made by wholesalers in advance of the season. 


The consequence of this chain-reaction is that the cost of seasonal 
merchandise will be higher, and the trade, especially at the retail 
level, may experience shortages at the peak of the selling season. This 
would be very harmful to the hardware trade. 


Futures have always been an important economic factor in hard- 
ware distribution. They are essential to an orderly, efficient movement 
of seasonal goods. Anything that diminishes the practice of anticipat- 
ing seasonal needs will be a harsh blow to our industry. 


There are several possible attacks on this problem. One is the raising 
of the discounts offered by factories on early shipments. Another is 
to be certain that your Congressional representatives are made aware 
of the effect of a tight money policy on your business. 
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Self-service Sales 
... by 


SAFE 


Stop! Look! and Buy! 
That’s the open invitation 
_.of the SAFE “Bulk Pack” 
—all best sellers! 

Here you have a line of 
fast-moving SAFE hard- 
ware, individually packaged 
with screws in transparent 
“poly” bags 

... and delivered in the 
highly merchandisable cor- 
rugated “Bulk Pack’’... 
self-stacking, self-displaying, 
inviting heavy traffic in 
profitable self-service sales. 


. you can count 


on SAFE for 


Flawless 


ed Oyster oe 


Prompt 
DELIVERY 


and 
Competitive 


PRICE 
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SAFE PADLOCK and HARDWARE CoO. 


Subsidiary of THE AMERICAN HARDWARE CORPORATION 


LANCASTER, PENNSYLVANIA 


Want more facts? Circle 104, p. 1 
HARDWARE ACE, April 21, 1960 « 9 





SUMMARY OF EVENTS THAT WILL AFFECT YOUR BUSINESS 


You may get tax relief soon on the 
funds to be set aside for retiring 


Self-employed persons appear to be nearer vic- 
tory in their long quest for income tax relief to 
help them to save money for retirement. 


The U. S. Treasury, long opposed to the pro- 
posal, has taken a new conciliatory stand which 
means the plan may be acceptable to President 
Eisenhower. 

This opens the door to almost certain enact- 
ment of the legislation this year. 

If so, dealers would be able to qualify for a tax 
cut by setting up their own pension plans. 

Dealers would not have to pay taxes on 
amounts placed in a retirement fund, or on earn- 
ings of the fund itself, until the money is with- 
drawn. For most self-employed the annual con- 
tributions would be limited to 10 percent of in- 
come with an annual maximum of $2500. 


outlook 


When this proposal passes, a self-employed hard- 
ware dealer earning up to $25,000 a year could 
use a retirement fund to reduce his current taz- 
able income by up to $2500 a year. 


Compromises offered to speed up - 
federal Fair Trade legislation 


Fair Trade advocates are softening their de- 
mands in an effort to get a bill through Congress 
this year. They have offered a series of amend- 
ments to the Federal Fair Trade bill (H.R. 1253) 
to gain support in the House. 


The two major points on which the Fair Trade 
proponents hinge their compromise would cancel 
out the objections of: (1) those who fear en- 
forcement would cost the government millions of 
dollars, and (2) those who fear the law would 
violate states’ rights. 


The first amendment would remove the require- 
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ment that the Federal Trade Commission enforce 
the law and, therefore, cut down government cost. 


The second amendment would permit states to 
nullify the effects of the law so far as purely in- 
trastate commerce is concerned and, therefore, 
placate Southern states’ righters in the House. 


outlook 


The proposed compromise has gained votes, but 
even if the Fair Trade bill could pass in the 
House, it’s likely that the Senate would stop it. 
Fair Trade probably will have to wait ’til next 
year. 


Housing picks up steam, experts 
see more favorable spring market 


Government housing experts are taking issue 
with the round of gloomy forecasts that have 
plagued the home building outlook for this year. 


In spite of slow home building activity early 
this year, these experts predict that gradually 
easing money and credit conditions will bring a 
building spurt in the late spring and summer. 


Home building starts were down about 19 per- 
cent in the first month of the year, but began an 
upswing in February. 

Also, tight money conditions in the home mort- 
gage market are loosening, according to the Fed- 
eral National Mortgage Association. FNMA buys 
existing government-backed home mortgages to 
help provide funds for new construction. 

Official target for housing starts this year is 


1,200,000 or more, compared with 1,341,500 
starts last year. 


outlook 


Housing is one of several basic economic barom- 
eters that has snapped out of the doldrums re- 
cently. 1960 is picking up strength fast, espe- 
cially in developments affecting hardlines sales. 





STANDARD CAN OPENER 
from $2.49 


Compare 


MAGNETIC CAN OPENER 
from $3.49 
WALL 
ICE CRUSHER 
from $7.95 


ELECTRIC! 


and so are the results 


" _ - ’ Nthio),.) bilan itieel liane \. 
’ OPENER 324.95 


AUTOMATIC 
CAN OPENER 





BUOGET 


CAN OPENER from $1.98 
from $4.98 


PORTS BLE KNIFE AUTOMATIC -ELECTRIC CAN OPENER 
PORTABLE CAN OPENER from $1.98 SHARPENER 31.98 KNIFE SHARPENER $27.95 


One year quarantee on electric models 


COMPARE quality e For features, for dedicated craftsmanship, for everything that makes 
a product good — Swing-A-Way stands out from all the other brands. And, to top it all, 
Swing-A-Way has been rated first in quality and value by America’s foremost independent 
testing laboratory. COMPARE style e One glance tells you that the Swing-A-Way line 
looks good. You'll notice immediately the pleasing rightness of form in every product. Every 
part is engineered and designed to work perfectly with every other part, and everything 
(even the styling) serves a useful purpose. Swing-A-Way’s fresh style assures sales success. 
COMPARE price e¢ Swing-A-Way with its fresh beauty and fine workmanship is the worth- 
more product that costs less. Check and you'll find Swing-A-Way prices are substantially 
lower than comparable models of the other brands. Sales prove... Swing-A-Way is the 
smartest buy! COMPARE guarantee ¢ Swing-A-Way builds-in the kind of quality and 
performance that makes it First in its field, and First in ratings by America’s foremost 
testing laboratory and publisher. As proof of our confidence, Swing-A-Way products* are 
backed by a specific 5-YEAR free service GUARANTEE! Among the leading brands, 
Swing-A-Way has the ONLY 5-YEAR guarantee you can get! Swing-A-Way Manufacturing 
Company, 4100 Beck Ave., St. Louis 16, Mo. In Canada: Fox Agencies, Port Credit, Ont. 


You can sell more, make more with 


Want more facts? Circle 105, p. 107 
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HARDWARE BUSINESS 


outlook 


TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


Overall gains in hardlines . . . 


February was a good month in hardlines. Retail hardware stores 
did $179 million worth of business. This was $8 million more than 
in January, and $12 million higher than February 1959 sales. 
February sales for hardware, plumbing and heating goods whole- 
salers were 4 percent higher than in January, and 6 percent more 
than in the like month a year ago. Industrial hardware sales were 
up 2.7 percent from January, and 14.3 percent from February 1959. 


Sales buildup without boom... 


Consumers are showing increased confidence in the general economy 
by their future buying intentions. A recent study conducted by 
University of Michigan’s Survey Research Center shows consumers 
plan to step-up their buying substantially this year, although not 
to the point of a spending boom. One favorable factor is that 
more people are in a better position for increased spending. Fam- 
ilies with incomes of $7,500 and more are now 22 percent of all 
families, the highest ever. Another is the amount of families with 
liquid assets of $2,000 or more. These total about 25 percent, 
also a new high. 


February orders defy trends... 


A healthy reverse in the normal February pattern of manufac- 
turers’ new orders and shipments reflects unexpected improvement 
in a dull month. New orders received by manufacturers during 
February failed to take the usual slight decline from January, 
but climbed to a seasonally adjusted $30.5 billion, up 3 percent 
from January’s $29.8 billion. Manufacturers’ sales also showed a 
more than seasonal gain. February sales rose to $31.6 billion, up 
1144 percent from January and a whopping 10 percent from Febru- 
ary a year ago. 


Credit reflects confidence .. . 


Credit sales continued to climb in February. Consumers added 
$408 million to their instalment debt for the biggest monthly 
increase since last October, when a $512 million gain was reported. 
February’s rise was slightly more than the $393 million in January, 
but well above December’s gain of $270 million. New car buyers 
were responsible for a big part of the increase, but other cate- 
gories, such as personal loans for repair and modernization, also 
showed gains. The total instalment credit outstanding at the end 
of February was $39.4 billion, $5.4 billion more than the year 


before. 


... turn to page 150 for more news of How's the Hardware Business. 
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Again § }/){ +]: 8 Steps Ahead in1960/ 


with GREATER QUALITY - PERFORMANCE - DURABILITY 


Zz wa 


y 


MODEL 321-S, 21", 3 H.P., Wind- 
Up Snap Starter with Many NEW 
Features. 


Pincor“ Touch-Go 

Remote Control— 

Standard on above and all 
Rotary Models except electric 





\ | Self-Propelled 
\ ROTARY 








“ 


MODEL P424-S, 24” Deluxe, 3% H.P., Wind-Up 
Snap Starter or with Recoil Starter. Also avail- 
able in 20° and 22”, 3 H.P. with Recoil Starter. 





@® There’s a new line of PINCORS 
to help you build bigger sales in 
1960. A leader is the all new 21” 
Front-Throw Reel which trims to 
the very edge of trees, walks and 
fences. A few of its many unique 
features your customers will like 
and buy: 3 H.P. aluminum engine 
with New PINCOR “Wind-up” 
Snap Starter; One Knob, Remote, 


V1 
Aulus 


Power Lawn Mowers 
Want more facts? Circle 106, p. 107 


Self-Propelled 
REEL 
New Front-Throw 
Trimmer Type 











er | ROTARY | 





MODEL P924-HS, 24” Deluxe, 314 H.P., Wind-Up Snap 
Starter, Finger-Tip Height Adjustment. . 
with Recoil Starter . . . Also in 20° and 22” Sizes 3 H.P., 
Recoil Starter. 


. Available 





Self-Propelled 
REEL 





MODEL P5521, 21", Deluxe, 2 H.P., Recoil Starter... 


Also Available in 18” Size. 








MODEL P622-HS, 22” Deluxe, 3 H.P., Wind-Up 
Snap Starter, Finger-Tip Height Adjustment. 
Available with Recoil Starter and in 19” sizes. 


Handle Control; Fast, Simple 
Height Adjustment; New Power 
Drive and Wheel Design. All of 
the other new, 1960 PINCOR 
models, Rotary, Reel and Electric, 
have new advanced features, too. 
You should get the complete details 
on them....and find out why 
“You'll Profit More With Pincor 
In 1960.” 


Write, wire or phone for literature, 
prices and model specifications . . . 
GET STARTED FOR ‘60 PROFITS NOW! 


Manufactured by 
PIONEER GEN-E-MOTOR 


B40 W. D ken Ave @talie 


2. 


Electric Portable Power Tools 





Gasoline Engines 





ELECTRIC 


MODEL P817-E, 17", 114 H.P., Adjustable 
Cutting Heights. 


R Is Backeg By A 
etwork of 


PINCO 





CORPORATION 


+ 
| ” 


Electric Generating Plants 
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MERCHANDISING 


A REPORT TO HELP YOU MAKE BETTER LONG RANGE PLANS 


There's no letup in drug store competition. A pointed example of 
the lure of hardware lines to drug merchants is seen in the state 
of Washington. A drug chain and some independents have started 
using full page ads that offer 10 seasonal hardware items for 
every drug product. Typical prices: power mowers at $39.95, paint 
at 49¢ a quart. Sales results? "Heavy." This news travels fast. 
Perhaps it would be wise for you to shop drug stores to see what 
items and prices may cause you trouble in warm weather lines. 























Are discounters' advantages shrinking? Many merchandisers think so. Most 
discounters are far from the "plain pipe rack displays" format that let 
them cut prices in the first place. Now one of New York's bigger chains 
has started a bank credit plan. It will cost money that will have to come 
out of profit. It seems logical that discounters who expand services such 
as credit, fancy fixtures, etc., will have to inch up prices to pay for 
them. AS discounters’ prices rise, more of the trade should find its way 
back to its natural habitat, your store. What one discounter does will be 
followed by others, to stay competitive. In time, many discounters will 

be department stores, with department stores' problems and profit margins. 



































scented plastics make their debut. A process known as "Poly-Scent" 
lends fragrant aromas to packaging film, adding an extra impulse 
feature to displays. You may one day be handling garden goods 
packaged complete with the smell of roses, soaps and cleaners that 
have a pine fragrance, knives with a hint of roast beef, and 
fishing reels that smack of salty air. Possibilities are endless. 
The hundreds of aromas available thus far are authentic, appeal- 
ing, and certain to provide a new_lure for traffic wherever they 
are used on display packages. This aroma process is also being 
used in advertising, via scented printing. 


























Dehumidifiers are in for the best year yet. This healthful, comforting 
Small appliance undergoing heavy promotional push. If you stock ‘em you 
will sell ‘em. Only popular in last few years, demand should multiply this 
Summer. There's wonderful sales potential: 30 million wired homes in 
Eastern, Southern, Mid-Atlantic, Central, and North Central areas where 
heavy humidity is problem from May through October. Dehumidifiers are 
easy to demonstrate. They are carry-home sales, and present few service 
problems. A basic stock of three small units turned over four times this 
Summer will put about $300 extra profit dollars in your till. 





























14 ¢ HARDWARE ACE,.April 21, 1960 





So. 
Wes 


NAN ZN Na 


SR ee : 
SRS OS 
x 


SS 


Ls 


eS 
wee 
ee 
4 
Rat 
hy 
Rae 
ee 
Cx, 
ay 
Bake 


ss 
as 

SENS 

Se 


DAZZLING NEW MIRROR-LIKE FINISH GUARANTEED TO PUT A 
GLOW IN YOUR SALES! See it in three of the fastest-selling, freshest-styled stainless 


lines: Hallmark! Stylist! Silverskill! You'll see the same fine quality Wallace graded stainless. The same 
superior Wallace craftsmanship that gives you perfect balance (never bowl-heavy), perfect uniformity 
every time. All at the same familiar quick-sale price that trades-up your stainless flatware customers. 
* See for yourself. Stock up on new Wallace with Deep-Glo today and watch them goooo00000000000! 


VVALLACE \\Xx| STAINLESS 


A DIVISION OF WALLACE SILVERSMITHS AT WALLINGFORD, CONN. SINCE 1835 


Want more facts? Circle 108, p. 107 
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FOR A REAL DEAL stanonoue 


100% 
ON SOUTHER 
FASTENERS 


Southern Screw has a real deal on Southern fasteners. Progressive hardware dealers 
carry the full line of Southern quality fasteners because Southern's new packaging with 
the NRHA-approved EZ to Ce label system is a time and effort saver. Southern Screws 
are easy to stock, easy to locate and handle, and easy to sell because they’re the “most 
wanted” fasteners on the market. 

Standardize 100% on Southern Screws. They're nationally advertised in leading 
craftsmens' magazines, therefore they're nationally pre-sold to your customers. Put 
Southern Screws in your want book — now/ 

Write for Southern’s new Package Stock Guide. Address Southern Screw Com- 
pany, P. O. Box 1360, Statesville, North Carolina. 

Sold Through Leading Wholesale Distributors. Warehouses: New York * Chicago 
¢ Dallas * Los Angeles. 


Wood Screws ° Stove Bolts Machine Screws & Nuts ° Tapping Screws 


RO Ry 


nite Ot a ei 
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scREW COMPANY 


STaTEeswrace BOatH CAROLINA 


Carriage Bolts Wood Drive Screws 





HERE A) NE WS from 
NEW JET AGE _ 


20, 24 and 26 x 2.125 
Black or White Sidewalls 


This trim-clean “Super Rider” 
tread pedals smoothly—effort- 
lessly—yet holds the road with 
powerful traction. 


U. S: Rubber Research is in the 
final testing stages of other 
important tire improvements to 
be announced soon — 


KEEP YOUR EYE ON U.S. 





The Super Rider puts more rubber 
on the road for cushioned riding 
ease. A balloon tire that looks as 
sleek as a middleweight. 

Pedals Easier Coasts Farther 


Nylon provides much greater 
resistance to fatigue — and greater 
resistance to rim bruises. 


CYCLE TIRE DEPARTMENT 
549 East Georgia Street 
Indianapolis 6, Indiana 


Want more facts? Circle 110, p. 107 
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WRIGHT-BERNET eos BRUS 


gh me every cleaning asa / 


It's the RIGHT brush if.... 
It's aWRIGHT-BERNET brush. 


No. 24 PROFIT-PAK 
Floor Brush Display 
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No. 1750 PROFIT-PAK 
Household Brush Display 


You can be sure of a 
Profit-Packed turnover 
with the PROFIT-PAK displays 














de pill 
WRIGHT-BERNET, INC. esha! Wig 
J} it’s Brushes !-""Wright-Bernet” 


1524 Bender Ave., HAMILTON, OHIO 
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“Just take a whack at a Bethlehem nail... 
and you'll see why | like them.” 


‘‘Just take a ‘whack’ at a Bethlehem nail. The head won’t fly off easily, and you 
don’t lose time prying headless nails out of lumber. I’m a practical guy. And I've 
learned the hard way that cheap nails actually cost me more. That’s why I’m sold 
on Bethlehem nails.”’ 


You can buy Bethlehem nails in a complete range of sizes, styles, and finishes: 


bright, blued, cement-coated, and galvanized. And they're packaged in sturdy 50-lb, 
easy-to-use cartons. Also available in 100-lb cartons. 


Bethlehem can make fast shipment of nails, staples, farm fence, steel fence posts, 
barbed wire, baling wire, merchant wire, and bolts and nuts. Check with your regular 
distributor . . . or call our sales office nearest you. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 


Want more facts? Circle 112, p. 107 
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‘| stock only L-0-F Window Glass 
because it cuts better 


Marvin Smith, Owner, 
Lorain Dover Hardware, North Olmsted, Ohio 


“1 never thought there was a difference in glass until! I tried 
L-O-F. It really cuts better. Doesn’t have hard spots that cause the 
cutter to skip. And there’s no special knack to cutting it, even our 
part-time clerks can do it. You can even trim as little as 4” off a 
pane of L-O-F window glass without it breaking. Naturally, the less 
breakage we have, the more profit we make. 


“Glass is a lucrative part of our business. That’s why we have 
our L-O-F Glass Center in the main section of our store. It’s a constant 
reminder to our customers.” 
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CLOSED Back 


New box rack needs only 12 square feet of floor space 
Holds glass right in L-O-F’s self-storing plywood-side 
boxes. Easy to construct. Ask for blueprints of WG-3 
Rack. Identify your glass department with new hand- 
some sign, same as in photo at left. Only 15 cents from 
your L-O-F Glass Distributor (listed under “‘Glass” in 
the Yellow Pages). Distributors: order in cartons of 25 
($3.75) from Libbey-OQwens- Ford Glass Company, 
811 Madison Avenue, Toledo 3, Ohio. 


WINDOW GLASS 


The glass that cuts easier, snaps clean 


GLASS Toledo 3, Ohio 


L LIBBEY - OWENS .- FORD 
OF 


Want more facts? Circle 113, p. 107 
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FOR OPEN WALL SHELVES No. 80 Standard (1é 
Adiustment. Ne 180 Brackets (4 


 >atin anochrome, brass or ebony bi: 





= 
bt 
Be 
4 


K-V Shelf 
Is Ehaehiiehas 





crn mares cwaccee @AaSily installed, 
easily adjusted! 


long, %e" wide.) Nickel, zinc or bronze finish. 


For low cost, decorative effects or storage facilities wherever 
they’re needed. Easily installed, easily adjusted. Lasts. the life- 
time of the home. Always keeps shelves straight, strong and sag- 
free. Ask for complete catalog. 


KNAPE & VOGT 
MANUFACTURING CO. 
Grand Rapids, Michigan 


Manufacturers of drawer slides, sliding and folding door hardware, closet and kitchen fixtures and Handy Hooks for perforated board 


Want more facts? Circle 114, p. 107 
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~ | want 
some of 
these... 


... the very first words as your customer walks turn to. You know that’s where YOU can 
in looking for any conceivable type of bolt, find it. It’s America’s most complete line of 
nut or screw. There are probably more types, bolts, nuts and screws. There’s no reason for 
sizes, shapes and finishes in bolts, nuts and you to carry any other line. More and more 
screws than in any other line you carry. distributors are switching to the Screw and 
.. . and your customer expeets you to have Bolt line. 
just exactly what he has in his hand because Mark the “‘Screw and Bolt” line in your 
he knows yours is the place to find it. want book today... satisfy your customer when 
. . and Screw and Bolt is the line you can he says “I want some of these...” 


SCREW AND BOLT CORPORATION OF AMERICA 


Formerly Pittsburgh Screw and Bolt Corporation + P. O. Box 1708 Pittsburgh 30, Pennsyivania 


DIVISIONS: Pittsburgh « Gary « Southington Hardware « American Equipment 


AMERICA'S MOST COMPLETE LINE OF INDUSTRIAL FASTENERS 


Want more facts? Circle 115, p. 107 
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DIAMOND 


It's the WHITE wire. Non- 
sticking, smooth and easy to 
pull, DTX will not flake off. 
Moisture and flame resist- 
ant, it is clean to handle 
and strips easily. 








Heavy Duty Portable Cords 


Available in Red-D-Prene™ 
(red or black neoprene jack- 
et) oil, heat and flame resist- 
ant; Black Diamond (black 
rubber) for general purpose 
use; and Signal Yellow (yel- 
low thermoplastic) for all lo- 
cations where heat is 
no problem. 


Diamond DUF® Type UF 


Thermoplastic insulated and 
jacketed non-metallic 


sheathed cable. Retards 
flame and has excellent resist- 
ance to moisture, corrosion, 
fungus, abrasion. UL listed. 








PRODUCT INDEX 


600 V Building Wire Type RHW 


Taped with Dupont “Mylar” 
to provide animproved mois- 
ture barrier. Smaller dia- 
meter. Sheath is wax lubri- 
cated to reduce pulling 
resistance. Standard colors, 
solid or stranded, sizes 6 
AWG through 1000 MCM 








600 V Building Wire Type THW 


New UL listed Thermoplastic 
building wire for 75° wet or 
dry application. Small dia- 
meter, slick silicone finish. 
Standard colors in solid and 
stranded ... sizes 14 AWG 
through 4/0. 





Diamond DTW is the small 
diameter building wire that 
is flame and moisture resist- 
ant. Eight permanent colors. 
Small size allows more cir- 
cuits in existing conduits. Sizes 
14 thru 4/0. 





Type SE Service Entrance Cable 


(Armored and Unarmored— Copper or Aluminum) 


May be used without conduit 
from pole to building and 
down side of building in 
places not subject to mechan- 
ical injury. UL listed. Neo- 
prene Aluminum SE also 
available. 





Dee ee 


Weatherproof Wire 

Triple braid weatherproof 
covering can be relied upon 

to meet severe climatic con- 

ditions. Available also with 
neoprene or polyethlyene in- 

sulation. Comes in solid and 4 
stranded, full range of sizes. 





Coiled Heater Cord Set 


It's new, convenient, safer to 
use. Non-tangling six-foot cord retracts to 18 
inches. Can be used on any heat-type appliances. 


Range Cord Sets 


Three wire set is 36” long. Rubber 
molded cap, rubber jacketed cable, 
steel strain relief. UL listed. 





Soft drawn bare copper wire is 
available in a complete range of 
sizes, solid or 7 stranded. 


ACT Armored Cable 
& Flexible Steel Conduit 


Suitable for general wiring in 
non-fire proof structures. 
Two, three, four conductor. 


Bare Copper Wire 4 





or® 


Oy, WIRE 


and CABLE Company 


Sycamore, 


Illinois 


WAREHOUSES: Pittsburgh « Cleveland * Minneapolis * Denver « Dallas « Atlanta 
Want more facts? Circle 116, p. 107 
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“Wouldn’t it 
be nice 
if every 
square foot... 


... returned as much profit as Do-It-Yourself Aluminum!” 


A pound of aluminum sold for $500 when Colonel Mr. Cattelle, partner of Demarest’s Hardware in 
Demarest opened his general store 97 years ago. Tenafly, N. J., makes a special point of the profit 
‘“‘Now it is one of our fastest turn-over items,’ picture he enjoys. ““DIYA returns a handsome 
says Stanley Cattelle, the Colonel’s grandson. profit for the little display space it takes up!’’ 


“‘Many of our 2,000 regular charge Mr. Cattelle praised his assistant’s “The Reynolds man is a big help,”’ 
customers use the rear ‘family en- DIYA creation. “He put aluminum said Mr. Cattelle. ““‘The literature 
trance.’ Our DIYA rack is the focal tubing on these bird houses and we and project sheets he supplies do 
center of this high traffic area.” sold them for a dollar more.” a good part of ourselling job for us.”’ 


Want more facts? Circle 117, p. 107 
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"CONTAINS 


Shelton Ratchet Handle — 
good grip — sturdy 
Straight Hex Adapter 
Offset Hex Adapter 

Five Hex Sockets 

Three Square Sockets 


One Tool Steel Screwdriver 

SO CHET GO * ee 
Bit for Recessed-Head Screws 
PACKAGED TO SELL ON 


Makes you glad everyday with FATHER’S DAY 
FAST, EASY SALES and PROFITS! -.. and all oo round 


Everybody wants this amazing “do-everything” tool. The new ratchet- 
head Socketool handles almost all types of screws and bolts, fits slotted, 
recessed, square, and hex heads. Does the job fast, easy, too. A quality 
tool, built to last and please, the Socketool sells like magic. Specially 
at Father’s Day — dressed in the colorful gift sleeves shown. And after 
the holiday — just slip off the sleeves and put in stock. No extra invest- 
ment, No bother. Order an ample supply of Socketools in gay, dispos- 


able Father’s Day wraps today. 
RETAILS 2 98 





each 


SHELTON 
PRODUCTS 
INC. 


SHELTON, CONN. *Reg. U.S. Trade Mark 


Want more facts? Circle 118, p. 107 
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DOUBLE CLAW 
WRECKING BAR 


KLEIN-LOGAN No. 371C2 


Now you can have an improved standard 
wrecking bar with claws at both ends! 
This new Klein-Logan Company exclusive 
improvement gives you all the prying 
advantages of a chisel end — PLUS the : Permits nail pulling 


use of another claw. Our innovation in hard-to-reach corners 
makes it easier to remove nails at hard-to- 


get-at places such as corners, near walls and near base-boards 
and baseboards. 


It can also be used in place of specially 
designed wrecking bars which usually 
sell at twice the price. 


AVAILABLE FOR 
IMMEDIATE 
SHIPMENT J 


GAs 


With conventional chisel end 
bar, the claw end many times 
cannot get close enough to pull 
nails. 











With the improved Klein-Logan 
double claw wrecking bar, the 
“chisel” end can be used to pry 


nail up enough to pull with 
goose neck end. 


MANUFACTURED IN SIZES 
¥%,"x 24”... packed 10 to carton 
¥,"x 30”... packed 10 to carton 
¥%,"x 36"... packed 5 to carton 





Manufacturers of 


Kei rr m™ f ogan Co PICKS * MATTOCKS » HOES + BARS 


HAMMERS « SLEDGES « WEDGES 


122 South 13th Street © Pittsburgh 3, Pa. MINING AND RAILROAD TRACK TOOLS 
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PEEDY- (LEAN | Pare __ fete LEAN 


SCRUBSTER aa PAN BRUSH 


A new kind of scrub brush that’s styled 
and priced to sell at a glance. Solid plastic masa T : 
block, in kitchen yellow and pastel pink, tes — ee 
' +s filled face scrubs fast and 
features handy hanging ring for retail dis- ; shanks eshped' . 
play, or easy hang-up at home. Crimped os Ee sso i we 
plastic bristles in matching colors pick up ne . Solid i ~ 
and hold more water, resist matting. acne. <= oe 


Modern shape and fluted edges give firm, handle, in assorted pink 
easy grip. and yellow, has hanging 


hole. Carded for added 
impulse at point of sale. 


A double duty dandy for 


4 HIGH TURNOVER KITCHEN CO- 
ORDINATED ITEMS SELL AT POPULAR 
PRICES ...CARRY FULL MARK-UP 


Your wholesaler can show you how these at- 
tractively carded or packaged Speedy Clean 


items can be displayed for eye appeal and im- * 
pulse buying on Oxco’s #12 or #25 Merchan- PELEDY-( LEAN 


disers or on your own peg boards. Next time he 


No. 770 


stops by, show him this ad . . . for quicker service. DISHWASHER 


Strong, sanitary bristles 

of white polypropylene 

do a fast and efficient 

" washing job on dishes, 

No. 990 ees \ i glasses, tableware, pots 
“a ’n pans; or in preparing 

‘ dishes for automatic 


PELEDY- LEA \ dishwasher. Solid plas- 


tic handle, in assorted 

| Al pink and yellow, with 

WET MOP convenient hanging hole. 

Handy household mop Carded with selling copy. 
that won’t shed, lint, 
tangle, or sour. Thirsty 
DuPont cellulose sponge 
yarn soaks up water and 
dirt, cleans floors easily 
and quickly .. . leaves 
them semi-dry. Complete 
with 48” handle with 


hanging ring. Head 
sealed in poly bag with ‘fy 
display copy. * € 


OX FIBRE BRUSH COMPANY, INC. 
eneoreicn LelebGahed /S&4 mantiane 
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Tools for every prospect 





DELTA IS THE BIG PROFIT LINE 


Individual tools, combination tools, all-purpose 
tools—you can make more sales with Delta be- 
cause you sell them all! And you'll profit from 
repeat business, too! Sell a circular saw and you 
create a potential jointer sale. Like a chain re- 
action, regular use of one Delta tool just natu- 
rally stimulates need for another. And with 
Delta, you handle the world’s most complete 
power tool line! 


Delta Homecraft tools offer you more contin- 
uing profit opportunities. You make profit on 
the sale of each tool—profit again and again 
on the sale of Delta accessories—profit on the 


sale of the many items you carry that a busy 
workshop consumes. 


Want more facts? 


Sell the name backed by over 31 years of skill 


and experience—the name your customers know 
and prefer—sell Delta! 


Get your FREE Delta Profit Guide 


Learn more about the many ways Delta helps you 
profit with Delta Homecraft Power Tools. Write: 
Rockwell Manufacturing Company, Delta Power Tool 
Division, 680-B N. Lexington Avenue, Pittsburgh 8, Pa. 
In Canada: Rockwell Manufacturing Company of 
Canada, Ltd., Guelph, Ontario 


DELTA POWER TOOLS 


ROCKWELL” 


Circle 121, p. 107 
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Line Levels 


Masons’ Levels 
Mahogany, Brass Bound 


Masons’ Levels 
Magnesium 


Masons’ Levels 
Wood 





Wood 
. BRE a. 2.21 [ 2a 
_ooeomeemana ‘ell sonsnapapeoswnaed Neca ——— 


Carpenters’ Levels 
Aluminum or Magnesium 


Ask your Wholesaler Salesman today 
for complete information on the COIUMBIAN 
COIMBIAN BASIC 19 V4 tel The Columbian Vise & Mfg. Co. 


Fast Turnover Items. CLEVELAND 4, OHIO 
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To harden in such a way that it wil nd easier ...and last longer. Of 
course, you can’t “just put a file in af hope for the best. It requires the 
combination of the most modern equipmig@mt and experienced people. You have 
to bring it to just the right temperature... keep it there just the right amount of 
time ...and temper it to just the right degree of hardness. This is the way you 
make a rugged, dependable file. This is the way Clemson Star “Copper Tang” 
Files are made. 

Newest addition to the quality line of Clemson Star metal cutting tools, “Cop- 
per Tang” Files are available in American Pattern and Milled Curved Tooth and 
are individually checked and tested before being released from the factory. Check 


as many as you choose. You'll never find a defect. Nor will your customers. 
For information, contact your local Clemson Star Authorized Wholesaler. ONL, 
He’ll gladly give you all details on new “Copper Tang” Files...and the other 


outstanding Clemson Star metal cutting tools. Call him today. 


CLEMSON STANR 


CLEMSON BROS., INC. > Middietown, N. Y. 
METAL CUTTING PRODUCTS 


POWER HACK SAW BLADES « HAND HACK SAW BLADES + HACK SAW FRAMES 
BAND SAW BLADES «+ HOLE SAWS « FILES + CLEMSON HAND MOWERS 
Want more facts? Circle 123, p. 107 
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BETTER LIVING - BETTER GIVING 








U.S. Steel’s new Housewares and Home Furnishings Program is designed to 
build store traffic and help you sell more products made of steel. The theme is Better 


Living-Better Giving, and it will reach millions of people. Here’s how: 


United States Steel Hour commercials on April 20 and May 4 will feature products 


of steel you sell and will reach 24,000,000 viewers each time. 


| Love Lucy show will feature U.S. Steel commercials on housewares and home fur- 
nishings of steel on April 14, April 28 and May 12. Each show reaches 4,500,000 daytime 


TV viewers. 


Better Homes and Gardens ads, in full color, will feature modern, convenient steel 
housewares and home furnishings. This magazine's 7,000,000 readers will see these ads 


in April and May. 


Saturday Evening Post spreads, in full color in April and May, will tell 12,000,000 


readers each issue about products of steel for outdoor living and gift giving. 


[ his kree Kit for your store contains these colorful sales aids, all coordinated with the 
Better Living-Better Giving theme: display mobile, banner, label, tags. Use it with any 


steel products you sell. 7ve in and profit: Send the coupon today. 


ss) United States Steel 


TRADEMARK 


United States Steel 
oe | Room 6076, 525 William Penn Place 
| Pittsburgh 30, Pennsylvania 


BETTER LIVING - BETTER GIVING 





co 


| BETTER LIVING ' ! want to tie in with the new Better Living-Better 
| BETTER GIVING Giving promotion. Please rush me my free dealer kit. 



































. iz | Street 
veys to | Over-the-Wire-Banners 


nee | 


[F@| eejsielsielete - 








Zone 











Sales Training Booklet 


x wee 
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REMINGTON ANNOUNCES TWO 
NEW BiG GAME RIFLES 10 


SKYROCKET YOUR SALES IN 60 


\ev! Model 742 ‘Woodemaster” 


the world’s most perfectly 
engineered autoloader 


The precision-shooting Remington Model 742 big-game rifle is 

designed to sell as fast as it shoots... and that’s plenty fast. 

The new ““Woodsmaster” features the smoothest, most 

dependable performance ever engineered into a light- 

weight autoloader. Its exclusive **Power-Matic”’ action 

cuts recoil well below that of firearms weighing much 

more, makes it a pleasure to shoot, and bull’s-eye- 

accurate. Available in A, ADL (shown), D and 

F grades. ADL has checkering, sling | 

swivels and receiver inscribed with game ~ “i SS RETAIL PRICE 
scenes. Rugged Model 742 is built to dere 


stand up to a lifetime of hunting VA ASS $47 5ss* 


seasons ... built to keep your SS 
cash register jingling, too! SS 


® In favorite big game calibers—280 


shots, box magazine. Extra strong. ig yy New Model 760C 


Extra safe. @ Fires 5 aimed shots 


in 5 seconds. @ Drilled and tapped , Y f _— 
— y wmemeaster™ 


. y the world's fastest 
RETAIL PRICE | ‘ af handling carbine 
FROM ie 


$4 3 85°" | ¥ Here’s the all-new slide-action Remington 
/ : carbine that will become an all-time big-game 

f : favorite ... and bring you a carload of new sales, 

Running mate of the standard Model 760 ““Game- 
master’’, the Model 760C Carbine features an 1814”’ 
barrel and newly designed fore-end to make it the ideal 
saddle and brush gun. Besides speed of handling, the 


superbly accurate Model 760C features the shooting speed 
of slide action—the fastest manually operated action known, 


© in powerful big game calibers ¢ Light, rugged and accurate, 
—280 Remington, 30-06, Weighs just 614 Ibs. 
and 270 Win. ® All-purpose stock. 
@ & shots, box magazine. ® Drilled and tapped for 
‘scope mounts. 


*Prices wattage to change —— cee 


**Woodsmaster,’’ **‘Gamemaster,’’ ower- 
Matic’’ are Reg. v. S. Pat. Off. by a 
Arms Company, Inc., Bridgeport 2, Conn. In 
Canada: Remington Arms of Canada Limited, 
36 Queen Elizabeth Bivd., Toronto 36, Ont. 
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THE MOST COMPLETE LINE 
WITH MORE EXCLUSIVE SALES FEATURES 
BACKED BY THE BIGGEST 
CONSUMER ADVERTISING SMASH 


= == THIS MULTIPLE-PAGE ADVERTISEMENT 
APPEARS IN THE MAY 28th ISSUE OF THE SATURDAY EVENING POST 


— 


Part of the record 1960 advertising program of The 
American Thermos Products Company, this 
dramatic sales message will reach over eighteen 
million readers. Spectacular advertising for 
spectacular sales . . . and just one segment of a 
continuing month in, month out campaign 


which keeps products by THERMOS miles 


ahead in over-the-counter sales. 





~ Line up your PICNIC-VACATION promotion on these pages... 


BRAND 


VACUUM BOTTLES 
With These Exclusive Sales Features 


e REAL CUP WITH HANDLE—A natural 
when drinking, handy for carrying, too. 
TRIPLE-SEAL *-“. SCREW-DOWN STOPPER 
—Screws on and off plastic shoulder easily. 
Absolutely leakproof. 

BREAK-RESISTANT STRONGLAS'™ FILLER 
—New hard, tough glass with high resist- 
ance to breakage due to sudden tempera- 
ture change and physical shock. 

1-PIECE SHOCK ABSORBER — Protects 
STRONGLAS filler and evacuation tip 


against jolts and jars. 


7 THERMDSs. 


eee UA NAAN 


NEW TOUGH, BREAK-RESISTANT 
STRONGLAS*™: FILLERS 


THERMOS® BRAND OUTING KITS 
With Irresistible Sales Appeal to 
Picnickers and Vacation Travelers 


e Contain 2-qt. vacuum bottles with new 
STRONGLAS fillers. 
Two handy plastic food boxes. 
Sturdy carrying case in a variety of color- 
ful fabrics and viny! material. 
Available with new Kangaroo Pouch for 
extra capacity . . . even holds a blanket! 


THERMOS® BRAND OVAL COOLERS 
With Improved Design for Faster Sales 
e New oval shape for carrying ease. 

e High efficiency Fiberglas® insulation. 

e Slip-in food tray optional. 





THERMDSs. 


BRAND 


PICNIC JUGS AND 
ICE CHESTS 


ICE CHESTS 


PICNIC JUGS e Heavy gauge steel, ruggedly made for maximum strength. 
e Hot-dipped galvanized liner, off-corner leakproof seal. 
e Extra thick, high efficiency Fiberglas® insulation. 
e Airtight lid seal; side handles with horizontal stops. 
e Food tray, ice pick, can opener and outside drain 
with cap attached. 


e Deep-drawn steel construction for rugged 
durability. 
2-coat acid-resistant vitreous porcelain-on- 
steel liner. 
Extra thick Fiberglas® insulation. 
Exclusive wheel faucet; half turn opens. NEW... THERMOS® BRAND ICE CHEST WITH 
Cork-insulated stopper with tough plastic ATHERLITE® PLASTIC LINER. Durable, sanitary, 
cap-cup. leakproof. Available in 22" model at slight additional cost. 






















THERMDs. 


BRAND 


Established retail prices on THERMOS brand items 
provide known, liberal markups. 

For special retail sales drives, a complete 
promotional line of products “by THERMOS” 
is available. Both lines offer exclusive 

quality features which make them 


outstanding sales leaders. 


iY asain fare Use these FREE sales aids 
sa new HERP” 6) a to build your 







| « 
e 
; WHOM Om 6 ee OBS OC ABTS Oar omc r 





warmcy A ARO MONEE 28 Ome 


=== A, Vacation-time display 





| SPREAMERS - COUNTER CARDS: TALKING SIGNS 


DISPLAY RACKS FOR JUGS AND CHESTS 


NEWSPAPER MATS and photo prints 
of all items are available for your 
catalogs, mailers or local advertising. 


These materials are proven sales builders. 


They brighten your displays and help 
make your store headquarters for 
pienic-vacation supplies. 


Ask vour supplier or write direct. 


THE AMERICAN THERMOS PRODUCTS COMPANY, NORWICH, CONNECTICUT 


q ©) dalam olt-tahe-mela Metal: tal-i0ii Pam Or: Uihiel galt: Wr: tale mm. t-Cerelaale Mm ililalelt-; 


Canadian Thermos Products, Ltd., Toronto + Thermos, Ltd., London 


The Spotlight of Leadership is on Products by THERMDs. 


Now! Low Cost and High Strength 4 Jig 
in QNE NEW Rope... 











Yacht Sisal 


COLUMBIAN proudly presents the newest member of its crew 
of fine ropes, the COLUMBIAN YACHT SISAL. 


Light, handsome and easy to handle, the new YACHT SISAL 
is a full 20 percent stronger than any previous sisal rope and 
costs far less than many brands of Manila with similar breaking 
strengths. 


COLUMBIAN rope experts developed a new construction for 
sisal rope and new lubricants as well. Combined, these two new 
exclusive COLUMBIAN features are responsible for the new, 
high breaking strength of YACHT SISAL. 


Now, YACHT SISAL “on the average is as strong as Federal 
Specification TR-605 for Manila.” However, COLUMBIAN 
Tape-Marked Pure Manila Rope exceeds substantially these 
strength figures. 


Only COLUMBIAN can offer you YACHT SISAL and back it 
100% by the COLUMBIAN reputation for the finest in all types 
of cordage. And, the same fibre-deep chemical treatment for 
water, rot and fungi that has distinguished COLUMBIAN ropes 
from all others is lavished on YACHT SISAL as well. 


COLUMBIAN Ro 


Auburn, “The Cordac 
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Life Lilo ... RECHARGEABLE FLASHLIGHT 


INTRODUCES 2 NEW DISPLAYS 


PLUS: s exciting television and radio commercials reaching 
millions of auto and home owners In-key markets. 


can be recharged in 


Life Lite, the first and only rechargeable flashlight that 
pilfer-proof displays 


auto as well as.at home, has created these provocative, 


the 
St possible selling job in your store. 


to help you do the bigge 


recharge in AUTO or HOME 
LIFE LITE SUPER “200” 


Life coon SD DISPLAY NO. DS-32 
: 7 Includes: 4 Life Lites Super ‘‘200"’ 


ATTERIES ’ ¥ @ $9.95 each retail 


4 Model CH Auto Charge Adapters 
for Super ‘‘200"" @ $3.00 each retail 


Retail Price $51.80 
Dealer Cost $32.40 


YOU MAKE *194° 





Weight 20 Ibs. packed, 6 assortments to the carton 


EVER DEEDS BLN 


~ LIFE LITE “GALAXY” 
DISPLAY NO. DM-22 


Includes: 4 Galaxy Life Lites 
(3 two-tone grey; 1 pink) @ $5.95 each 


4 Model CH-2 Auto Charge Adapters 
for Galaxy @ $3.00 each 


Retail Price $35.80 
Dealer Cost $22.40 


YOU MAKE *134° 























Liao 


Contact your Life Lite distributor at once for full information or write: 


GULTON INDUSTRIES, Inc., Metuchen, N. J. (Alkaline Battery Division) Dept. HA-4 


Want more facts? Circle 128, p. 107 
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means 


4 
- 
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Heavy 1960 advertising behind 
PETERS “High Velocity” 
ammunition will pay off in 
extra sales for you! Get 

your share—stock, display, _ 
and push the entire lin. Se 


PACKS THEA POWER 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“High Velocity” is a trademark of Peters Cartridge Division, Remington Arms Company, Inc, 
Want more facts? Circle 129, p. 107 
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Goulds puts 
selling aids at 


Free Blockbuster Kit containing all 
these sure-fire selling tools goes to 
Goulds dealers in 1960. They get: 


® A brief, easy-to-read selling guide 
crammed with practical sales ideas. 


® An eye-catching poster that shouts 
Goulds dealers’ three sure-fire sales 
points in snappy Day-Glo color 
Local Service ¢ Easy Terms 
Verified Features 


GOULDS 
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JSTER 


all these explosive 


your finger tips! 


® A counter rack containing a supply 
of Goulds Water Systems folders. 


® A comparison folder that assists 
you to challenge any competitor to 
match Goulds Water Systems, fea- 
ture for feature. 


® A Goulds Cooperative Advertising 
and Finance Selling Folder which 
gives you the tools to put both of 
these plans to work for you... help 


© PUMPS 


Want more facts? Circle 130, p. 107 


you sell more pumps, and increase 
your profit. 


® A catalog of sales aids which will 
help you sell Goulds Water Systems 
—items made available to you on 
an easy-to-use order form. 


© A pressure-sensitive decal to let 
people know you’re a Goulds dealer 
handling a quality product on easy 
credit terms—and that you back 
your sales with service. If you haven’t 
gotten your Blockbuster kit, fill out 
the coupon and send for it right away. 
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COMPARE Goulds Water Systems—fea- 
ture for feature—with any other make! 

Ten important Goulds features have 
been verified by the United States Testing 
Company.* This is your PROOF of 
Goulds high quality. 

Goulds Water Systems are backed by fact. 
*Report No. 08981 dated November 4, 1959 





CREDIT HELPS YOU SELL! Your Goulds 
distributor can give you the facts about 
credit buying today—and how it will 
boost your business. He can help you 
arrange easy terms for your customers. 

He will also explain Goulds co-oper- 
ative advertising plan and will help you 
with an effective, low-cost, local adver- 
tising program. 


GOR re oO ok 
FS eS 

Wee et saan oc 
- RSS Bk 5 y Sak 


| 
| 
| 
| 
| 
| 
| 
| 
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GOULDS PUMPS, INC. 
Dept. HA-40 
Seneca Falls, New York 


I’d like the following: 
[] Goulds Blockbuster Kit 


[] Name of nearest Goulds 
distributor 


[] Goulds Water Systems 
Catalog 
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FLOWER BED BORDER 


Make your hardware store 


“HOME FIX-UP" 


GATES AND LAWN FENCE 






























































with the complete line of (ss) Cyclone Hardware Products 


UMMER Is the “fix-up”? time when cus- 

tomers will be shopping your store for 
products to make the outside of their homes 
more attractive and useful. And many of the 
items they want will be found in the com- 
plete line of Cyclone Hardware Products. 

USS Cyclone Hardware Products are 
high-profit, fast-moving items. Because they 
are a well-known, integrated line, with great 
customer appeal, the sale of one product 
often leads to another purchase. For ex- 
ample—the customer who comes into your 
store for Cyclone Lawn Fence often buys 
Cyclone Gates or matching Flower Bed 
Border as well. Or here’s another case. The 


USS AMERICAN MERCHANT PRODUCTS INCLUDE 


man who comes in for a Cyclone Burner 
Basket may well buy Cyclone Hardware 
Cloth to reinforce his basement window 
screens or screen door panels. And very 
often this extra sale is made with little or 
no effort on your part, especially when you 
stock all these Cyclone Hardware Products 

. - and put them together in one eye- 
catching, related display. 

Get ready for big business this summer. 
Build up your stock of USS Cyclone Hard- 
ware Products. Get more information and 
display ideas from American Steel & Wire, 
614 Superior Avenue, N.W., Cleveland 13, 
Ohio 

USS, American and Cyclone are registered trademarks 


American Steel & Wire 
Division of 
United States Steel 


United States Steel Export Company, N: ¥ 


: Cyclone “Red Tag” Lawn Fence and Flower Bed Border - Hardware Cloth - Catch-all Baskets 


Lawn Gates - American Fence, Gates and Posts - American Baler Wire- American Nails - American Hex-Cel Poultry Netting American Barbed Wire 
} Want more facts? Circle 131, p. 107 
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Suggested 
Retail Price 
$54.50... 
generous profit 
to you! 


$ > 
AMBSCOY seams 

3 | &f store 

: % 

& : : 


As advertised in House Beautiful, 
Living for Young Homemakers, and Popular Mechanics. 


LO ELIE AA OPO, 5 “ 


1281 SOUTH FRONT STREET 


2 eee . .puts the 
bugs in the bag... 


and the money 
in your pocket! 





A revolutionary night-flying insect trap— that 
lures insects with black light, sucks them into 
a velocity air stream and spins them into a 
plastic bag for easy disposal. It’s light—weighs 
less than six pounds; compact—only 14 inches 
high, and economical — runs all night long for 
30 nights for less than $1.00. Best of all — 
it has consumer utility and consumer appeal 
—a single unit displayed in your store will 
bring you steady sales and profits this summer, 
Stock up now! Order direct from your jobber. 
If he can’t supply you, mail the coupon below 
for the name of one who can. 


So PF GG! Ff t- © £4 Ft eV HRS 


Operates on 115 Volt, 60 cycles. 


Equipped with 10” grounding spike, 7 feet of rubber- 
covered, 3-wire cord. 


Housing of sturdy, long-lasting, Cycolac plastic. 


Motor, Black Light, and Ballast manufactured by General 
Electric. 


50 disposable plastic bags with each unit. 
Sealed-in (permanently-oiled) motor. 


Equipped with L-shaped hanger for wall, fence, post, or pipe 
mounting. 








PICNIC 


MAIL COUPON TODAY! 
Ampsco Corporation © 1281 South Front Street © Columbus 6, Ohio 
renee He He ee ee ee ee oe 
§} Gentiemen: Please send me catalog page on the new 


Spinsect night-flying insect trap, and the name of your 
jobber in my area. 








Ss ANNoE 
ee ak ee ADDRESS 





e COLUMBUS 6, OHIO cITY ZONE___STATE 








a 
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RAC TRACTOR 


WITH CHAIN DRIVE 
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MODEL T-518 


The tractor that gives you a better cash crop! 


Suddenly the sidewalk becomes a thousand acres o1 rolling farmland as the AMF Go-Trac roars into full 
gear! From the gearshift (that works with plenty of impressive noise) to the heavy-gauge steel simulated 
motor block with spark plugs on both sides, the AMF Go-Trac is modeled after its big-brother farm tractor. 
Kids nowadays really go for realism in their toys! They’ll also respond to the spring seat, the fenders over 
the rear wheels and the high-speed chain drive. And those semi-pneumatic puncture-proof tractor tires 
mean extra sales traction for you! Contact your AMF representative for the details today. 


WHEEL GOODS DIVISION 


American Machine & Foundry Company 

Junior Toy Division, 215 Marble St., Hammond, Indiana 

AMF Cycle Division, W. 65th & Patterson, Little Rock, Arkansas 
Hercules Division, 200 Fifth Avenue, New York 
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THEY’RE PRE-SOLD ON SWAN... 


and so are thirty-nine million, nine- 
hundred and ninety-nine thousand, 
nine-hundred and ninety-seven others! 


It’s a fact. 40,000,000 customers (thousands of ’em right in your own com- 
munity) are reading about Swan Garden Hose and Grass Stop in the leading 
consumer national magazines including The Saturday Evening Post, Better Homes 
and Gardens, Sunset. Full-page ads in full color plus a special tie-in ad with 
Hardware Week are pre-selling prospects this very minute. Don’t get caught 
short — be sure you have an ample supply of profitable Swan products. You can 
trust the products . . . made by Swan. Swan Rubber Company, Bucyrus, Ohio. 
Want more facts? Circle 134, p. 107 
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Sell Sterling... 
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ORNAMENTAL LAWN 


FENCE 


Made of ee Electric Furnace Steel 


Evenly arched 
picket tops are 
securely held in 
place by top 
cables. On un- 
even ground, 
wire flexibility 
makes it easier 
to erect. 


ORNAMENTAL WALK GATES 


Sterling Ornamental 
Walk Gates are at- 
tractive and durable. 
Frames are made of 
1” O.D. galvanized 
steel ron and bot- 
tom corners are elec- 
tric welded, produc- 


ing a rigid, one-piece 
Sterling Ornamental Lawn Fence frame. Filled with 
offers beauty, privacy and protection double picket lawn 
at comparatively low-cost. Itismadeof fabric. Made with either Ornamental Top or 
electrically refined copper alloy steel — Top. Sizes: 2%, 3, 3% and 4 foot opening 
with a heavy, bright galvanized finish. . heights 36”, 42”, 48”. 

It is available in single and double 

picket weaves; standard 9% gauge Field Fence ¢ Barbed Wire ¢ Baling Wire © Smooth Wire 
and light 11 ga uge. Heights: 36”, 42” Ornamental Lawn Fence and Gates @ Fabri-Cloth 

and 48”. Standar rolls, 100 lineal feet. Stucco Netting e Corn Cribs and Cribbing e Nailsand Staples 


YOU EXPECT MORI FROM ELECTRIC STEEL AND YOU GET IT... GREATER STRENGTH AND LONGER LIFE 


a ee — NORTHWESTERN STEEL AND WIRE COMPANY 
as | ated Northwestern Barb Wire Company—1879 « STERLING, ILLINOIS 
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Sales Turnover Blasts Off to New Heights 


with the all-new, jet-action 


the revolutionary broom 
Il WW that washes while 
% ¥ it sweeps .. . just 
(1) fasten it to a hose 


Pending or use it as a quality push broom 


e Shut-off valve with water-flow control in handle! 

e Aluminum or deluxe rubber covered 54” handle! 

e Reversible with two handle-holes, for even and longer 
wear! 

e Plastic OR horsehair bristles 

e For use in industry, in the home, on the farm! 


Super Swirl With Super Sudser 


rae opr ype” ~ Ask bb ite direct about Auto’ Craft's 
u . sk your jobber or write direct about Auto* Cr 
16" reversible Patented Super Swirl, the automobile washer-sudser 
head with the revolving head. See the complete line of 
Auto Craft car washers. Auto Craft accessories are 
always in demand! 


the only manufacturer with 


over 32 rs of leadership in its field. A 
TED complete ca et cdtien. Marecial ant plastic 


11, MISSOURI _ bristle brushes! 
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when your 
customers mow 


YOU'LL REAP >, 
BIG 
PROFITS 
WITH 


UMOUT 


Hy 


“di 


Every power mower needs GUMOUT—especially after months 
of winter storage. GUMOUT, added to the gas tank, cleans 
out the carburetor and fuel system. With a clean carburetor 
engines start faster, deliver full power. 


GUMOUT will be used in millions of power mowers this sum- 
mer. Will you get your share of this market? Act now! Order 
GUMOUT today. Reap a bundle of extra profit this summer. 


For power mowers and small engines, 
you’re always right when you recom- 
mend and sell No. 508 Power Mower Oil. 


Order GUMOUT 
from your wholesaler or write: 
GUMOUT DIVISION PENNSYLVANIA REFINING COMPANY * CLEVELAND 4, OHIO 


Want more facts? Circle 137, p. 107 
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SEYMOUR SMITH 


anoveo sneaes NYil@Alll 


GARDEN 
ppele)] a 


SNAP-CUT 


LOPPING SHEARS 


Same famous action as the SNAP-CUT PRUNER, but 

this lopper takes green branches up to 1-1/4". A 

clean, easy cutting tool that’s light in weight and a 

joy to handle. 9/16” hardwood stick furnished with 

No. 1149 each shear so customer can try and compare before 
25" OVERALL he buys. 


NAP CUT 


HEDGE SHEARS 


Patented “Tension Bar” actually keeps blades in 
proper tension for best cutting. Also acts as shock 
absorber . . . makes hedge trimming an easier, 
No. 354-9 pleasanter job. Cutlery steel blades have serrated 
9” BLADES and hardened edges and precision ground bevels. 
Bottom blade notched for cutting large growth. 





£zy-Cur 
HEDGE SHEARS 


Precision ground cutlery steel blades. Top blade is 
serrated for sure blade grip and E-Z cutting action. 
No. 114-8 Top blade notched for cutting large growth. 

8’ BLADES 





£Ezy-Cur 
HEDGE SHEARS 


ideal, lightweight easy action shear for the ladies. Cut- 
lery steel blades ground to keen, sharp cutting edge. 
No. 114-6 Top blade notched for cutting large growth. 


6” BLADES 


© SEYMOUR SMITH & SON, INC., 
Oakville, Conn., U.S.A. 


Sales Representative 


Quality Tools John H. Graham & Co. Inc., 


Since 1850"— 105 Duane St., New York 8, N. Y.. 
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® Best made 


Co into a new orbit for 1960 | « est in service 
® Best in all outdoors 


with Planet Jr. , 





Now! New advanced New! Planetiller 


Planetiller‘vodei 0 _ Sn ga nee 


converts fo 
PLANETRACTOR 


Supplies the one indispensa- 
ble unit for every lawn and 
garden enthusiast. 3 hp, plus 
60:1 reduction gear, delivers 
power and stamina to spare 
for every job. 


New! AEREATOR attachment 
punches down to root zone, 
permits air, water, fertilizer 
to penetrate. 


New! Pick typetines for loosen- 
ing hard-packed soils and dig- 
ging trenches. 


a —_ 


And these all-season 
Super Tuffy 
Attachments! 


(Besides many more!) 


Rotary Mower a Planetiller Model O 


By removing tine assemblies, substituting 
wheel assembly, you now have an easy- 
handling Planetractor. With Planetractor 
cultivator frame or Planetractor tool bar, 
you can usethe complete line of Planet Jr. 
accessories to furrow, hill and cultivate. 


(CPi y 


Easiest selling little tractor on the market... "ive in the field 


for 85 years 
Planet Jr. Super Tuffy® 


A super-performer around garden, nursery and 
lawn. Tills, cultivates, grades, snow-plows—and does 
a dozen other jobs besides mowing. The mobile 
power plant for every suburban lot and small farm. 


S. L. ALLEN & CO., INC. 
3417 N. Sth St., Philadelphia 40, Pa. 


RUSH THIS COUPON TO US—it means brisk business for you. 
| want details on how | can make big money with: 


[| Super-Tuffy 








Cultivator 


Planetractor 


Rotary Tiller 
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New! Faultless 


ROLLING, DOUBLE BALL BEARING 


FASY ROI 
paultions 072 N— ie 


HEAVY WOOD FURNITURE 


~~ 


No. J9448 
Swivei Plate 
Non-marking 1%" Whee! 
Cushion Tread 
for Hard Surface Floors 











Heip customers make quick, easy selection 
Heip you ring up more sales of 4 piece sets 
Sell to the Do-it-Yourself market 

noes Suggest new ideas of things to make 

rect Coren Sell companion supplies 





Faultless Carded Casters—all ‘‘best sellers’? based on na- 
tional retail experience— fill 80% of customer needs. Color- 


ful cards show uses—suggest a variety of do-it-yourself 








projects—sell companion hardware, tools and materials. 
Carded Stem Casters 


Carded Casters are easily arranged in a variety of ways for 
i (e508 3) 3 fem, quick self-service. Ask your jobber for complete facts today. 


FOR WOOD FURNITURE 
PROTECTS FLOORS-+-RUGS-FURNITURE 


utte an 
enna? GH agro __ || No. JANS-078 


Chests 


DRIVE ane SS ere, | geanetaliaaea a heh Toth —- Handsome 3-color, enameled 
WITH > wits ais wy Sean Papen ee a ier wood Counter or Wall Dis- 
HAMMER = Meavy | aA | Ww - play, complete with mounted 
om Casters and Glides free with 

your initial order for Faultless 


Big $ Deal. 











Faultiess Caster Corporation + Evansville 7, Ind. 


Carded Furniture Glides 





. ON THE Siti «=. ISLAND = ee en ... DISPLAY 
COUNTER eee LGR! «= FEATURE END," BINS ON 
\ eee |e th ei onan A ae ) 
: liq 4 COLUMN 


Faultless Caster. Ge oration, Evansville 7, Indiana. Representatives in Atlanta, Boston, Buffalo, Chicago, Cleveland, Dallas, Detroit, Grand 
Rapids, Greenville, S High Point, Indianapolis, Los Angeles, New Orleans, New York, Philadelphia, Portland, Seattle, St. Louis, Washington, D. C., 
Canada: Stratford, Ontario 
Want more facts? Circle 140, p. 107 
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The beauty and obvious value of the Weighmaster 
has out-sold lower priced scales over and over again. 
Our sales records show that the Weighmaster 688 
has been reordered more frequently than any other 
scale in our line. 

It has that “new contemporary design” from end to 
end. 3-in. magnifying glass gives 73% larger magnify- 
ing area. Oversize dial—you can see and be sure. 
Equalizer-bar mechanism (Pat. Pend.) retains accu- 
racy on carpets, rugs, tile and all hard floors. Can be 
used in carpeted bath or bedroom. 

Rich aluminum gold anodized trim and handle. Easy 
to clean DuPont “Mylar’’* mat. 

Embossed adjustor screw is raised for easy re- 
setting to zero. 

*Du Pont’s registered trademark 


Cork feet give fine stability without marking floor. 


Individually hand-tested for precise accuracy. Will 
record fraction of pound gain or loss. Health Record 
Chart packed with each scale. 


Stow-a-way bracket available for hanging scale on 
any wall (no holes or tools needed). 
tCAPACITY: 250 Ibs. by 1 Ib. 


FINISH: Baked Enamel Body, Anodized Gold 
Aluminum trim. Mat DuPont “Mylar.” 


COLORS: White, Black, Pink. 

DIMENSIONS: 111%” x 9%" x 1”. 

SHIPPING WEIGHT: Case of ten—68 Ibs. 
tAvailable: 115 Kilos by % Kilo or 18 stones by 1 pound 


A complete line from one source 


Nursery Scale 


5 HERR Sats 


lctescceeeedD¥ttce 


@ Ceasar 


41) 


5 


HARDWARE AGE, April 21, 1960 « 53 


Viking Balance 





DAZEY....Fynest in de Wereld” 


























DAZEY. -The World’s Finest — 


TOP... DAZEY-MATES—The World’s Finest Combination Meat Grinder-Salad Mate. 
Features an interchangeable vacuum-magic base that grips firmly to any non-porous 
surface and is completely portable! Salad Mate head has five cones that shred, chop, 
slice. Meat Grinder head has four cutting discs that mince, chop, grind cooked and 
raw meats and vegetables. Retail $19.95. Units also available separately. 


LEFT BOTTOM ...ICERAMIC No. 171—Combination wall or table model. Crushes © 
fine or coarse. Turquoise, pink or yellow with chrome trim. Retail $12.95 


RIGHT BOTTOM ...TRIPLE ACTION ICE CRUSHER No. 161—Wall model. 
Crushes ice fine, medium, or coarse. Red, yellow or pink with chrome trim. Retail $9.95 THE DAZEY CORPORATION, 
Order from your jobber, Dorey representative or write us direct. 6018 NEW BRITAIN, CONN. 


Want more facts? Circle 142, p. 107 
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You'll say it’s the most profitable 
4% square feet in your store! 


Your Rust-Oleum return per square foot is 


Rust-Oleum is completely different! Specially- 


nearly twice that of most lines you handle! And 
you can merchandise your Rust-Oleum depart- 
ment in just 4% — feet of space in this hand- 
some metal display—featuring both brush and 
spray containers. Place it UP FRONT where 
powerful Rust-Oleum national and local adver- 
tising will tie up with this colorful display for 


processed fish oil vehicle enables Rust-Oleum’s 
famous 769 Damp-Proof Red Primer to be ap- 
plied right over sound rusted surfaces! Attrac- 
tive top coats in sixteen colors, including pleas- 
ing pastels, provide maximum rust prevention 
in a wide array of smart colors. And remember 
— Rust-Oleum has over 35 years of industry 


fast turnover and high profit! proof behind it. Get the facts, today! 


RUST-OLEUM. 


pase eee ATTACH TO YOUR LETTERHEAD oo cee ee = 


Rust-Oleum Corporation 
2570 Oakton St., Evanston, Iilinois 


Gentlemen: 


Please send me complete details on 
how my store can profit from a long- 
margin Rust-Oleum dealership. 


There are imitations, 
but only one Rust-Oleum. 
It is distinctive as 
your own fingerprint. 





& . 


Want more facts? Circle 143, p. 107 
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The first 
self-displaying 
bath scale! 
Takes less than 
Yq square foot 
of space! 
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Model 566 





THE NEW | 


SPACE-SAVER SCALE 


@ First Fold-Up Bath Scale That Needs No Installation 

© Takes Minimum Space in the Home— Minimum Display Space in Your Store 

© Stands by Itself Beside Your Cash Register 

© A Single Sale Gives You Profit Greater Than Average Full-Year Return for Equal Space* 


With Counselor on your counter, your customers will see for themselves 
that Space-Saver fits anywhere, needs no installation, takes practically 
no space. It weighs up to 300 pounds, accurately, on any surface. Con- 
venient handle at top, gleaming chrome base, easy-clean vinyl plat- 
form. In seven decorator colors. Retail: $11.95, East; slightly higher, 
Far West. For complete information, contact your Brearley sales repre- 
sentative, or write to The Brearley Company, Rockford, Illinois. 


*Based on published figures for average annual profit per square foot for hardware stores. 


Want more facts? Circle 144, p. 107 
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These three frosted bowls 
in a stunning brass caddy 
are ideal for a variety of 
uses—chips and dips... 
pickles and pretzels. . . 
candy and nuts. Each set 
is handsomely gift-boxed, 
and is priced to retail 

at about $4.00. 
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(He items by Jibbey.. 


the glassware women choose 


Here are three exciting new glassware items 
from Libbey .. . to give as gifts or to use for home 
entertaining. They're new and different . . . will 


Make sure that you are adequately supplied to 
fill the needs of every shopper . . . and remember 
that when she’s buying a gift, shell probably 


move quickly to build more profits for you. All 
glasses illustrated, except the Triple Server 
bowls, are Libbey Safedge® Glassware, backed 
by the famous guarantee: “A new glass if the 
rim of a Libbey ‘Safedge’ Glass ever chips.” 


want a set for herself, too. 

For complete information on this, and other 
Libbey Glassware, see your Libbey Distributor 
or write to Libbey Glass, Division of Owens- 
Illinois, Toledo 1, Ohio. 


Quoan au Creamer 
Sat- 


The bright little creamer and sugar bowl, 
complete with gold colored tongs and caddy, 
are sure to catch her eye. 22K gold leaves 
on a band of misty frosting give this set a 
luxurious appearance. Complete set is gift- 
boxed, and is priced to retail at about $3.50. 


| loatens Ffichor 


This little pitcher, shimmering with frost 
and glittering with 22K gold leaves, has 
a detachable brass handle. It’s perfect as a 
gift or for personal use, and is gift-boxed. 


Ideal for syrups, beverages, dessert 


toppings, etc. Priced to retail at about $1.20. 


LIBBEY SAFEDGE GLASSWARE 


Owens-ILLINoIs 


GENERAL OFFICES + TOLEDO 1, OHIO 


AN (1) PRODUCT 


Want more facts? Circle 145, p. 107 
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/ “STOCKING A BROAD LINE OF WEAR-EVER 
IS OUR ANSWER TO BIGGER UTENSIL PROFITS” 


—SAYS MR. BEN SOSKIN, MANAGER OF DAVID BROWN HARDWARE COMPANY, SMITHTOWN, L.L., N.Y. 


"We've done a lot of experimenting over the years," continues 
Mr. Soskin. “Our current Wear-Ever Department is the result. 0000000099 
We maintain a complete stock at all times. New or seasonal at My 


LI. )) Mj ““y, 


— 2 yy (/ 


‘\ 
items are given preferred positioning. We know that wide CY “ 
variety plus good display results in customer attention that “i 
pays off for us in increased volume and profits.” 


(Signed and notarized February 18) 


Why not put the most famous name in aluminum cookware to work for you? 
Fair-traded and nationally advertised for over 58 years, Wear-Ever’s complete 
line of fine utensils and premium quality Hallite may well be your key to faster occceee a 
turnover—a more profitable department. Call your Wear-Ever supplier now, or ” kK cov™ 


: ae ; \) 
write to: Wear-Ever Aluminum, Inc., Housewares Division, New Kensington, “ton 
Pennsylvania. 


U 
° 
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WEAR- EVER 


ea Wearever aluminum inc. 


Want more facts? Circle 146, p. 107 
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FOME REPAIR CE 


SELF SERVICE MERCHANDISER 


builds 1: Lh HOME REPAIR 


impulse boyy ra 0UCTS CENTER 
sales 


takes less than 
two square feet of 
counter space 


—— oe. -* 


displays a complete 
assortment of the fastest 
selling Magic Products 

— all bubble packed 
and prepriced 


* Magic Home Repair 
Center rack (worth $10.00) 
is given free with No. 124 
or No. 125 Home Repair 
Center Assortments. 
eeeeeeeeeeee io Outen Easy asoain® 
Assortment ... No. 124 
No. Items .... 72 
Retail Value... $40.44 
Dealer Cost... 24.26 
Profit. .. $16.18 


Magic 
products 





se/// RACK DIMENSIONS: 31” High, 22” Wide, 11'’2” Deep 


op Quality 
aging 
increases sales saves selling time 


Saves space 


Want more facts? Circle 147, p. 107 
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SOLID HARDWARE STORE SUCCESS! NEW 
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Up 45.96%!” 
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a PPR . FAALl Qrwcsor 
says ARTHUR C. MELAMED, 


President, 
(Ofer | Sam RoE Otel F iam ticla + | 


Central Organization, Inc. 
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OWNED ORGANIZED 


¢¢ COAST-TO-COAST STORES report a dramatic upturn in light 
bulb sales since the introduction of the New Shape Westinghouse 
line. In the past 12 months, sales have jumped 45.96% over the 
previous 12-month period. Congratulations to Westinghouse 
for its innovation in lighting, and for its forceful advertising and 


promotion of these New Shape light bulbs! 99 


NEW SALES-TESTED ASSORTMENTS! 


Cash in on the demand for New Shape Westinghouse with this attractive 
FREE, sales-inducing floor merchandiser. Compact —only 20” x 16”! 
Easy to set up—it’s done in 5 minutes! 


ASSORTMENT #1 CONTAINS: ASSORTMENT #2 CONTAINS: 
60- 60 watt LIST VALUE—$52.20 60- 60 watt 24-40 watt LIST VALUE—$83.64 
60- 75 watt *YOU PAY — 36.54 60- 75 watt 24-150 watt *YOU PAY — 58.55 
60-100 watt *YOU MAKE — 15.66 60-100 watt 24-50/150 watt *YOU MAKE — 25.09 


*Based on 30% Discount 


Want more facts? Circle 148, p. 107 
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WESTINGHOUSE EYE SAVING WHITE BULB! 


1 New 


~ New 
Blelay 


NEW SALES RECORDS! Now customers can see the 


NEW PACK! Bright 


MAKES ALL OTHER BULBS OLD-FASHIONED! 


difference in light bulbs—New Shape Westing- 
house looks better—it lights better—than old- 
style bulbs. Popular demand for New Shape West- 
inghouse continues to amaze the trade— 1959 fig- 
ures indicate New Shape Westinghouse outsells 
all old-style white bulbs by at least 4 to 1! 


NEW COMPLETE LINE! New Shape Westinghouse 
in all popular sizes—60, 75, 100, 150, 3-Lite—and 
now—new 40 watt, too! 


NEW AWARDS! 5000 retailers coast-to-coast vote 
New Shape Westinghouse the winner of Food 
Topics’ PROMOTION OF THE YEAR award— 
first light bulb ever to win this coveted honor! 


new green-and-black 
Picture Window 

Pack holds 2 New 

Shape Westinghouse 

Bulbs. Easy to recog- 
nize—easy to sell! Stim- 
ulates double purchases 
—doubles your profits, too! 


NEW PROFITS! No matter what brand you now 
carry—you can cash in on at least 16% extra 
profit with New Shape Westinghouse! There’s a 
sales plan for you! Contact your local authorized 
Westinghouse Lamp Agent — your nearest Westing- 
house Lamp Division Sales Office — or WESTING- 
HOUSE LAMP DIVISION, Westinghouse Electric 
Corporation, Bloomfield, N. J. Do it today! 


You CAN BE SURE...1F ITS Westinghouse 


Want more facts? Circle 148, p. 107 
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a Sexclusive 


PROVEN STYLE LEADER 
VEN CONSUMER CHOICE 


CHARCOAL 


It’s the smash-hit sales maker in the new Wright line of portable evaporative The line includes 
coolers. The Activated Charcoal Air Purifier removes odors, smog, pollen and five models. 


other disagreeable irritants from the air as it cools or ventilates. And only 
Wright has it! 


SoH Se Retail prices start 
Imaginative, sales-minded engineering, sound manufacturing and economical 
operation make Wright the outstanding portable cooler line again in 1960. at $34.95 


Write today for 
full information. 


F 2902 West Thomas Road, 
VV FICS F4A°T Manufacturing Company Box 11247, Phoenix, Arizona 


Makers of the world’s finest quality air coolers and refrigerated air conditioning. 


REPRESENTATIVES: ATLANTA, Guy T. Gunter, Jr. e CHARLOTTE, Jim Turner @ CHICAGO, Tilkin-Cagen @ CINCINNATI, Fred Eden @ CLEVELAND, 
Jack Naumann @ DALLAS, Roger Ringley e DECATUR, GA., Garth Stine e DETROIT, Ed East @ FRESNO, Jim Allan @ INDIANAPOLIS, Jack Heiken 
@ LANSING, MICH., Vern Chumbley e LOS ANGELES, Tom Prenovost ¢ MINNEAPOLIS, Seymour Robinson @ NEW YORK CITY, Bernie Leinoff @ PHIL- 
ADELPHIA, Magvire-Flynn @ PITTSBURGH, Dave Levy @ PITTSFORD, N.Y., Stan Hory e PROVIDENCE, Bill Payton @ ROCHESTER, Dick Zeusler @ ST. 
LOUIS, Meyer & Nackman @ ST. PETERSBURG, Tom Russell e VARIETY CHAINS, John Morrison Co., New York @ WICHITA, Andy Bryant e WILLIAMS- 
VILLE, N.Y., Tom Hory Showing in Los Angeles Home Furnishings Mart Space 567 
Want more facts? Circle 149, p. 107 
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orders... 


You can bet your bottom dollar that once you've stocked 
the Detecto ‘99’ you’li be coming back for more. Plenty 
more, because it is customer preferred! Here's why — 
KING-SIZE DIAL—No more squinting or squatting. Detecto’s 
4-inch dial is the /argest in bath scale history! 

STYLING —Slim, smart, modern. Beautiful, stain-proof Mylar 
mat cleans with just a whisk of a damp cloth. 

STABILIZED MECHANISM — Detecto’s stabilized mech- 
anism, guaranteed by patent, is actually suspended from the 


case...records weight with watchmaker precision even on soft 
carpets and uneven floors! 

All told, the kind of item that does wonderful things for 
your profit picture. In fact, talking about repeat orders—put 
your order in yet? Retails at $10.95. With brass trim, $12.95. 
FOR TERRIFIC ENSEMBLE SALES — the new Detecto Lux- 
ury Ensemble! Brass-trimmed, vinyl hamper group that’s 
color-matched with Detecto ‘99°! Bench Hassock Hamper to 
retail at $14.95. Full-size Hamper, $15.95. Basket, $5.95. 


Prices slightly higher west of the Mississippi. 


DETECTO 


DETECTO SCALES, INC., 540 Park Ave., Brooklyn 5, N.Y. 


For complete information, write Detecto Scales, Inc., or contact representatives—Baltimore, Md.: A. Littlejohn + Birmingham, Ala.: R. Custred - Boston, Mass.: J. McElroy 
Chicago, Ill: W. Jacobson + Dallas, Texas: D.U. Parker » Denver, Colorado: J. Ramsey + Kansas City, Mo.: R. P. Ingram + Los Angeles, Calif.: J. J. Firestone « Memphis, Tenn.: 
T. J. Carroll » Miami, Fla.: J,W. Robertson +» New York: J. Goldner, F. Daub » San Francisco, Calif.: Wagener & Swanson + Seattle, Wash.: P.N. Smith + Toronto, Canada: Diwalt Sales 


Want more facts? Circle 150, p. 107 
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Colorful Refreshment Sets for Summer Promotions 


Summertime is refreshment time—and here are 
the gayly colored Refreshment Sets to make sales 
soar...and profits, too! Mass display these fast 
movers in their colorful gift-display boxes—they’re 
sure to sell in volume! They’re popularly-priced for 
everyday home use for all the family, and they’ll 
add zest and color to hot weather informal enter- 





taining. They’re excellent for gifts and showers, too! 


Be sure to feature the new Chip and Dip Set— 
it is one of the “hottest” promotional sets of the 
season! Every hostess needs one—and it makes a 
wonderful gift. Of course, it’s gift cartoned. For 
additional information, see your wholesale 
distributor or write us direct. 


ANCHOR HOCKING GLASS CORPORATION, Lancaster, Ohio 


Want more facts? Circle 151, p. 107 








Fast Selling Decorated Glassware for Summer 


7 pc. DECORATED REFRESHMENT SETS 7 pe. DECORATED CHILLER SET 

SETS LBS. APPROX. SETS LBS. 

NO. DECORATION CTN. CTN. RETAIL PRICE NO. DECORATION CTN. CTN. 
60/138 Fiesta Bands 6 34 3300/179 Fiesta Bands 6 20 


60/332 White Fruit & Leaves 34 . 3300 /180 Orange (not shown) 6 20 
60/333 Colonial Kitchen 34 


6 
6 ; 
60/334 Balloons b 34 7 pc. COCKTAIL HOUR SET 
6 34 3300/178 6 18 1.70 


60/335 Pastel Ribbons 


7 pe. DECORATED FRUIT JUICE SET 3 pe. CHIP AND DIP SET 
400/249 Orange & Tomato 6 22 . 500/90 Crystal 4 25 2.00 


Now...more than ever... ANCHORG LASS 
makes you money...makes you friends 
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“Sell Satisfaction and 
Increase Profits with = 


HAM 


* Te F-57 


With Non-Breakable 
Fiber-Glass Handle. 
16 oz. head. The most 
durable handle made. 
Won’t bend, break or 
collapse—can’t rust, rot 
or corrode. Also avail- 
able with 20 oz. or 13 oz. 


*The hutograf & ~<a 


(No. OAN 11%) 

The Autograf. Still Amer- 
ica‘s favorite hammer— 
will give years of serv- 
ice. 16 oz. head. Tough, 
shock-absorbing hickory 
handle, tested for 
strength. Also available 
with 20 oz. and 13 oz. 
heads. 


Assembled with 


PERMABOND 


An exclusive PLUMB feature 
KEEPS HEADS TIGHT 


permanently 


FAYETTE R. PLUMB, INC. 
Philadelphia 37, Pa 


HAMMERS * HATCHETS ¢ AXES ¢ FILES 


Want more facts? Circle 152, p. 107 
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A complete saw blade sales center, at a low dealer cost and a high 
dealer mark-up. Everything you need to take care of the hobbyist, 
do-it-yourselfer and professional. And this unit is only 1144” deep, 
less than 15” wide and only 8” high. Easel back for standup 
counter merchandiser, eye punched for wall or peg board display. 


Blades are packaged in individual plastic sleeves, each sleeve-pak 
regardless of type of blade is priced the same...perfect for self- 
service. Wide assortment of blade types, sizes, ends and teeth 
insures you'll have what your customers want. 





No. 50 Merchandiser contains 
5 packets each of the following 





Type Style Length Teeth 
Jig >” 
Jig 5” 
Jig 6” 
Jig 6” 
Jig 6” 

Sabre 6” 8T 

Coping 6” 16T 
Coping 6%” 16T 
6506 Coping 6%” 16T 
6502 Coping 6%” 22T 
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Ask your wholesaler for the NEW #50 GRIFFIN Sales Booster. 
Want more facts? Circle 153, p. 107 
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Behind The Famed Wyteface® 90—And Every K&E Tape— 
is A Lifetime Guarantee Against Manufacturing Defects 


A classic achievement in tape design, the 
Wyteface 90 automatic rewind tape is 
backed by the strongest guarantee any 
manufacturer can make: 


“If at any time the Wyteface 90, or any 
other K &E tape, is found to be defective 
because of materials or workmanship, 
K & E will either restore it to perfect work- 
ing condition or replace it with a new one.” 


If you’re interested in “trading-up” your 
steel tape business — building your dollar 
volume without increasing unit sales— why 
not let the K&E lifetime guarantee do the 
work for you. 


And what a great tape it is to sell — by far 
the most modern and stylish in design, 
with a two-color blade, perfect rewind and 
stop. To show it is to sell it. 


Packaged on attractive, 
easily displayed blister 
card. Slot in blister al- 
lows rewind demonstra- 
tion without removing 
packaging. Tape features 
running foot markers, 
stud marks every 16 
inches. Feet, inches and 
i/16ths on the upper 
edge, 1/32nds on first 6 
inches, continuous inches 
to 1/16ths on the lower 
edge. In lengths of 6, 8, 
10 and 12 feet. 


Kok 
KEUFFEL & ESSER CQ. - Hoboken, N. J. 


Since 1867... the leading manufacturer of engineering supplies 
Want more facts? Circle 154, p. 107 
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How Proto’s SD-11 
Supermart)Builds 
Your Business 


Proto’s SD-11 Supermart displays 313 different tools, 
answering almost every service need. The SD-11 makes 
you “Tool Headquarters” — gives your customers 313 
high-quality reasons to stop in—to buy not only the fin- 
est in hand tools, but everything else you carry. 


Call your Proto Wholesaler for the 

liberal, 90-day, Pay-As-You-Go 

mong Ask about the Big D Bonus 
an. 


. 


PROTOS-TOOLS 


Merchandising Kit supplied PRO f 

with each SD-11 includes: 

Catalogs, Streamers, Dealer 2213 Santa Fe = ae a" Calif. 
Ads, and many other free 513 Allen St., Jamestown, N. 1. 
promotion helps. 1713 Oxford East, London, Ont., Canada 


Above shows 360° selling surface of SD-11. A DIVISION OF PENDLETON TOOL INDUSTRIES, INC. 


Want more facts? Circle 155, p. 107 
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CONTINENTAL’S 


BASIC STOCK 











TYPES AND SIZES IN TOP DEMAND 


M-IN MODERATE DEMAND O-IN OCCASIONAL DEMAND 


YOu CAN make more money on fasteners if you stock up on the 
types and sizes in steady demand, and keep your inventory of 
“slow-movers” down. 

But which are the fast-selling fasteners? Now, Continental’s 
Basic STOCK PLAN tells you what they are, and makes it easy for 
you to select and stock them. 


Dealers everywhere who are using the Basic STOCK PLAN say it 
is just what they need to put more profit in fastener business. Find 
out how it can simplify your fastener buying, eliminate dead stock, 
and concentrate your inventory in the relatively few types and sizes 

‘that account for 90% of retail fastener sales. Write today to your 
Continental wholesaler for complete information. 


CONTINENTAL | acl 
| He AND SLOTTED HEAD 


SCREW COMPANY, NEW BEDFORD, MASS. = Oi Cee il WOOD * MACHINE * TAPPING 


HOLTITE FASTENERS — | MANOR "AND stove BOLTS « 


@eeseoeeseeeens8seetnrenreeeeeenepeeneeeeeeeneeeeneeneneeee#ee#ee#e#ee#eses | SEMS * NYLOK 


HY-PRO PHILLIPS 
HY-PRO TOOL COMPANY ... DIVISION INSERT BITS AND HOLDERS 
RESEARCH ENG. & MFG., INC. SUBSIDIARY 


Want more facts? Circle 156, p. 107 A Want more facts? Circle 157, p. 107 > 
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KITCHEN JEWELRY BY AJAX — 


AJAX HARDW 





a Complete Line of Quality Builders’ Hardware 


“| give them Kitchen Jewelry 


by Ajax because 
| know what helps 
sell the kitchen 


... sells the home!” 





KITCHEN JEWELRY BY AJAX 








~ AJAX MERCHANDISES ‘‘KITCHEN 
JEWELRY.” LARGEST ADVERTISING 
PROGRAM IN AJAX’S HISTORY PRE- 
SELLS “KITCHEN JEWELRY BY 
AJAX.” FULL PAGE ADS IN NATIONAL 
PUBLICATIONS INCLUDING: HOUSE & GARDEN, HARDWARE 


Handsome new box created for KITCHEN JEWELRY by nationally 
known designer, Norman Gollin. Scientifically designed for faster 
inventory control and filling of orders. NEW PRODUCTS — 

The No. 650 Mono Rail Drawer Slide which was the “Hit” _ 
of the NAHB Show in Chicago in January, 1960 is typical of 
the new product engineering constantly going on at Ajax. NEW 
AJAX CATALOG NOW AVAILABLE — Write for complete infor- 
mation on the complete line of builders’ hardware made by 
Ajax. NEW AJAX FACTORY — KITCHEN JEWELRY is now man- 
ufactured in the new Ajax factory with 22 acres under one roof 
located in the City of Industry, California. Special equipment 
designed by Ajax engineers guarantees the finest quality stand- 
ards in the industry. NEW AJAX TRADEMARK — Symbol of 


Progress in Builders’ Hardware. America’s fastest growing line. 
AJAX HARDWARE CORPORATION, 825 Ajax Avenue, City of 
industry, Los Angeles County, California. Printed in U.S.A. 


; ’ a art a 
| “ys a 











A Special Report 
By Hardware Age 


A report of the 


Southern Hardware Convention 


the 69th annual convention of the 


Southern Wholesale Hardware Assn. 


and the 118th semi-annual convention of the 


American Hardware Manufacturers Assn. 


In this report 
Better management 


President's address 


Greater profits possible 


Old Guard officers 


Young executives organize 
Know how you're doing 
Controls forecast sales 


Catalog service is asset 





a special report 
by HARDWARE AGE on the 
Southern Wholesale Hardware Convention 


A prediction come true... 


Better profits from better management 


President French’s forecast of the need for a long range attack on 
low profits through an overall assault at the management level comes to 
life in a program unfurled by speakers at 69th Southern Convention. 


Bill French’s prediction came true. 

He predicted in 1957 that the wholesale industry would have to 
attack low profits by an overall assault at the management level. 
He made this prediction as president of the National Wholesale 
Hardware Assn. Last week W. W. French, Jr., president of Moore- 
Handley Hardware Co., Birmingham, saw this prediction come true 
as he finished his term as president of the Southern Wholesale 
Hardware Assn. 

Mr. French and other wholesalers were attending the Southern 
Convention in New Orleans April 10-13 when this long range pro- 
gram was unfurled. This was the 69th annual convention of the 
SWHA, and the 118th semi-annual convention of the American 
Hardware Manufacturers Assn. 

This long range program was described as one of the most in- 
spiring developments in the wholesale industry in many years. 

Among the approaches are better control of costs on a department 
basis through Distribution Cost Accounting (described in detail at 
the Atlantic City convention, see HA Oct. 22, 1959, p. 85.) ... better 
handling of the warehouse operation through setting up work stand- 
ards of efficiency of men and methods . . . better control of inven- 
tory and turnover through budget controls . . . better sales through 
dealer merchandising aids produced to meet the dealers’ needs. 

Another long range development is the bringing together of the 
younger executives to study management problems and prepare to 
be the executives of the future. This is the Young Rebels. The 
purposes and program of the group were explained at the conven- 
tion. 


Details of this long range program are spelled out in this HA 
convention report. 


The Southern Association elected 
several new officers. The new pres- 
ident is the former first vice-presi- 
dent, R. C. Neely, Jr., president of 
Amarillo Hardware Co., Amarillo, 
Tex. Hugh M. Davis, president of 
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C. M. McClung & Co., Knoxville, 
Tenn., is the new second vice-presi- 
dent. Jack Sharp, vice-president of 
Sharp-Horsey Hardware Co., At- 
lanta, was elected to the executive 
committee. Mr. French, as the past 


president, becomes a member of 
the advisory board. 

The catalog program of the 
Southern, and also the National, 
association was explained by A. C. 
Rankin, genera] manager, Teague 
Hardware Co., Montgomery, Ala. 
Mr. Rankin explained the arrange- 
ment with North American Press, 
Milwaukee, to take product mate- 
rial of manufacturers and produce 
copy for distribution to wholesalers 
to use in their catalogs. 

The manufacturers’ association 
held a joint open meeting on April 
12. 

Congressman Phil M. Landrum, 
Ga., spoke on “Who Makes Our Na- 
tional Labor Relations Policy?” 

Congress, administrative bodies, 
the courts, and labor unions all 
have a hand in it, he told the con- 
vention. But the people make pol- 
icy for they elect congressmen who 
enact the laws. 

“The challenge to private citi- 
zens never was greater,” he told 
the convention. “The challenge 
rests squarely on private citizens, 
all working together to ward off 
any threat to eat away the founda- 
tion of government.” 

An inspirational address was 
given by J. Lewis Powell, Wash- 
ington, D. C. He used speed to 
show the progress of man, and the 





1960-1961 SWHA officers, standing, left to right, Frank M. Cooper, Ill, Charles E. Nash, W. A. Parker, Joseph 
Orgill, Jr., R. H. Baker, Joe F. Wood, W. H. Terstegge, R. M. Miller. Seated, left to right, Jack Sharp, W. W. 
French, Jr., J. C. Erwin, R. C. Neely, Jr., Hugh M. Davis, Ralph E. Kirby, A. C. Rankin. 


impact of breaking the sound bar- 
rier in 1945. From this point on, 
he told the convention, man no 
longer could rely on experience to 
solve todays’ problems, and man 
now has to meet problems and 
solve them without reference to 
the past. 

The Southern Hardware Conven- 
tion Golf Tournament was held 
April 12 at the Colonial Country 
Club with 81 contestants. 

H. R. Swenson and J. W. Nall 
tied for low gross, and Mr. Swen- 
son won the draw. Wm. G. Eiken- 
bary and George Schaefer tied for 
low net, and Mr. Eikenbary won 
the draw. 

Other awards were least putts, 
Robert Bradley; closest to cup, T. 
H. Paris; blind prize, T. G. Gilcyne. 

The Old Guard held its business 
meeting on April 11, and its annual 
dinner that evening. 

Luster B. Farmer, 
first vice-president, 


Nashville, 
was’ elected 


president. Franklyn H. Horton, 
Atlanta, was elected first vice-pres- 
ident, and E. F. Hoge, Johnson 
City, Tenn., second vice-president. 

Charles A. Pitts, Jacksonville, 
was re-elected secretary-treasurer, 
and Robert N. Hicks, assistant sec- 
retary-treasurer. 

Dietz Lusk, Kansas City, was 
elected chairman of the executive 
committee. 

New members are Geddes Par- 
sons, New Britain, Conn., and 
James Henry Butler, Chattanooga, 
Tenn. 

The contact session was held on 
the afternoon of April 11. 

The social program began with 
the Convention Reception April 10. 
On April 11 there was a breakfast 
meeting of the AHMA 40 And Un- 
der Club; a luncheon meeting of 
the Young Rebels; and the Ladies 
Luncheon. 

There was a program of dancing 
and entertainment on the evenings 


of April 11 and 12. 

The convention committee mem- 
bers were: 

Arrangements, W. W. French, 
Jr., John Gibson, III, Paul C. 
Nicholson, Jr., Arthur L. Faubel, 
Ralph E. Kirby. 

Entertainment, Joe W. Pitts, 
chairman; C. H. Babington, Wm. 
G. Eikenbary, T. M. Hogan, Dan- 
iel J. Mayes, Ken A. Miller, G. F. 
Sins, J. D. Young. 

Ladies reception, Mrs. John Gib- 
son, III, Mrs. W. W. French, Jr., 
Mrs. J. C. Erwin, Mrs. R. M. Mil- 
ler, Mrs. R, C. Neely, Jr., Mrs. 
Paul C. Nicholson, Jr., Mrs. Wm. 
H. North, Mrs. R. L. Waterman. 

Golf, G. F. Sins, chairman; T. M. 
Hogan, C. H. Babington, Daniel J. 
Mayes. 

Official registration was 1515, 
the second highest for any conven- 
tion in New Orleans. The 1961 
convention will be held in April in 
Miami. 


HARDWARE ACE, April 21, 1960 © 77 





President's Address 





“... if we work for a closer relation- 
ship with fewer and better customers, 
our industry will move to an even 
stronger position in the nation’s 
economy .. .” 


The gist of my remarks at last year’s convention 
concerned my personal conviction that more and 
more people in our industry were coming to believe 
that the fairly localized distributor is a most effi- 
cient way to get merchandise from the manufacturer 
to the consumer in the southern part of the country. 

One year later I am more convinced than ever 
that this idea is being increasingly accepted. 

For the good of our country, I hope, and think, 
there will always be smart, ambitious men who want 
to own their own business. These are the people 
we must set ourselves up to serve. 

This convention program is evidence that mem- 
bers of the Southern Wholesale Hardware Assn. are 
working to become still more efficient in this distri- 
bution job. More concrete evidence of this is the 
fact that $25,000,000 has been spent in the last two 
years on new construction and modernization pro- 
grams. There has been much effort expended to in- 
crease efficiency in all phases of operations. From 
what I hear, about one out of three hardware dis- 
tributors is putting in IBM systems, or Ramac 
installations, and other systems employing modern 
business machines. 

In the area of sales promotion more merchandise 
shows are being held, in spite of the terrific work 
involved. And more companies are getting outside 
help from management consultants, and other ex- 
perts, on problems needing an outside viewpoint. 

For the best interest of this country, as a whole, 
we need good, independently owned retail stores. 
It would not be a healthy situation if a few men 
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by W. W. French, Jr. 

president 

Moore-Handley Hardware Co. 
Birmingham, Ala. 

and president 

Southern Wholesale Hardware Association 


eventually gain control of too much of our retailing. 

We must recognize, however, that chains do have 
advantages over most independent store operations 
as these are carried on today. For example: 

(1) Budget payment plans are extremely profitable 
to chains, but most independent dealers do not want 
to bother. 

(2) Chains have better inventory control. 

(3) They have better advertising. 

(4) With no salesmen calling on them, they get 
their merchandise somewhat cheaper. 

But most important, they have more selling time. 
There is a fine article by W. A. Phair on this subject 
in the March issue of Hardware Age. 

Of these four advantages the chains have at pres- 
ent, the two most important (advertising and more 
selling time for the dealer) can be overcome. How- 
ever, it will take even more cooperation between 
retailers and wholesalers than this fiercely indi- 
vidualistic industry has shown to date. This fierce 
independence is the thing most to blame for a turn- 
over rate of from 1 to 1% times a year for the 
retailer. Neither distributor nor retailer can buy 
from everyone who comes along and still get a 
decent inventory turn. 

Retailer advertising is in the same predicament. 
Effective advertising cannot be accomplished unless 
the business resulting from it is important to some 
few people. 

Of the balance of the advantages currently en- 
joyed by the chains, budget payment plans are avail- 
able to all dealers and distributors can help set them 





up. Inventory control systems are available to in- 
dependent dealers. The Retail Hardware Associa- 
tion, of course, has a fine one. 

The last problem—that of more selling time for 
the dealer—is the most compelling of all, and not 
enough work has been done on this problem by dis- 
tributors or dealers. Many are working on it now. 

Today more distributors and manufacturers are 
studying their costs on small orders. Many dis- 
tributors are realizing that in handling odds and 
ends they are using almost all the profit on fair- 
sized orders. When more distributors get deeper 
into the study of this, I predict a change in our 
present thinking. 

I do not pretend to know how or when but, even- 
tually, dealers are going to buy from fewer dis- 
tributors and fewer manufacturers. 


You may find it hard to believe, but last year 
independent grocers increased their percentage of 
the market. They are way ahead of us in working 
out close relationships between wholesaler and re- 
tailers. 

We all know a salesman’s job is to bring worthwhile 
information to a dealer on merchandising, budget 
selling, inventory control, etc., and get an order. He 
can hardly make more than four calls a day if they 
are any distance apart. He has to wait for other 
salesmen to get out of his way, and wait for the 
dealer to attend to his selling in between salesmen. 

If these orders do not run between $150 and $200, 
average, it is going to be hard to keep good men on 
this most important job—important to the distribu- 
tor, the retailer, and the manufacturer. 

Think of the improved service possible if you did 
business with only half as many dealers. Distributors 


would be working with a much smaller number of 
dealers and would be doing more for them. 

We used to say about a certain type salesman that 
he was “afraid of plate glass.” Perhaps our manage- 
ments are now in the same fix in that we are not 
willing or able to persuade our customers to let us 
serve them on a larger percentage of their require- 
ments, enabling us to work with a smaller number. 
That would solve many problems. 

Now on the other side of the ledger, here are the 
advantages our independent retailers will always have 
over any chain: 

(1) A closer tie-in with local people. 

(2) A tax advantage on the first $25,000. 

(3) More flexible operation, with quicker decisions 
possible. 

(4) Best of all, the dealer is working for himself. 

We all know the competition between those of us 
at this meeting is just short of murder. But to in- 
crease our own volume, we should be concerned first 
with helping the dealer capture a larger share of the 
available market. 

I would like to turn for a moment to another sub- 
ject—the importance of using to a greater extent the 
talents of our younger executives in solving some 
of our problems. 

A new organization has recently been set up within 
the association for the express purpose of encourag- 
ing more active participation in association affairs on 
the part of these younger men. 

Meanwhile, if we listen to and study with care the 
suggestions to be made by the other speakers on our 
program today, and if we work for a closer relation- 
ship with fewer and better customers, our industry 
will move to an even stronger position in the nation’s 
economy. 
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Greater profits are possible 





by Howard W. Price 
executive vice-president and 
general manager 


The Salt Lake Hardware Co. 
Salt Lake City, Utah 


The Manual of Distribution Cost 
Accounting was introduced at At- 
lantic City. In presenting the 
manual to the convention, it was 
pointed out that for many years, 
the wholesale hardware industry 
has been providing its investors 
with modest profits. The national! 
averages of profit on sales in recent 
years have declined from a high of 
2.95 percent of sales in 1951 to 
1.21 percent in 1958. The final 
figures for 1959 are not as yet 
available. 

The return on net worth in 1957 
was 4.47 percent and in 1958 down 
to 3.79 percent. These are indeed 
inadequate. 

One of the basic causes for low 
profit return in the industry is that 
wholesalers have been indulging in 
costly uneconomical practices with- 
out knowledge of actual costs in- 
volved. 

These practices may not have 
been wilful transgressions but have 
occurred frequently enough to 
bring profits down. 

The problem has been that these 
costly uneconomical practices could 
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“DCA is a tool which offers wholesalers 


a great opportunity for cutting costs 
and increasing efficiency, but it is 
not a rigid tool limited to a few.” 


not be distinguished from the good 
practices because no one knew what 
their true departmental costs were. 
But, by using Distribution Cost 
Accounting, it will be possible to 
find out how much it costs your 
firm to warehouse, sell and handle 
products in each of your depart- 
ments, and what contribution each 
department makes to the net. 


The extra discounts; the freight 
allowances that are frequently of- 
fered to retailers, how were they 
determined? What basis was used 
to decide upon these cut price con- 
siderations? Did they relate in 
any way to a minimum profit? 
Wholesalers can’t relate’ these 
“profit robbers” to their net profit 
because most wholesalers as yet do 
not know what their departmental 
costs are. 

Consider an example of an item 
with a relatively high gross profit, 
threaded products. The question, 
is the historic high gross profit in 
threaded products sufficient to off- 
set the cost of handling such items 
with low invoice line value and 
high order filling expense? 


Another important question: Is 
the appliance manufacturer justi- 
fied in reducing margins of profit 
based on his contention that turn- 
over on inventory investment, stor- 
age and filling of orders, etc., is 
less on this type of merchandise? 


We are all aware that wages, 
salaries and salesmen’s compensa- 
tion now represent from 68 to 74 
percent of total overhead as com- 
pared to 60 to 72 percent prior to 
1942, resulting in a 14 to 20 per- 
cent increase. 

We know too, that operating ef- 
ficiencies have not shown offsetting 
savings compared to the substantial 
increases that have been made over 
the years in these expenses. 

We are faced with a challenge to 
determine profitability of each de- 
partment. With so many expense 
dollars being allocated to personnel 
the profitability of each depart- 
ment in your organization should 
be questioned very thoroughly. 

Nobody wants to work for noth- 
ing! But, that’s just what we 
might be doing if we don’t know 
what it costs us to operate each one 
of our departments. 

The basic aim of this Manual is 
to give interested wholesalers a 
procedure to follow to find out just 
how much it costs your firm to buy, 
warehouse and sell products in each 
one of your departments. 


The process involved in finding 
your departmental costs would be 
regarded as research. Consider the 
value of this kind of effort to other 
industries such as chemical, elec- 
tronics, aerodynamics, etc. 


Some objections might be, “I 





don’t need anything as elaborate as 
this—my business is too small.” 

To this individual, we can only 
say that if his profits are as modest 
as the average in the wholesale 
hardware industry, he needs some- 
thing like Distribution Cost Ac- 
counting. No wholesaler, regard- 
less of his size, can afford the lux- 
ury of not knowing his departmen- 
tal costs. 

Another objection could be, “My 
accounting system gives me the in- 
formation I want,” all this other 
information is unnecessary. 

To answer this individual, we 
should inquire as to what changes 
he has made in his plant, his re- 
ceiving, shipping, or his sales de- 
partments. If he hadn’t up-dated, 
changed or modernized these, how 
could his business have grown? 

Distribution Cost Accounting re- 
duced to an abbreviated term is 
D.C.A. 


D.C.A. is an accounting pro- 
cedure by which the natural profit 
and loss accounts are apportioned 
and distributed to the various de- 
partments of a business. Natural 
expense accounts are allocated to 
departments through D.C.A. 
methods. 


Benefits of D.C.A. 


D.C.A. is a tool which offers to 
management a great opportunity 
for reducing costs and increasing 
efficiency in their businesses. 

D.C.A. is not a rigid or fixed sys- 
tem, but it can be modified or 
adapted to meet the present or fu- 
ture needs of the many different 
volume houses within the industry. 

The basic method outlined in this 
Manual has proven of real value to 
those wholesalers who have pio- 
neered in this field. There are nu- 
merous and substantial benefits to 
be realized as you progress. Bene- 
fits which can be anticipated are 
these: 

(1) The first benefit is self-anal- 
ysis and improvements in _ the 
wholesaler’s own operation. 

Facts are that during the “spad- 
ing out” period in preparation of 
adapting D.C.A. to our business, in- 
formation concerning complicated 
methods of handling routine pro- 
cedures was brought to our atten- 
tion. 

These methods were anything 
put efficient and they were proven 


costly. We asked ourselves, how 
long has this been going on? 

(2) To supply facts to manage- 
ment to make it possible to dele- 
gate responsibilities for correction. 
This will stimulate a wider interest 
within the organization and create 
a desire among its personnel for 
improvement. 

(3) Greater emphasis can be 
placed on profitable departments 
and less emphasis given those that 
were mistakenly believed to be 
profitable. Distribution Cost Ac- 
counting will also suggest to man- 
agement how they might direct 
their endeavors to new areas of 
profit opportunity. 

(4) Greater employee produc- 
tivity can be achieved. This has 
already occurred in the case of sev- 
eral wholesalers. 

At our last Atlantic City Conven- 
tion, John Sheffield reported for 
Bill French. In 1954 Moore Hand- 
ley had around 950 people on its 
payroll at five branches. There are 
now 739 employees instead of 950. 

Moore Handley still has 5 
branches, but different and better 
than the ones they started with, 
and many of the changes were 
made because of the valuable in- 
formation furnished through 
D.C.A. 

I am sure that I would not be 
sticking my neck out too far in 
making the prediction that any 
wholesaler who adapts D.C.A. to 
his business and works at it will 
improve employee productivity. 

Another benefit: D.C.A. will aid 
you to eliminate or reduce sales 
compensation on unprofitable busi- 
ness, and it will reveal that gross 


margin either large or small must 
be carefully considered in the light 
of the cost of handling the item or 
commodity to determine if it pro- 
duces a satisfactory return. 

Last, Distribution Cost Account- 
ing opens avenues to improve meth- 
ods, procedures and functions for 
lower costs. 

Simply stated, D.C.A. is a pro- 
cedure whereby a chart of expense 
accounts is designed to accumulate 
expenses by natural groupings, and 
then to allocate these expenses to 
merchandise departments by the 
methods shown in the Manual. 


How to adopt D.C.A. 


What the committee proposes 
and recommends is a widespread 
adoption of D.C.A. by our member- 
ship. 

If we are to make an intelligent 
inquiry into the costs of distribu- 
tion with the hope of improving net 
return for ourselves and for the 
great industry of which we are all 
a part, then we must be sure that 
we start on the right track. 


One of our partners in the dis- 
tribution of hard goods, the manu- 
facturer, will be not only impressed 
but motivated by carefully re- 
searched facts. 


The two fundamentals which 
form the right track and the proper 
foundation for D.C.A. are: A chart 
of expense accounts and proper 
units of measurement, both of 
which should be carefully con- 
sidered and are fully outlined in 
the Manual. 


Your auditing firm might be 
helpful to get the show on the road. 
Thereafter, your working staff can 
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assimilate the task with little dis- 
ruption. The cost is nominal. This 
is something you can’t afford not 
to do. 

I am sure that the wholesalers 
who have adopted D.C.A. would be 
the first to endorse it as being a 
sound and a productive practice 
and a benefit which can be had at 
a reasonable cost. 

The entire committee is indebted 
to David W. Rewick, resident part- 
ner of Ernst & Ernst, Los Angeles, 
for his advice and counsel in the 
development of this Manual. 

Each loose leaf binder is num- 
bered serially. It is available to 
our active and associate members 
who make application for it. It is 
sold to those members at $20 for 
the first copy and $10 for addi- 
tional copies up to a total of four. 

This policy and method of dis- 
tributing the Manual will place the 
Committee on the Cost of Distribu- 
tion in contact with the members 
who are utilizing the program. The 


committee recommended such sale 
in order that it may be aware of 
the interest of the members and 
the results such members are ob- 
taining. 

An improvement in profit return 
in the industry will not come about 
merely because the system of Dis- 
tribution Cost Accounting has been 
made available, rather, improve- 
ment will come as a result of a 
widespread adoption and a continu- 
ous application of Distribution 
Cost Accounting by our members. 

Tom Fernley advises me that 234 
copies of the D.C.A. Manual have 
been distributed since the Atlantic 
City Convention; 143 wholesaler 
members, 12 manufacturers and 17 
members of the National Associa- 
tion of Sheet Metal Distributors 
have ordered copies. Letters re- 
ceived from members who have 
studied the Manual are most com- 
plimentary and enthusiastic. 


Mr. Udell J. Kuhre, Vice Presi- 
dent of Strevell Paterson Hardware 


Southern Hardware Convention 





Company, who is well known to this 
group, is Chairman of the Com- 
mittee on the Cost of Distribution. 

Out of the 143 wholesalers who 
have the D.C.A. Manual, I am 
happy to report to you that over 50 
companies have expressed an in- 
terest in a seminar meeting on 
D.C.A. This not only indicates a 
widespread interest but substantial 
progress. 

I am also very pleased to an- 
nounce to you at this time that 
there will be a seminar meeting. 
The meeting is tentatively set for 
one day at Chicago, on Sept. 8. De- 
tails and location will be announced 
soon. 

If you have not yet been moti- 
vated, I suggest you review the 
presentation made at Atlantic City, 
which was covered by the printed 
proceedings as published by our 
association, and order the D.C.A. 
Manual without delay. 


How to grow in the 1960s 





by W. E. Smith, Sr. 
president 

Oklahoma Hardware Co. 
Oklahoma City, Okla. 


Among all the rosy predictions 
for this decade, the sober fact 
should be kept in mind that the 
health and progress of your busi- 
ness depends upon how well you 
manage it. 
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“Before any effective merchandising 


program can be launched, manage- 


ment must provide inspiration, lead- 


ership to create a spirit of helpful- 


ness.” 


Thirty-three hardware and re- 
lated wholesalers, counting 
branches, have lost their corporate 
life since January 1958, either 
through liquidation or merger. 

The South has been rather for- 
tunate because, to my knowledge, 
only a very few wholesalers from 
this area have liquidated. 


But let’s not be smug about it. 
It could happen kere. 


The beginning of a year, or a 
new decade, is an occasion for vig- 
orous revaluation of all of our man- 
agement policies. 

Our wholesaling system stands at 
the threshold of this decade with 
an obligation to gear itself for 
another period of change. This 
change will be at a faster pace, 
with keener competition than we’ve 
ever experienced before. 

The wholesaler of today, nor his 





salesmen, can succeed in following 
the techniques of 10 or even 5 
years ago. Don’t be guilty of in- 
breeding into your rising young 
executives ideas and methods that 
are out-dated. Encourage them to 
think for themselves, to look for 
new and fresher approaches in 
operating techniques, as well as 
merchandising. Urge them to dare 
to be different. 

Bill Phair of HARDWARE AGE 
said in an editorial a few months 
ago, “There is no question but that 
the hardware business .. . both 
retail and wholesale ... is chang- 


ing. No matter how we feel about 
it, we must learn to live with these 
changes if we are to survive. Very 
often we fight change, only to learn, 
after we finally make the change, 
that it was a pretty good idea.” 


Change is important 


I couldn’t agree more. The busi- 
ness of wholesaling is one of excit- 
ing change. 

I think one of the nicest compli- 
ments ever to come our way was 
expressed by one of our Tulsa cus- 
tomers a few weeks ago. We were 
told that one of the reasons he 
liked to do business with our com- 
pany is that we are continually try- 
ing something new and different 
while most wholesalers calling on 
him were static and seem to resist 
change. 


In recent years, a sizeable num- 
ber of wholesalers from across the 
country, and three from Canada, 
have come to Oklahoma to study 
and evaluate our organizational 
structure, our methods, and our 
programs. 


Many times they are amazed to 
find that, with all we do to assist 
our customers, we have about 20 
percent fewer persons on our pay- 
roll than the average for our vol- 
ume of business. 


This means higher production 
per man-hour through greater in- 
terest and efficiency. We accom- 
plish this by providing good work- 
ing conditions, and closer super- 
vision. Thirteen department heads, 
out of a total of 118 employees, for 
all practical purposes actually run 
our business. 

No one likes to be told how to do 
everything. If you expose your 
people to problems and encourage 
them to work out the solutions, 


they will learn from doing. They 
will grow in stature, self confidence 
and respect, and certainly in value. 


It is by keeping our people aware 
of the problems with which our in- 
dustry is faced, and the needs of 
our own dealers, that they have 
risen to the challenge, and devel- 
oped within our own organization 
most of the programs we have 
available for our customers. 


When we started about eight 
years ago we had a net worth of 
about half a million dollars, doing 
a million and a quarter dollar vol- 
ume. We now have a AAAI rating, 
and our sales are in excess of $6 
million. In 1958, our return on our 
investment was 11.62 percent, or 
more than three times the national 
average; and in 1959 it was 12.43 
percent. 


The point that I want to estab- 
lish, is that you do not have to be 
a large wholesaler to develop a 
program of assistance for your 
dealers. Neither does a program of 
assistance necessarily need to ma- 
terially affect your operating costs. 


Large printing volume 


A program does, however, re- 
quire a tremendous team effort, and 
an intense interest on the part of 
everyone involved to minimize the 
expense. 


Our printing department does 
more printing than anyone in Okla- 
homa not in the printing business. 
In addition to compiling and pub- 
lishing our own catalogs, and print- 
ing all of the forms we use, we 
make available to our customers the 
lowest cost broadside program in 
the area we serve. 

Our program for hardware re- 
tailers includes a four-page quar- 
terly broadside at less than $10 a 
thousand imprinted with their 
name. 

We prepare for lumber dealers, 
who have a hardware department, 
a special broadside at $12.95 per 
thousand, issued three times a year, 
which features lumber and other 
items of building materials in ad- 
dition to hardware normally sold 
by them. 

We do “custom designed” hand- 
bills built around our customer’s 
own stock for all types of special 
events, such as formal openings, 
anniversary sales, expansion and 


stock reduction sales, liquidation 
sales, or any other kind of promo- 
tional affair that will help our cus- 
tomers attract more people to his 
store. 

Rather unique in our broadsides, 
is the fact that we do no¥ solicit, 
nor accept advertising participa- 
tion from any of our suppliers. 
The selection committee, made up 
of our buyers and sales director, is 
not influenced by outside factors. 

Trade brands are featured only 
when we feel they enhance the traf- 
fic pulling power, giving the dealer 
much more latitude to use mer- 
chandise he already has in his 
stock. 


Ways to advertise 

It is our feeling that a retailer 
needs to supplement his broadsides 
with other forms of advertising. 
To assist him, we have our monthly 
“Sizzler” program. Our “Sizzlers” 
provide any promotional minded 
dealer with about 30 items, at spe- 
cial prices, from which he may se- 
lect items to advertise or promote 
weekly or monthly in his own way. 

We also furnish monthly an ad- 
mat containing 12 items from the 
“Sizzler.” The mats can be used 
as furnished, or they can be cut up 
for making up several ads. A 
charge of $1.50 is made for the ad- 
mat, but it is refunded in full if the 
dealer submits tear sheets indi- 
cating that at least six of the items 
have been advertised. Dealers can 
accumulate an ad-mat supply from 
this monthly service free by sav- 
ing them after advertising. 

We supply eye-catching, colorful 
store trim display kits and other 
point-of-sale pieces for each type 
of promotion, to enable the dealer 
to give his store a sale or festive 
atmosphere, and carry out the 
theme of the promotion. The kit 
contains 135 pieces of banners, pen- 
nants, streamers, individualized 
and plain show cards, miniature 
triangular pennants, sale marking 
tags. 

Our store trim “point of sale” 
kits are furnished at prices of $3.95 
and $4.95. 

We provide lay-away kits, con- 
taining seven pieces of streamers 
and pennants for $1.50, and en- 
courage our customers to promote 
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the lay-away idea of selling. 

We provide a management coun- 
selling service to assist our cus- 
tomers with their problems of 
management, financing, and mer- 
chandising. We give them assis- 
tance in the collection of difficult 
transportation claims, when this is 
needed. 


We hold two markets each year, 
in addition to participating in the 
retailers’ annual conventions in the 
area we serve. These are our 
spring and fall merchandise mar- 
kets, held at a hotel. They have 
been extremely well received by our 
customers, and proven to be popu- 
lar and profitable merchandising 
events. 


At each market we furnish a 
registration prize varying from a 
minimum of $250 in cash to the 
value of a dealer’s purchases made 
at the market. In addition, an indi- 
vidual prize is given from each 
booth. Prizes given away usually 
have a total retail value of several 
thousand dollars. 


Market costs vary 


Our out-of-pocket cost for such 
a market varies from 4 to 5 per- 
cent. Our markets are held over a 
two-day period, Sunday and Mon- 
day, with about 75 percent of our 
attendance on the first day. 

We also conduct regional prod- 
uct knowledge sessions periodical- 


ly for the benefit of both our cus-. 


tomers and our salesmen. 

We offer a free store planning 
service to help our customers im- 
prove the merchandising effective- 
ness of their stores. This service 
includes an on-the-spot study of the 
store, a floor plan laid out by our 
dealer service manager and his rec- 
ommendation for either refurbish- 
ing the store, remodeling and re- 
arranging his fixtures, or complete 
re-fixturing, depending upon its 
condition. 

We custom design and build 
beautiful store fixtures which we 
furnish and install without adding 
a profit, as an added service to our 
customers. 

In recent years, we have assisted 
more than 150 dealers to improve 
their stores through partial or com- 
plete fixturing; 44 last year alone, 
and about 12 so far this year. 

Every time we re-work one of 
our customer’s stores, he takes a 
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renewed interest in it and becomes 
a better and more loyal customer. 

It makes no difference how effec- 
tive a dealer assistance program 
you develop, how complete it is, or 
how beneficial, it still must be sold. 

Retailers, like wholesalers, resist 
change. They are constantly del- 
uged with new deals, new distribu- 
tion plans, and new promotions. 
They must be convinced your pro- 
gram will pay off and is developed 
for their benefit, not yours. 

New types of retail outlets are 
springing up like mushrooms to 
compete with him, and unless he is 
made to realize that his competitive 
position is becoming more and 
more diluted, and that many of his 
customers, especially the newly 
formed families, are going else- 
where for items he formerly sold 
them, it is unlikely that he will be 
interested in your program. The 
old timer customer who once looked 
to the hardware merchant for many 
of his needs is passing out of the 
picture. 


Better public relations 


Most of us, in my opinion, need 
to do a better job of public rela- 
tions, a better job of publicity to 
our customers, our suppliers, and 
even to our own personnel. 

Many times, it’s been said that 
“no news is good news.” Don’t you 
believe it. No news in business is 
almost as damaging as bad news. 
There exists a need in our industry 
for hardware wholesalers, and espe- 
cially full function wholesalers, to 
develop a sense of public relations. 

The trade journals are full of 
articles about the “co-ops” and the 
“program distributors.” Why? Be- 
cause they send them in, while most 
of us place little importance on 
public relations. 


All of us need to realize the 
value of good publicity. We should 
give the trade journal writers our 
fullest cooperation when an oppor- 
tunity presents itself for a story 
about either our own companies or 
our customers. 

A full function wholesaler, if he 
performs the functions, has a lot to 
talk about but he doesn’t do it. An 
important man in the industry re- 


cently made the statement to me: 
“Too many of them seem to go off 
in a corner and sulk, with the ex- 
pectations that eventually every- 
body will come and tell them how 
wonderful they are.” This just 
won't happen. 


In addition to building an effec- 
tive program, there is an additional 
step necessary. That is: to go out 
and sell it. If a company deter- 
mines to remain in a full function 
wholesaler, it must be because it 
believes that system has merit. If 
this is so, then it should talk about 
it at every opportunity. An un- 
biased survey of what our custom- 
ers think about most of us would 
probably be both startling and 
shocking to many of us. A more 
complete and effective selling job— 
publicity that is—would be ex- 
tremely beneficial. 


An essential function 


We’re doing more of it. We are 
giving more attention to publiciz- 
ing some of the things we do. 
You'll be reading more about our 
programs, markets, and broadsides 
in the trade journals in the future 
than you have in the past because 
we've made it someone’s responsi- 
bility to notify the trade journals. 

The full function hardware 
wholesaler performs a vital service. 
He performs many important dis- 
tributive functions. He performs 
them economically. Without the 
mass distribution he provides with 
his invested capital, his credit and 
warehousing facilities, and his 
sales force in the field, our econ- 
omy based on mass. production 
would collapse. 


People and businesses can be 
eliminated, but not the wholesaling 
function. The cost may be shifted 
or absorbed, but not eliminated. 

I believe that the future pros- 
perity and welfare of our country 
is tied directly to the increased 
efficiency of both producers and 
wholesalers. I believe that the full 
function hardware wholesaler per- 
forms an essential function that is 
beneficial to the manufacturer, the 
retailer, and most important a valu- 
able service in the public interest. 

The Sixties will sizzle for the 
wholesaler that is efficient, and pro- 
vides the retailer with good ser- 
vice, and an effective, hard-hitting 
program. 





Young executives organize 





by William A. Parker, Jr. 


Colonel, Young Rebels 

and vice-president 

Beck & Gregg Hardware Co. 
Atlanta 


I want to tell you what has been 
done in organizing the Young Reb- 
els, why it was done, and what our 
plans are for the future. 

This organization was begun at 
the suggestion of the Southern 
Wholesale Hardware Assn. Execu- 
tive Committee. It was their feel- 
ing that the association needed 
more interest and participation 
from the younger executives in the 
affairs of the association. 

As a result of this suggestion, 
17 of us younger “executives” were 
asked to meet in Birmingham at 
Moore-Handley Hardware Co. on 
Jan. 15. In addition to the younger 
contingent President French, Jack 
Neeley, and Ralph Kirby were also 
in attendance. They represented 
you old fellas. 

We met with three specific aims 
in mind: 

(1) To formulate a statement of 
purpose. 

(2) To set up an organizational 
structure. 

(3) To select a work project. 

We had a fine day in Birming- 
ham, complete with a cooks tour of 
Moore-Handley’s offices and ware- 


“We have selected, as our initial work 
project, a study of warehouse problems 


with particular emphasis on materials 


handling methods.” 


houses. This alone scared most of 
us competitors half to death. We 
did have a fine day, though, and 
Mr. French and all the folks at 
Moore-Handley really rolled out 
the red carpet for us. 

After some hot debate the name 
Young Rebels was selected as the 
group’s name. Credit for this name 
goes to John Sheffield, Jr. 

The group will be headed by two 
officers. A colonel, that’s me, and 
a lieutenant colonel, who is John 
Sheffield, Jr. 

The colonel will serve one year 
and will be succeeded by the lieu- 
tenant colonel. The heutenant colo- 
nel is to be elected yearly on the 
nomination of a committee ap- 
pointed by the colonel. 

Membership in the Young Reb- 
els is limited to persons under 45 


years of age who hold executive 
positions with SWHA member con- 
cerns. 

The purpose of the Young Reb- 
els is: 

“To interest the younger execu- 
tives of the Southern Wholesale 
Hardware Assn. member compa- 
nies in the Association, to provide 
a means for promoting their 
greater participation in Associa- 
tion activities, to provide a means 
for obtaining more basic knowl- 
edge of industry methods and tech- 
niques, and to promote good will 
and fellowship among members.” 

We Young Rebels have an un- 
written law that all rebels should 
bring their wives to the convention 
each year. 

The Young Rebels has selected 
as its initial work project a study 
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Golf tournament awards get a final inspection from, left to right, 
Arthur L. Faubel, secretary-treasurer, AHMA; G. F. Sins, Woodward, 
Wight & Co., Ltd., New Orleans; Ralph E. Kirby, managing director 
and treasurer, SWHA. 
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of warehousing problems, with 
particular emphasis on materials 
handling. 

At present our plans are shaping 

up like this. A committee under 
the chairmanship of Leslie Strat- 
ton, III, of Stratton-Warren Hard- 
ware Co., Memphis, has been set 
up to study the best approach to 
this problem. 
_ Les is being assisted by three 
top committee members, Jim Alli- 
son of Allison-Erwin Co., Charlotte, 
N. C., Jim Meagher of Stratton- 
Terstegge Co., Louisville, Ky., and 
Gene Smith, Jr., of Oklahoma 
Hardware Co., Oklahoma City. 

We are tentatively thinking 
about a two-day clinic type meet- 
ing to discuss warehousing prob- 
lems. This meeting will be held 
in a central location, easily avail- 
able to all members — probably 
Memphis. The date of the clinic 
will probably be in late September. 

Our approach will be to tie in 
-expert factory advice with a dis- 
cussion of the practical uses being 
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made of each new type of equip- 
ment presented. Some of the topics 
under consideration for presenta- 
tion are: 

(1) New or suggested methods 
of checking in and receiving mer- 
chandise. 

(2) Loading and _ unloading 
equipment — hoists, dollies, port- 
able roller conveyors. 

(3) Discussion of conveyor sys- 
tems. 

(4) New methods of packaging. 

(5) Mechanical lifting equip- 
ment. 

(6) Proper location of merchan- 
dise for most economy and ease of 
handling. 

(7) New labeling devices. 

(8) New types of delivery 
equipment. 

(9) Control of delivery equip- 
ment—radio dispatch, etc. 

(10) Feeling that no warehouse, 
no matter how modern the equip- 
ment or the facilities, is any bet- 
ter than the people running it, we 
plan to have a definite time set 


aside for a program on human re- 
lations, labor relations, and the 
best ways of handling people. This 
part of the program will be han- 
dled by an expert. 

This program is designed not 
just for us young executives. It’s 
also designed for you old fellas, 
and the men in charge of your 
warehouse. 

With today’s high costs continu- 
ally edging even higher, can you 
afford not to know about what is 
new, what is being done, and how 
you can cut more corners? 

We will have a top program for 
you, but we need the support of 
everyone to put the program over. 

We don’t make any claims of 
knowing all the answers to ware- 
housing. At the same time, our 
minds are open. We want to learn 
all that’s new, what’s being done, 
and what’s the best way to do it. 
Give us your support. Come to the 
meeting and bring your warehouse 
people with you. It will be time 
well spent. 
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How to know how youre doing 





by Spencer E. Cram 


president 
The W. Bingham Co. 


Cleveland, Ohio 
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“The ultimate objective of work and 


other standards is to have workable 


tools for the reduction of expenses 


and increase in sales and profits.” 


The typical attitude of a hard- 
ware wholesaler toward manage- 
ment consultants, until quite re- 
cently, was that no one could come 
in from the outside and tell him 
anything worthwhile about his 
business. 


I no longer believe this, nor ap- 
parently do many others in the 


wholesale hardware business who 
have conclusive proof in dollars 
and cents of the value of con- 
sultants. 

Management consultants seem to 
be sprouting like mushrooms. 
There are two ways to approach 
the subject. One, I feel, is the 
right way and the other the wrong 
way. 





The wrong way is to retain a 
consultant who uses the sawed-off 
shotgun, or blunderbuss approach. 
A firm that professes to be an ex- 
pert in everything and that pro- 
poses to make a generalized study 
of your entire operation to come 
up with certain specific recommen- 
dations is generally going to do 
themselves and yourself not much 
good. 

On the other hand, if you have 
a specific problem that you recog- 
nize as a trouble area, for instance 
in your office paper processing or 
in handling orders in the ware- 
house or in your labor relations 
program, you and your manage- 
ment consultant can be mutually 
benefited by making a _ specific, 
hard-nose study and recommenda- 
tion of that one particular subject. 
An outsider, unemotionally at- 
tached, with the necessary experi- 
ence, can almost invariably put the 
finger on certain trees that you 
cannot see because of the woods. 


Where sales dollars go 

Examination of the typical hard- 
ware statement will show that 
about 78 percent of the net sales 
dollar is in the cost of merchan- 
dise. Of the remaining 22 percent, 
hourly-rated wages and direct wage 
related items such as employee’s 
welfare insurance, pension plans, 
payroll taxes, OAB taxes, and 
other miscellaneous fringe benefits 
based directly on wages amounted 
to 77 percent of total overhead ex- 
pense. What better place, there- 
fore, to attack expense than in this 
largest of all cost segments. 

The largest proportion of our 
wage and salary expense was in 
our warehouse. We called in a con- 
sulting organization with a known 
record of successful achievement in 
this field. Their analysis indicated 
that substantial savings could be 
achieved through the use of their 
services in setting up work stand- 
ards through time study opera- 
tions of the jobs involved. 

To be sure, arbitrary work stand- 
ards could be set up, for example, 
on order-filling operations by tak- 
ing the known production record 
of the best man and making this 
the standard. On the other hand, 
you have no way of knowing 
‘whether your best man is operating 
at 50 percent of capacity, or at 150 
percent of capacity. 


- 
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Time study operations require 
the use of an expert who not only 
has been trained in time study 
techniques, but also in their appli- 
cation. This is expensive. The 
usual charge is $125 a day, plus 
expenses for out-of-town personnel. 

Observers are trained to analyze 
the movement of personnel on the 
basis of a walking rate of three 
miles per hour as 100 percent. Man- 
ual dexterity is based on the abil- 
ity to deal a deck of 52 cards in 
approximately 30 seconds as 100 
percent. A skilled operator, using 
these standards, can measure oper- 
ating efficiency of ordinary manual, 
unskilled jobs with amazing ac- 
curacy. 

Warehouse work was divided in- 
to definite written job descriptions 
and job classifications. 

Again, keeping in mind that the 
greatest benefit to be derived from 
management consulting service is 
in confining that service to certain 
specific areas, it seemed to us that 
those job classifications, which lent 
themselves most readily to work 
measurement in terms of stand- 
ards, were: 

Order filling, both less-case and 
full-case. 

Checking and packing. 

Order filling further sub-divided 
by sections of the building in which 
more difficult to handle types of 
commodities were stored such as 
nails, bolts and pipe fittings. 

This left job classifications such 
as elevator operating, receiving, 
and trucking and sorting on the 
shipping room floor, out of the 
work standard program. 

Time study operations are very 


meticulous, covering a hundred or 
more observations on a given job 
and a given location. But once 
such a study is completed, you have 
a set of well substantiated facts 
showing what a normal man oper- 
ating at a normal pace should be 
able to produce on a given job and 
in a given amount of time. This is 
established at 100 percent. 


The first question that is always 
asked at this point is, “Do you 
have a union?” 

Yes, we do. 


They cooperated with us in the 
setting up of job classifications and 
descriptions. They did not want to 
have their own men working on 
time standards, nor would they 
accept such standards as accurate 
and justifiable if we set them up 
ourselves. 


Results of time study 
Now what were the results. 


For the month ended July 31, 
1957, our records show that work 
was being performed in these 
classifications at an average rate 
of about 67 percent of efficiency, 
with 68 employees in these classi- 
fications out of a total of 203; our 
excess cost being about $2,000 a 
week more than it should be. 


In the month ended Nov. 30, 
1959, our over-all performance was 
97.9 percent. There were 54 em- 
ployees in tnese job classifications 
out of a ivtal of 146. Our excess 
cost for substandard efficiency was 
running less than $200 a week. 
There was an over-all increase in 
efficiency of about 55 percent, and 
a decrease in total employment for 
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warehouse operations of about 27 
percent. 

Our labor expense for warehouse 
operations in 1957 was in excess of 
$800,000. Our labor expense in 
1959 for warehouse operations was 
about $650,000. During that period 
there were three progressive rate 
increases in the amount of 8&¢, 6¢, 
and 8¢, for a total of 22¢. 

This represents an annual pay- 
roll savings of somewhat in excess 
of $150,000 in the face of pay 
rate increases totaling 22¢ per 
hour. In terms of percentages, it 
amounts to about a 30 percent de- 
crease. 

Now obviously this was not ac- 
complished purely by the installa- 
tion of work standards. Let us go 
back to June of 1957. Here was 
an efficiency of operation of about 
67 percent of normal capacity. 
This apparently is to be expected 
and, I am told, is quite normal 
at the installation of a work 
standards program. 


How to raise efficiency 


Here is a group of 15 to 20 
packers operating at a rate of 
efficiency that runs from 50 percent 
up to perhaps 70 percent. 

What do you do about it? 

How was that level raised to the 
point where in February, 1960, the 
percent of efficiency ranged between 
89 percent and 119 percent, with 
one man outstandingly operating at 
1431% percent? 

It takes time and patience, 
diplomacy and persuasion, and ap- 
plied psychology. 

One or two individuals begin to 
stand out. The operating standards 
of each man are posted weekly in 
each department. The American 
spirit is competitive. 

As time marches on, through 
this process of jockeying and shift- 
ing back and forth and comparison 
with others doing the same type of 
work, gradually the entire level of 
production efficiency begins to rise. 
This sort of thinking gradually 
permeates the organization to other 
work classifications than those 
which are being directly measured. 

For example, through applica- 
tion of these principles to truck 
delivery in greater Cleveland, 
similar results have been obtained. 
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John Gibson, Ill, 


president of 
AHMA. 





Trucking standards have already 
been set up, in terms of the number 
of stops per hour that can be 
reasonably expected, by the truck- 
ing associations in Cleveland. 

Our expense of operation has 
been reduced from $156,000 in 
1957, to $120,000 in 1959, directly 
in the face of what you know have 
been constantly increasing costs in 
direct wages and fringe benefits in 
truckers’ wages. 

Time study standards were not 
used in studying our trucking 
operations, but the principles and 
applications learned through the 
application of time study and work 
standards in our warehouse were 
of direct benefit in accomplishing 
a similar result in truck delivery 
operations. 


We up our standard 


The entire credit for the dollar 
savings involved cannot be laid 
directly at the door of time study 
and work standards. 

During the same period of time, 
our order and label writing and 
invoicing procedures were con- 
verted from a Multilith operation 
to an IBM operation through a 
Ramac installation. This, in itself, 
produced a_ greater efficiency 
through the production of a print- 
ed, more legible copy. However, our 
order filling standards were re- 
time studied after the installation 
of this equipment. There was an 
increase in the number of lines 
worked per day on our open stock 
order filling from 570 to 756, as 
the 100 percent standard. 

To answer a few questions that 
have already been asked, in the 


process of time study, no weight 
was given to the type of mer- 
chandise being handled or to the 
size of order. 


Sufficient studies of each opera- 
tion were made over a sufficiently 
long period of time so that these 
two factors averaged out. 


This is also true of the results 
as compared against 100 percent, 
which can sometimes be affected 
by certain operations at seasonable 
times of the year. Over a period of 
time these variations tend to 
average out so no one employee is 
penalized over another because of 
the type of merchandise being 
handled or the size of order being 
handled. 


The other most frequently asked 
question is the reaction of the 
labor unions. 

This has been varied all the way 
from complete cooperation in one 
plant that I know of. Union mem- 
bers were trained in time study 
operations. Union members active- 
ly engaged in time study, and in 
the setting up of work standards. 
They had the complete cooperation 
of the union in attempting to per- 
suade and promote operation at 
100 percent of capacity. 


In other situations, there has 
been absolutely no cooperation at 
all, and every effort made to under- 
mine the work standard program 
from its inception. 


Union relations count 


My own persona! opinion is that 
the degree of cooperation or ac- 
ceptance of a work standards pro- 
gram is to a large degree a measure 
of each management’s relations 
with its own labor unions. 

A third question in connection 
with work standards has always 
been that of the installation of 
incentive wage rates for exceeding 
100 percent capacity. We have not 
done this, nor was it recommended 
by our consultants. 

The time may arrive when it 
will be advisable for us to establish 
incentive wage rates for produc- 
tion over 100 percent, but it has 
not seemed advisable either to our- 
selves or to our consultants to do 
so yet. We are achieving good re- 
sults without the necessity of going 
to an incentive. 

(Continued on page 90) 
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Budget controls forecast sales 





by A. L. Carr 
president 


Keith-Simmons Co. 
Nashville, Tenn. 


In the early 30’s our inventory 
was unbalanced and entirely too 
much. Our sales, profits and turn- 
over were decreasing rapidly as our 
indebtedness to the banks in- 
creased greatly. 

One of the banks with whom we 
were doing business suggested we 
employ 8S. D. Leidesdorf & Co., of 
New York City, to make an anal- 
ysis of our operations. 

After a thorough survey, they 
recommended and installed a bud- 
get system control which they su- 
pervised for some time. 

At first the budget was made for 
a 12 month period. Later we found 
it best to make it for six months. 
We could make adjustments at the 
end of six months, and it was much 
easier to forecast sales for this 
short a period. We saw a decided 
improvement within a very short 
time after the installation of this 
system. 

Regardless of how high your 
company is rated financially, this 
control is most helpful in operat- 
ing a successful business. In fact, 
I wouldn’t attempt to supervise 
our business witheut this budget 
to guide me. 


“Budget control is most helpful in 


operating a successful business, in 


fact, I wouldn’t attempt to super- 


vise our business without it.” 


The first requirement for a suc- 
cessful budget operation is that the 
business be fully departmentalized. 
Otherwise, dealing with one mass 
inventory of all departments does 
not permit the location of deficien- 
cies in judgment as to buying, as 
to inventory totals, turnovers or 
gross profits. 

Our company consists of 11 de- 
partments as follows: hardware, 
staples, industrial supplies, house 
furnishings, plumbing, sporting 
goods, floor covering, automotive, 
builders’ hardware, major appli- 
ances, electronic parts. 


Accurate sales predictions 


The most important part of a 
budget is the merchandising fore- 
cast. Sales can be predicted rather 
accurately, based on previous years 
of experience and various known 
or expected conditions. 

We furnish each department 
manager with a list of their sales 
for the corresponding months of 
the previous year as a guide. When 
their forecasts are made John 
Lewis, secretary and treasurer, 
and I go over these by depart- 
ments. If they do not agree with 
our opinions, we discuss the vari- 
ances with the department man- 
agers concerned and agree on a 
figure to our mutual satisfaction. 

The main tendency of our de- 
partment managers is to under- 
estimate their sales so their 
monthly report will look good and 
show sales over the budget esti- 
mated. 


Sales predictions are reduced to 
cost by using an accepted percent- 
age of gross profit derived from 
past experiences which, divided by 
a suitable turnover, would give an 
average inventory. This, multiplied 
by two and subtracting the open- 
ing inventory leaves a closing in- 
ventory at the end of period cov- 
ered by the budget. 

As an example: 

Opening inventory by a certain 
department is $175,000. 

Estimated sales at cost for the 
six months’ period, $375,000.00. 

Turnover for same period, 244 
times, would be $375,000 divided 
by 2% gives $150,000, multiplied 
by 2 is $300,000. 

After subtracting $175,000 open- 
ing inventory, leaves $125,000 clos- 
ing inventory. 

Increase of closing inventory, 
added to cost of sales or decrease 
subtracted gives the amount the 
department in question can buy. 

In this case, opening inventory 
$175,000 and closing inventory 
$125,000 would be $50,000 less. 
Therefore, this department should 
sell $375,000 at cost and purchase 
of $325,000. 

Payments of merchandise pur- 
chases can be readily forecast by 
past experiences. 

Detailed monthly expense re- 
ports, fully itemized, are prepared 
from past experiences based, of 
course, on the forecast of sales. 

Fixed expenses are constant and 
experienced observation present al- 
lowable expenses of whatever na- 
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ture that might arise. Sales and 
purchase discounts with such items 
of other income and deductions as 
bad debts — interest — income tax 
results from schedule of collec- 
tions, payments and operations. 

A budget is of little value unless 
proper reports are made and cor- 
rective measures used immediately 
especially on inventories, assuming 
that expenses are properly controll- 
ed and sales efforts are correctly 
utilized. 

After these monthly reports are 
made, we have a meeting of all de- 
partment heads to discuss these re- 
ports and ask that they make their 
aCjustments accordingly. If an in- 
ventory is out of line, we ask de- 
partment heads to make an effort 
immediately to make adjustments 
and of course, if sales are under 
the budget, we urge that depart- 
ment heads use every effort to in- 
crease sales. 


Know how you're doing. . 
(Continued from page 88) 


Furthermore, incentive rates 
would have to be negotiated with 
your union. Here again, the degree 
of cooperation you may be having 
with your labor union would be a 
deciding factor. 


We did negotiate in our last 
contract a clause which specifically 
permitted the company to grant 
a merit increase over and above 
the maximum rate for any job 
classification, provided that the 
union could also bring forth candi- 
dates for merit increases on the 
same basis as those granted by the 
company. 

The gentleman referred to pre- 
viously, who was producing at a 
packing rate of 1431 percent is 
the only one to whom this provision 
has been applied. He was granted 
a merit increase on the basis of 
having produced at the rate of 130 
percent of capacity for the preced- 
ing six months. No other individual 
has equaled or even approached 
this figure. 

Under the title of work stand- 
ards might also be placed other 
standards that have been produced 
as the result of distribution cost 
accounting. 


Everyone has certain standards 
that he watches closely in his 
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business, such as stock-sales ratios, 
monthly wage to sales ratios in 
terms of percentages, net return 
after taxes on net worth, and so on. 


This is an entirely separate sub- 
ject in its own right. It provides 
the most tremendous tool for pro- 
ducing profitable results that has 
ever been placed in the hands of 
the distribution industry. 


Precise costs known 


We now know that in the last 
quarter of 1959, it cost us some- 
what in excess of 80¢ per line of 
billing, plus 5 percent of the selling 
price, plus outbound freight, to 
handle any billing line of broken- 
stock merchandise. 


We know that any broken-stock 
billing line that bills out for much 
less than $4 is a loss operation, 
and that any full-case billing line 
that bills out for much less than 
$7.50 is a loss operation. 


We know that certain commodity 
lines are unprofitable, and what 
dollar volume per billing line must 
be reached in order to make them 
profitable. 


We know that other product 
lines are decidedly profitable, and 
to what point the price can be 
reduced for volume purchases with- 
out becoming unprofitable. 


We know that certain customers 
and certain of our sales territories 
are unprofitable, why they are un- 
profitable, and what changes will 
have to be made in order to make 
them profitable. 

These are tools that produce 
other standards that must be 
achieved and surpassed in order 
to make this industry as attractive 
to the investor as manufacturing 
has proven to be with its earning 
power of 10 percent or better on 
tangible net worth. 

Work standards are an invalu- 
able tool for the reduction of over- 
head expense. Distribution cost 
accounting standards in terms of 
profitability of product lines, cus- 
tomers, sales territories, size of 
order, and value of billing lines 
are invaluable tools and standards 
to be used toward the increase of 
sales and profits. 


We are storing within our Ramac 
memory unit on each item, an 
accumulative record of sales in 
terms of dollars, billing lines, 


actual cost, which sales department 
sold it, and the amounts in all of 
these units sold in full-case quanti- 
ties or less-case quantities. From 
this we can produce computed 
statistics showing the actual net 
profit before taxes on any item in 
any commodity line, based on the 
manner in which it has been sold 
for the preceding given period of 
time. 


When I began reviewing these 
statistics, I lost sleep for a few 
nights until I realized I was 
certainly no worse off than I had 
been before, and, to the contrary, 
considerably better off with stan- 
dards and statistics to work with 
that had never before been avail- 
able. 


The real objective 


This is really the ultimate objec- 
tive of work standards, production 
standards, profit and sales stan- 
dards, and usable statistics. They 
must be presented in such a man- 
ner that they become useful tools 
for the reduction of expense and 
the increase of sales and profits. 


These tools should be used to 
raise the level of the wholesale 
hardware industry to the point 
where it is producing a minimum 
of 10 percent profit on net worth 
after taxes. Until this result is 
achieved, our industry will be an 
unattractive investment for the 
general public or the private in- 
vestor and will continue to be, as 
it has been in the past few years, 
in an extremely dangerous and 
vulnerable position. 


— 


New approach to catalog 


More than 100 wholesalers have 
subscribed to the North American 
Press catalog service A. C. Rankin, 
Teague Hardware Co., Montgom- 
ery, Ala., told the convention. 

The program will grow each 
month as more manufacturers and 
wholesalers support it, and Mr. 
Rankin said it soon will be a great 
asset to the hardware wholesaler’s 
catalog department. 


“This new catalog service should 
be welcomed by manufacturers 
who want their products cata- 
logued by our members and the 
work done at a minimum of ex- 
pense.” 





Do repairs, service boost sales? 


A dealer who has weathered storms of competition 


for sales in traffic and major appliances 


reports his chief protection has been repairs. 


How important are repairs to a 
dealer who is trying to buck dlis- 
count competition on traffic and 
major appliances? 

A service department that re- 
pairs most brands of appliances, 
large and small, enables Farmers 
Mercantile Co. to hold a leading 
sales position in home appliances at 
Ashland City, Tenn. 

This is despite intense competi- 
tion locally and from nearby Nash- 
ville. 

The service angle has many prof- 
itable aspects. 

An important element of this ser- 
vicing is that Howard Walker, the 
service man, was originally and still 
is a salesman. He’s a veteran me- 
chanic and a veteran salesman. 

When Mr. Walker calls at a home 
to repair equipment, he very often 
is able to use the repair as the 
lead-in to a sale of new equipment. 

When in the customer’s home Mr. 
Walker points out, tactfully, the 
rusty grids and scarred door and 
the loose-fitting insulation on an 
old refrigerator. 

These are things that the house- 
wife has been observing with dis- 
taste, perhaps for many months. 

At least 50 per cent of Mr. Walk- 
er’s sales are made in the custom- 
er’s home, in the sense that the cus- 
tomer becomes interested enough 
to bring her husband into the store 
to make a selection and talk terms. 

Farmers Mercantile maintains a 


fix-it bench right in the main store. 
When a small appliance is 
brought in for repair, the owner 
often can wait while it’s being 
fixed, The store makes a policy of 
trying to fix appliances right on 
(Continued on page 127) 


Manager S. J. Norris is pleased with 
appliance profits. 


That's chief sales and service man Howard Walker (left) doing an on-the-spot 


fix it job. 
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For dealers only: Cash 
and recognition awards 


Better spring displays pay! 


Here’s your chance to boost lawn and garden sales 


by putting extra effort into displays while 


trying for one of Hardware Age’s Spring-1960 


Best Dealer Display Awards. Here are the rules. 


This year, your spring lawn and garden displays 
can pay off in two ways. You’ll get the extra traffic 
and sales that good displays encourage, and you may 
win one of several cash awards being offered to 
dealers by HARDWARE AGE. 

Just about every dealer builds inside and/or out- 
side lawn and garden displays at this time of year. 

Usually these displays reflect the importance of 
spring sales. They are given that extra bit of care 
over ordinary displays. This is good, for spring sales 
run second only to the Christmas season. 

Extra effort usually means extra sales, for every 
looker is a prospect. The more lookers you lure with 
good display, the more prospects you develop. 

The editors of HARDWARE AGE decided to heighten 
dealer interest in better displays for the outdoor sea- 
son this year. A dealer participation contest, for cash 
and recognition awards, has been started effective this 
date, through June 15. 

You are eligible for both a cash award of $100 and 
a handsomely mounted certificate, regardless of the 
size of your store. 


The prizes you may win... 


@ A recognition certificate denoting your achieve- 
ment and $100 in cash will be given to you if your 
store wins either of two awards in the Class I contest. 

Class I stands for stores which have annual sales 
of more than $100,000 at retail. There is a $100 
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award for the best inside and the best outside display 
groupings of outdoor lines. 

@ A recognition certificate for achievement, plus 
$100 in cash will be yours if your store wins either 
the inside or outside display award in the Class II 
contest. 

Class II means stores which have annual retail sales 
under $100,000. 

@ There will be certificates of merit for dealers 
who place as runners-up in either category. 

In all, there will be four $100 cash awards and 
related certificates of recognition, plus several merit 
certificates for runners-up. 


Here are the rules for entering the 
Hardware Age Dealer Display Contest 

(1) Decorate your store (inside or outside) with 
outdoor lines as usual. 

(2) Get a good photograph of your display. Warn 
the photographer to be careful of window reflections 
if your display is outdoors. 

(3) Mail HARDWARE AGE, Contest Editor, a glossy 
photograph no smaller than 5x5 in. The larger the 
picture the better. Write your store name lightly on 
the back of the picture, lower left side. 

(4) Entries must be postmarked not later than 
June 15. 


(5) Attach a description of your display, up to 
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Build your inside or outside display with extra care. 


100 words. Tell us how the display helps sales. 

(6) Be sure to fill out the accompanying entry 
blank. 

(7) Displays must highlight a lawn and garden 
theme. 


How contest will be judged... . 


Entries will be judged by a panel of outstanding 
merchandising authorities. Members of this panel will 
be announced later. 

Final awards will be made in person to dealers by 
HARDWARE AGE this summer. 

Entries will be judged on the basis of originality, 
practicality, and appeal to customers. Judges’ de- 
cisions will be final. 

Photographs submitted to this contest cannot be 
returned. Stores receiving awards agree to permit 





HARDWARE AGE to publish their photographs. 
In cases of ties, duplicate awards will be made. 


Tips on better displays .. . 


@ Don’t over-clutter. The best displays are spa- 
cious, giving each line room to be noticed and han- 
dled. 

@ Living things, plants, and live demonstrations, 
help dramatize displays. 

@ Carefully drawn signs highlight key items. Good 
signs give each display a focal point. 

@ Each display should have a basic theme to build 
on, such as “Early care means healthier lawns,” or 
“Live-better, move outdoors,” or “Outdoor living is 
fun.” 

@ Good lighting improves any display, particularly 
for effect after dark. @ End 





Fill out this entry blank 
to accompany your pho- 
tograph and 100 word 
description. 


CITY 


STORE NAME 
ADDRESS 








STATE 





Return to Display Editor, 
Hardware Age, Chestnut 
& 56th Sts., Philadelphia 
39, Pa. 
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Population of your town 
Number of people in your employ 


STORE VOLUME j 
(CHECK ONE) 











OVER $100,000 A YEAR [1] 
) UNDER $100,000 A YEAR[| 
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How to sell more power tools 


Here’s a promotional idea based on the impact 


of live demonstrations. It will work for you, too. 


There’s big promotional potential in power tools. 

Why? Almost every man will go out of his way to 
see live tool demonstrations. This means traffic and 
sales. 

Where does a dealer get live demonstrators for 
power tools? He checks his suppliers. But first, he 
must have his promotion planned. Suppliers are 
usually happy to supply demonstrators, providing they 
have advance warning and some idea of the scope 
of the promotion. 

A power tool sale and demonstration can be a suc- 
cessful device to stir up traffic for a slow month, or 
during a store-wide sale event, or during a normally 
busy month where you want to increase the crowd 
throughout the store. 

All of these things have been considered by a 
prominent mid-western dealer, the parent store for 
a number of smaller stores. Yet, the same thinking 
can be applied successfully to smaller stores every- 
where. 

For many years Warner Hardware in Minneapolis 
has enjoyed good results from an annual Tool Carni- 
val, traditionally held in February. 

Last year Warners decided to pull a switch on its 
timing of the promotion, shifting it to early No- 
vember. 

The original thinking of management was that by 
stimulating interest in tools in February, the store 
might be making inroads on sales of big ticket items 
of a more seasonal nature such as fishing tackle, golf 
clubs, or grass seed. 

E. W. White, vice-president in charge of marketing 
for Warners, felt that early November would be a 
good time to appeal to men driven indoors by cold 
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weather. The previous thinking was that February 
was a good month because it stimulated traffic and 
sales in an otherwise slow month in the hardware 
business. 


Apparently, though both times are excellent, No- 
vember is the better month for such a sale. The 
November, 1959, event produced better results than 
any previous Tool Carnival, says Mr. White. 


Careful planning and well-rounded promotion paid 
off in excellent store traffic and business during the 
Tool Carnival. 


Four to six weeks ahead of the promotion, Warners 
invited factory representatives from many of its sup- 
pliers to participate in the Carnival. The store at- 
tempted to pick men whose products provide an in- 
teresting demonstration. 


“Noise and sawdust are two of the most appealing 
drawing cards for most men,” says Mr. White. “And 
this year we used a man who actually ate fire, as a 
traffic puller.” 

Warners broke its first newspaper ad announcing 
the Tool Carnival on Sunday, Nov. 1. The store put 
emphasis on the fire-eater demonstration to be given 
in the downtown store during the ensuing week from 
10 a.m. to 5 p.m. 

Tom Blankenship, advertising manager for War- 
ners, did an excellent job in publicizing the Carnival 
by working closely with the Minneapolis Star and 
WCCO TV. The store got a picture in the news sec- 
tion of the Star on Tuesday evening. An invitation 
for its fire-eater appeared on a 5 o’clock TV show. 

These two valuable publicity plugs were received 
only because Mr. Blankenship presented the fire eater 





as a good human interest story, both for the news- 
paper and television. 

Warners ran a second newspaper ad on Wednesday 
evening. 

This ad invited Minneapolis residents to visit the 
store and watch tool experts demonstrate a wide 
variety of home workshop tools. Representatives from 
eight of the store’s suppliers were on hand, demon- 
strating and promoting the sale of their individual 
lines of tools. 

Ten days prior to the promotion, Warners used 
signs both in the store and in display windows, stat- 
ing a fire eater would perform in the store, and that 
tool demonstrations would be conducted. 

During the week long promotion, Warners sold 94 


torch kits needed for hundreds of jobs around the 
home and shop. Power tool sales showed similar 
activity. 

“We received a great deal of traffic in our store 
during the promotion,” says Mr. White. “We felt that 
the entire promotion was a great success. We plan 
to continue it in future years.” 

Few dealers will be able to duplicate a fire eater as 
the drawing card for a sale. But how about a local 
magician or sports figure as the lure? 

You can get the demonstrators if you try, and 
you can risk some dollars in advertising the event. 
You can count on heavy male traffic. Live demon- 
strations, thoughtfully planned and staged, are traffic 
magic. @ End 


Warner ad for a Too! Carnival demonstra- 
tion that broke tool sales records. 
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A look at fencing sales 


Here is a dealer who makes a 


profit in fencing and nails 


by promoting domestic made 


products, buying in quantity 


by selling on a narrow margin, 


and by boosting sales of 


related merchandise. 


“Nails, barb wire, and field fenc- 
ing still present profit opportunities 
to dealers,” says Donald Wagner, 
co-owner, Haydon Hardware, Han- 
nibal, Mo. 

“‘And I mean domestic fence sup- 
plies,” Mr. Wagner says. 

Can this Missouri dealer back up 
his statement? 

“We buy in carload lots, and we 
turn our stock over six or more 
times a year. 

“This is my philosophy: 

“Sell fence supplies at a close 
margin to stay competitive in this 
fiercely competitive line. You do 
this by buying the big quantities. 

“Keep boosting turnover by ad- 
vertising and promoting fencing 
supplies. Don’t settle for second- 
best quality, in imports or domestic 
goods. We prefer domestic-made 
wire and steel products. 

“Now, the clincher for better 
profit, get those all-important re- 
lated sales. The opportunity to tie- 
in related goods is strong in almost 
every transaction of fence or fenc- 
ing supplies.” 

Mr. Wagner says a man buying 
fencing is a candidate for a new 
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Donald Wagner, co-owner of Haydon Hardware, believes those 
shovels and spades behind him are natural tie-ins whenever he sells 


fencing supplies. 


hammer. So, he mentions hammers 
during every fence sale. Of course, 
not every customer buys a hammer, 
but the percentage is encouraging. 

“Customers,” Mr. Wagner says, 
“for wire and fencing need many 
things for their work. Spades, 
post-hole diggers, wire cutters, 
wire stretchers, fencing posts, and 
special fasteners ... there is a long 
list of tie-ins that add up to big 


ticket, big profit sales. 

“There’s potential everywhere, 
but one of the best prospects for 
fencing and related lines these days 
is the suburban home owner. We 
actively promote to get more of 
these suburbanites into our store 
for fencing,” Mr. Wagner says. 

Haydon Hardware is owned by 
Mr. Wagner, Percy Haydon, and 
Martin Sauer. @ End 
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The new rectangular paint shop features a color-mixing machine, color bar 
and lounge, and a mixture of gondolas and flat-topped tables. 


How to sell more paint 


Sales up 21/2 times a couple of years after 


management makes paint section stand out. 


What is the best spot for the 
paint department in the modern 
hardware store? Jap Vivroux, pres- 
ident of Vivroux Hardware Co., 
Seguin, Texas, wondered. 

For many years, paints occupied 
an area along the right wall, about 
a third of the distance between the 
entrance and rear wall. Volume was 
fair. Profit was satisfactory, based 
on the volume. 

Yet Mr. Vivroux wondered if 
paints would sell better, if they 
were in a different location with a 
better display arrangement. He 
particularly was concerned that 
more women did not patronize the 
department. The store enjoyed ex- 
cellent woman patronage, but for 
some reason women passed up the 
paint department in too great 
numbers. 

Two years ago, when Mr. Viv- 
roux decided to juggle several 
smaller departments around to give 


the store a fresh appearance, he 
decided to do something with 
paints. 

Owner Vivroux moved the de- 
partment farther back, to a spot 
about halfway from the entrance. 
He then arranged the displays in 
a rectangle, with the wall making 
one side of the rectangle, and ex- 
posed more items to browsing 
customers. 

In brief, a long, slim wall section 
became a rectangular paint “shop.” 

The actual square footage occu- 
pied after the shift was slightly 
less than that used in the old loca- 
tion, but more than three times as 
much display space was exposed to 
customers. 

In the two years that paints have 
been in the new location, volume 
has increased two and one-half 
times. During the same period, in- 
ventory has been reduced by about 
10 percent. 


However, Mr. Vivroux credits 
this stock reduction to another in- 
novation in the department, in- 
stallation of a blending unit for 
mixing colors right on the floor. 

The new location concentrates 
paint in a more compact area, and 
yet the arrangement brings more 
items within easy reach of cus- 
tomers. 

One side of the paint shop rec- 
tangle is composed of wall shelves, 
for a distance of 33 ft. Width is 
15 ft, with the front of the rec- 
tangle more than half open. An 
island fixture, with display space 
on both sides, forms the outer side. 

Within the area are four large 
island display units, exposing mer- 
chandise on both sides of the rec- 
tangular fixtures and across the 
ends. 

The color-mixing machine is at 
the front of the rectangle, and a 

(Continued on page 128) 
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Buying Check List 


of new hardware items 


Keep up to date. Check these new items 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 


number on postcard on page 107, and mail 


Item 1 
Triple-edged tapered hoes 


These tapered or earless shaped 
blades on Green Thumb hoes slip 


easily under low-leafed plants and 
are sharpened on the sides to pro- 
vide three hoeing edges. The neck 
is bent so that the blade meets 
the soil at the right angle for 
scraping weeds around plants. 
Union Fork & Hoe Co., Dept. HA, 
Columbus 15, Ohio. 


Item 2 
Aluminum foil dispenser 

This 234 x 12% in. aluminum 
dispenser offers fingertip selection 
of standard 12-in. aluminum foil. 
Mirro’s unit is finished in pattern- 
ed Copper-Tone and it won’t chip, 
peel or tarnish. It mounts on 
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kitchen wall or cabinet. It retails 
for $1.50. Mirro Aluminum Co., 
Dept. HA, Manitowoc, Wis. 


Item 3 
15-ft long car, home washer 


Upper windows, screens, walls, 
cars and boats can be cleaned with 


Empire’s multi-purpose 15-ft car 
and home washer. The handle that 
extends from 4 to 15 ft has a viny! 
grip with automatic on-off valve 
and push-pull watermatic sudser. 
The spinning brush head is a 
horsehair blend with high impact 
polystyrene block in pink, yellow 
or turquoise. It comes in a colorful 
display box and retails for $14.95. 
Empire Brushes, Dept. HA, 200 
William St., Port Chester, N. Y. 


Item 4 
Deal on two glove styles 


You can sell a pair of Super 
Ebonettes, regularly 98¢, and a 


pair of Nimble Fingers painter’s 
gloves, regularly 59¢, for $1.37 
during Pioneer’s§ spring-summer 
promotion. A compact, counter-top 





Here is a quick Check 
List of items described 
in the following pages 


display unit, 1244 x 14% in., holds 
24 duo-packs in assorted sizes. 
Each pack has a sale price wrapper. 
Your cost is $21.92 and the retail 
value is $32.88. Two window 
streamers are included. Pioneer 
Rubber Co., Dept. HA, 196 Tiffin 
Rd., Willard, Ohio. 


Item 5 
Outdoer cooking display 

You can set up a year around 
barbecue center of outdoor cooking 
equipment with this Androck fix- 
ture. It is 6 x 4 ft and has two 
shelves and a rustic fence with 
pegs on two sides and center. A 
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colorful two-sided sign is above eve 
level. This unit holds every shape 
and size of equipment from fire 
starters to picnic forks. No. 5050 
display fixture without merchan- 
dise costs $150. Washburn Co.., 
Dept. HA, 28 Union St., Worcester 
8, Mass. 


Item 6 
Lockset modernization kit 


Mortise locksets can be converted 
to the Kwikset “400” line of 
residential locksets with this im- 
proved modernization kit. The kit 
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is large enough to hold Kwikset’s 
2°%-in. rose. Two rectangular trim 
plates, a latch plate and strike are 
contained in the kit that is avail- 


able in all popular finishes. The kit 
without the lockset is $4 in 
polished brass or bronze. Kwikset 
Div., American Hardware Corp., 
Dept. HA, 516 E. Santa Ana St., 
Anaheim, Calif. 


Item 7 
Stilts with 12 leg heights 


Little Giant Seven League stilts 
by True Temper are made of 
chrome-plated tubular steel legs 
and fire-hardened splinter-free ash 
arms. Legs are adjustable for 12 
heights, from 6 to 28 in., and 
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fitted with rubber safety tips. Steps 
are braced and webbed. Each pair 
is packed in a display carton. True 
Temper Corp., Dept. HA, 1623 
Euclid Ave., Cleveland 15, Ohio. 


Item 8 
Carded electrical connector 


Eagle Lock-On Connector No. 50 
is now mounted on an individual 
counter card that can be hung up. 
This connector locks any standard 
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cap and eliminates power interrup- 
tion. Eagle Electric Mfg. Co., 
Dept. HA, 28-10 Bridge Plaza 
South, Long Island City 1, N. Y. 


Item 9 
Melamine handled utensils 


Ekco’s Flint cook and serve tools 
feature melamine handles deco- 
rated with a floral design. Handles 
are lifetime-bonded to the stainless 
steel kitchen tools without rivets. 
Tools come in a warm beige and 
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white with a gold and umber de- 
sign. The tools (some shown) are 
priced as follows: masher, $2.50; 
ladle, $2.50; skillet turner, $1.95; 
fork, $1.95; pastry server, $1.95; 
pancake turner, $1.95; spatula, 
$1.95; slotted spoon, $1.95; basting 
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spoon, $1.95; and 5-in. strainer, 
$3.50. Available in sets or indi- 
vidual gift packages. Ekco Prod- 
ucts Co., Dept. HA, 1949 N. Cicero 
Ave.. Chicago 39, Ill. 


Item 10 
Paste form aluminum in tube 


Devcon Liquid Aluminum for 
farm and household repairs is now 
available in a handy squeeze tube 
package. It is an aluminum in paste 
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form and can be applied directly 
from the tube. This repairer sells 
for 98¢. Half-pints, quarts, gallons 
and drums are available. It can 
be thinned with Devcon thinner for 
brush or spraying equipment to 
prevent rust and rot. Devcon Corp., 
Dept. HA, Danvers, Mass. 


Item IT 
Low-priced measuring tape 
Atlantic’s low-priced Power Slide 
measuring tape features slide con- 
trol action. Finger tip is held on 
the slide for full retraction and is 
released to stop retraction at any 
point. The tape has red and black 
foot and inch markings. It is a 
white faced tape with inside-out- 
side measuring clip and comes in 
6, 8, 10 and 12 ft lengths with '%- 
in. blades. Replaceable blades are 
available. Tapes come packed six 


to a box or one on a card. Retail 
price is $1.19. Atlantic Industrial 
Corp., Dept. HA, 91 W. Runyon 
St., Newark, N. J. 


Item 12 
3/g-in. drill set in case 

Here’s a *-in. drill set in a steel 
carry case. This Ram kit contains 


13 drill bits, tap threading set and 
four wood power bits up to one 
inch. Also included are a 10-ft 3- 
conductor extension cord, 232-page 





ITEM NUMBER ON FREE POSTCARD, P. 107 


illustrated fix it book, assorted 
nuts, bolts and screws. Ram Tool 
Corp., Dept. HA, 411 N. Claremont 
Ave., Chicago 12, Ill. 


Item 13 
Sliding paint brush display 


A new rolling or Slide-A-Way 
display is available for Jacobus’ 


paint brushes. The fixture, 34 x 32 
in., is made of perforated panel 
and slides along a 61l-in. track that 
is fastened to the paint shelves. 
The display holds an assortment of 
paint brushes in every size and 
price range. Brushes can be con- 
veniently examined by your custo- 
mers. A. G. Jacobus’ Sons, Ince., 
Dept. HA, Verona, N. J. 


Item 14 

Insect trapping machine 
Night-flying insects are at- 

tracted to Ampsco’s Spinsect unit 

by a black light lure. They are then 

drawn into the trap by a powerful 


fan and whirled into a plastic bag 
for disposal. The unit has a 10-in. 
grounding spike, a 7-ft long rubber- 
covered 3-wire cord and 50 dispos- 
able plastic bags. It costs less than 
$1 to operate for 30 nights. The 
device retails for $54.50. Ampsco 
Corp., Dept. HA, 1281 S. Front 
St., Columbus 6, Ohio. 


Item 15 
98¢ drill attachment kits 


Arrow’s new line of circular saw- 
blades and electric drill attachment 
kits are retailing for 98¢. The 
blades come in 6, 7, and 8-in. sizes 
in rip, crosscut and combination 
styles. They have 1% in.-%% in. bore 
(bushing). Among the kits of elec- 
tric drill attachments are those for 
sawing, buffing and grinding. The 
kit shown includes a 4-in. combi- 
nation sawblade, 3-in grindstone 


and 1%-in. wheel arbor with 14-in. 
shank. Arrow Metal Products Co., 
Dept. HA, 421 W. 2038rd St., New 
York 34, N. Y. 


Item 16 
Lightweight 10-ft tape rule 
Lufkin’s lightweight Pee-Wee 
tape rule holds up to 10 ft of 4- 
in. White Clad Blade in a chrome- 
plated diecast case. A _ serrated 
edge provides a firm, nonslip grip. 
Blade is graduated in consecutive 
inches to 16ths inches, first six 
inches to 32nds inch. There is an 
extra long end hook for accurate 


hook-over measuring. The blade is 
replaceable. The Pee-Wee is also 
available in six- and eight-foot 
lengths. Lufkin Rule Co., Dept. 
HA, Saginaw, Mich. 


Item 17 
Three tiller units in line 


These three tiller models from 
Bolens are called the Heavy Duty 


Mustang and 


Mustang, Super 
Junior Mustang. Shown is the 
Junior Mustang which has a till- 
ing width of 12 in. extendible to 
36 in. in 6 in. increments. The 
tines are hoe-type, self-sharpening 
and provide a 12 in. rotor diameter. 
The heavy duty model has a tilling 
swath of 20 in. and the Super mod- 
el has a 17-in. tilling width. Both 
widths can be extended. Bolens 
Products Div., Food Machinery & 
Chemical Corp., Dept. HA, Port 
Washington, Wis. 


Item 18 
26-piece socket set in box 


Here’s a new 26-pc socket set in 
%¥g-in. drive. The Wright set in- 
cludes 11 standard six-point sock- 
ets, eight six-point deep sockets, 
universal joint, 5-in. and 8-in. ex- 
tensions, speed handle, flex handle 
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STARRING today in the 


nations most interesting 
homes! Your most profitable 
cabinet hardware line! 


STARS 


FAST SELLING 


American 


x 4 
‘ 


Handsome steel and die-cast pieces 
beautifully finished in Chrome, Black, 
Polished Brass, Polished Copper, 
Nickel or Prime Coat. 


SWEPT-WING 
HINGE 


2519 

Flush Type 

516 

Tee te at 
ype in %", '/' 
“", %" 


#518 
Offset Type in %" 


DRAWER SLIDES 


2652 

All-steel 
sturdy drawer 
slide, mounted 
under drawer 
in center with 
only four nails 


3"' Centers 
(not avail- 
ble in nickel) 


SEMI- 
CONCEALED 
HINGE 


7416 

For overlaid 
doors up to 34" 
thick 





ALWAYS MAGNET 
CATCH 


#232 

Only catch in its 
price class that can 
be used on lipped, 
flush or overlay 
doors (Aluminum 
only) 


Ask for complete 
catalog & pric 
list TODAY. At- 
tractive finished 
Birch Pla q ue 
1A’ xISA'x')," 

to display 
mounted sam- 
ples available 
upon request 


STAR 


klyn } 
380 Butler street Broo 


Sold through wholesalers only 


“Want more facts? Circle 158, p. 107 
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and ratchet. Set No. K3S26 comes 
with a new Series 400 ratchet. Set 
No. K3526A has a Series 500 
ratchet. Sets come in a steel box. 
Wright Tool and Forge Co., Dept., 
HA, Barberton, Ohio. 


‘Item 19 
| Color-matched hinge, seat 


| ucts, 


Hinge and seats are in matching 
colors in Magnolia’s new Town & 
Country line. The seat hinge won’t 
bend, break or corrode and is un- 


affected by chemicals. Hinge-seat 
sets are available in blue, green, 
pink, yellow, white and black. They 
are easily installed and fit all 
standard fixtures. Magnolia Prod- 
Inc., Dept. HA, Columbus, 
Miss. 


| Item 20 


Deadlock for swing doors 

This G-01 deadlock provides 
maximum security for heavy glass 
swing doors. It can be installed in 
bottom or top of door and the key 


cannot be withdrawn until the bolt 
is locked. It has a %-in. backset 
and accepts any standard 1 5/32- 
in. cylinder in either or both sides. 
Moving parts are chrome plated 
and other components are cadmi- 
um-plated or anodized. Also shown 
is the G-011 dustproof strike as- 
sembly. Face plate and spring-door 


are hardened aluminum and the 
housing is brass. Engineered Prod- 
ucts Co., Dept. HA, Box 108, Flint, 
Mich. 


Item 21 
Deluxe 22 magnum rifle 
Mossberg’s new 640KS rifle is a 


deluxe version of the 640K Chuck- 
ster that takes a 22-cal rim fire 


magnum cartridge. The rifle has a 
hand checkered stock of walnut 
and gold-plated trigger, front 
sight and rear sight elevator. This 
rifle is a 5-shot, bolt action, clip- 
magazine repeater with open 
sights. Receiver is grooved for 
scopes and tapped and drilled for 





Mossberg’s precision peep sight, 
No. 8-330. A standard dovetail slot 
on the front of the barrel takes the 
S-320 hooded ramp sight. Retails 
for $49.95. O. F. Mossberg & Sons, 
Inc., Dept. HA. 131 St. John St., 


New Haven, Conn. 


Item 22 
Portable electric opener 


Edlund’s portable electric can 
opener opens any can from sardine 
size up, leaving a smooth edge. 
This unit has a pistol grip and an 
on-off trigger switch. It has an 
AC-DC Universal heavy duty motor 
and a 3-prong ground wire safety 
plug. Motor housing, opener as- 
sembly and handle are of die-cast 
aluminum. Cutting wheel and gear 


are of hardened tool steel. A 
bracket on which to hang the tool 
is included. Magnet is optional. 
Edlund Co., Dept. HA, Burlington, 
Vt. 


Item 23 

Y2-gal charcoal igniter can 
Wizard Charcoal Lighter, handy 

for quick ignition of charcoal, 

wood, coal and coke fires, now 

comes in a new haif-gallon con- 

tainer. This new size has a built-in 








Anchor Brand Top Values 
quality-wise, price-wise 


Check and see if your stock is low on 


these 10 dealer-tested Anchor Brand profit-makers. 





























| | No. 327 Wire Rope 
Clamps 


QUICK AND EASY fastening for 
tiller lines, guy wires, etc., 5 sizes 
rope diameter, Ve" through %". 


| | No. 421 Standard 
Oarlock 


REGULAR SOCKET oarlock is gal- 
vonized. Comes in six sizes. 





| | No. 340 Utility Snap 
STURDY cast malleable iron 


spring snap is available in six 
eye sizes, from 1/2” through 2”. 





























| | No. 1 Display Box 
SILENT SALESMAN, features snap 


assoriment — spring and bolt 
snaps which sell quickly from 
counter position ..72 snaps 


| No. 5025 Snap 
ALL PURPOSE swivel snap, 4 


sizes, in cast malleable iron from 
Ye” to 34”, solid brass in Ye" size. 





| | No. 45 Pulley 
Display Box 

SWIVEL EYE PULLEYS, single and 

double, cadmium-plated for rust 

resistance are in container show- 

ing pulley uses. 


























| | No. 102 Calf Weaner 


HUMANE PATTERN WEANER has 
adjustable ball tip nose ring — 
medium size. Also available in 
small size, No. 101; large size, 


|_| No. 5319 Cattle 
Leader 

STRONG CAST MALLEABLE IRON 

leader with hook, 8” in length, 

has two holes in handle to permit 

threading of rope. 


| | No. 15 Curry Comb 


CIRCULAR PATTERN COMB is 
spring steel, reversible so both 
sets of teeth may be used. Also 
comes in solid brass. Handle is 
red enameled wood. 











Rugged construction, smooth finish—these are just 
two of the reasons why Anchor Brand and WC 
“Dependable” products attract hardware customers. 
Popular prices clinch the sale. 

Your North & Judd wholesaler can help you keep 
your stock up to the minute—and your sales up to 
the mark—with Archor Brand and WC “Depend- 
able” items, packaged to appeal and priced to sell. 


a 
NORTH|JUDD 


Manufacturing Company 


New Britain 











| | No. 20 Display Box 


FOR HOME, FARM, FACTORY, 
two dozen 6” latches complete 
with staples. Latch has weather- 
proof gravity operated locking 
device, 





Connecticut 


New York © Boston ¢ Philadelphia ¢ Atlanta ¢ Jackson (Miss.) © Buffalo « 
Minneapolis ¢ St.Lowis ¢ Dallas «¢ tLosAngeles * Sanfrancisco 


Want more facts? Circle 159, p. 107 
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and easy 


movement make | 


MORE CASTER SALES 


FOR YOU! 


A Bassick Diamond Arrow 
Caster Series ‘‘68”’ 


Diamond-Dart For Household 
Furniture Series ‘‘26’"’ vw 


Suggest Bassick Casters for furniture, 
toy boxes, home tools, appliances and 
dozens of other things around the 
house. Tell how they save work and 
time, then follow through with these 
easy-to-use sales points — 

Won’t mark floors! Choice of soft 
tread wheels for wood and tile... hard- 
tread wheels for rugs and carpets. 
Heavy duty steel construction plus 
case-hardened ball-bearing races mean 
long life and unusually easy swivelling. 
Stock and display Bassick Casters — 
they’re both easy to sell and profitable. 


THE BASSICK COMPANY, Bridgeport 


5, Conn. In Canada: Belleville, Ont. 
0.20 





STEWART-WARNER CORPORATION | 
Want more facts? Circle 160, p. 107 
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5-hole squirt top that creates a 
spray effect when the can is 
squeezed. This Boyle-Midway prod- 
uct has no flareup, no taste or 
odor, and leaves no soot. It also 
comes in pint and quart sizes. 


| Boyle-Midway, Inc., Dept. HA, 22 
| BE’. 40th St., New York, N. Y. 


| Item 24 
Glass fiber barrel shotgun 


Winchester’s Model 59 automatic 
shotgun features a new barrel 
made of glass fibers wound around 
a thin steel liner. The Win-Lite 


barrel is light and fast-pointing. 


The barrel and receiver are rust- 
proof. This model handling all 234 
in. loads is available in 12-gauge 
and in full, modified and improved 
cylinder choke with standard barrel 
lengths of 26, 28 and 30-in. Retail 
price of Model 59 is $149.95. Win- 
chester-Western Div., Olin Mathie- 
son Chemical Corp., Dept. HA, 460 
Park Ave., New York 22, N. Y. 


Item 25 
Twin 12-in. portable fan 


This new twin 12-in. Strato- 
Kooler automatic fan has been 
added to the Fresh’nd-aire line of 
air circulators. It is mounted on a 
tubular steel swivel base for use 
as a two-zone all purpose portable 
fan. The unit has two separate 
12-in. blades, each designed to 
operate at two speeds. This fan 
can be removed easily from the 


base and used as a casement win- 
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dow fan or regular window fan for 
double-hung windows. Model SC209 
retails for $59.95. Fresh’nd-aire 
Co., Div. Cory Corp., Dept. HA, 
3200 W. Peterson Ave., Chicago 45, 
Ill. 


Item 26 
Self-drilling metal screw 


Here’s a sheet metal screw that 
drills its own hole in aluminum or 
steel and fastens in one operation. 
This screw is made of special heat- 
treated steel with a slotted hex 
washer and a sharp type A pinch 
point. Four popular sizes are avail- 


able, in two packs and two price 
ranges. Air Control Products, Inc., 
Dept. HA, Coopersville, Mich. 


Item 27 
Two new 19¢ crystal vases 


Here are two new crystal vases 
priced for volume sales at about 
19¢ each. The 8 x 4 in. crimped 
vase and the 9-in. bud vase are 





made of sparkling light blown 
glassware. Both Anchor vases are 
available in Forest Green glass 
also. Each of these vases comes 
packed in a_ two-dozen carton. 
Anchor Hocking Glass Corp., Dept. 
HA, Lancaster, Ohio. 


Item 28 
Lubricant in pencil form 


Reardon’s Dry-Lube Pencils uses 
a dry lubricant in a pencil form 
and come packaged in a clear, plas- 
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tic container. This lubricant is 
handy for file cabinets, locks, zip- 
pers, tools and other objects. 
These pencils are in blister-paks on 
41% x 6-in. display cards. Each unit 
consists of a Dry-Lube pencil in 
plastic holder and a free refill. 
Reardon Products, Dept. HA, 305 
Cass St., Peoria, Ill. 


Item 29 
Pantrywere color series 


Sandalwood Spatter, a new color 
combination, has been added to the 
Lincoln Beautyware copper and 
enamel series of pantryware items. 
It harmonizes with colonial, rustic 
or modern wood finish decors. 
Shown is a paper dispenser retail- 
ing for $5.98. Other items range 








Why have so many building supply and hardware dealers tagged Griffin 
as “A Good Line to Handle?” 


Because Griffin makes a product builders and architects respect; be- 
cause Griffin offers a complete line of hinges, straps, “t’’-hinges, brackets 
and braces; because Griffin prices its product to offer the distributor a 
good profit margin; because Griffin service is exceptionally quick and 
dependable. Write today for complete information and the name of 
your nearest distributor. Griffin Manufacturing Company, 1515 Cherry 


Street, Dept. 20, Erie, Pennsvlvania. GRIFFIN HINGES 
Want more facts? Circle 161, p. 107 
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from a cookie canister for $2.29 to 
a 20-qt square step-on can for 
$10.98. Lincoln Metal Products 
Corp., Dept., HA, 225 42nd St., 
Brooklyn 32, N. Y. 


ltem 30 
Filter pads in air coolers 
Wright’s line of evaporative air 
coolers features filter pads chemi- 
cally treated to kill germs, bacteria, 
mold mildew and odors. These air 
coolers deliver large volumes of 
cool, odorless, sanitized air to prv- 
mote warm weather comfort and 
health. Wright Mfg. Co., Dept. HA, 
Phoenix, Ariz. 


Item 31 
Extendible tree pruner 


Here’s a tree pruner for the 
home owner who wants to do his 
own tree work. Heavy duty head 
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and tool steel blade easily cuts 
branches up to 1 in. Smith’s pruner 
comes with two joined pole sections 
for 6 to 12 ft reach. Additional 


if 
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sections can be added. A Swedish 
steel saw blade attachment is ava.1- 
able for cutting large limbs. Retail 
price without saw blade is $7.75. 
Seymour Smith & Son, Inc., Dept. 
HA, Oakville, Conn. 


Item 32 
Two 24-in. aluminum levels 


New aluminum levels, with 24- 
in. rules along the top edges are 
available in 4-vial and 6-vial types. 
Metallic-sealed vials are of solid 
set catseye design, with plastic 


rings. They are protected on both 
sides by heavy glass lenses. No. 
4524 level has two plumbs and two 
levels. No. 6524 has four plumbs 
and two levels. Columbian Vise & 
Mfg. Co., Dept. HA, 9023 Bessemer 
Ave., Cleveland 4, Ohio. 


Item 33 
Animal foraging preventive 


F & B Rabbit, Dog and Deer 
Chaser has an effective formula 
that discourages these animals 


from garden foraging. This prod- 
uct comes in a colorfully printed 
5-lb box. Faesy & Besthoff, Inc., 
Dept. HA, 25 E. 26th St., New 
York 10, N. Y. 


Item 34 
Double-edged bowl cleaner 


Beacon’s Pot & Bowl Scraper 
has two working ends. A chisel 
edge on the handle loosens food 


and the other rounded edge is a 
scraper. This kitchen utensil is 
made of high density polyethylene 
and comes in yellow, white, pink 
and turquoise. Each scraper is 
packed in a poly bag and pre-priced 
at 29¢. Beacon Plastics Corp., Dept. 
HA, Newton, Mass. 


Item 35 
Ten clocks in new packages 


Ten Westclox products are pack- 
aged in Blister-Pack units. Cus- 
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tomers can start an electric or key 
wound clock and test the alarm 
without opening the package. An 
Eye ’N Buy wire rack designed for 
the package can be used on walls, 
counters or shelves. Westclox Div., 
General Time Corp., Dept. HA, 
LaSalle-Peru, Ill. 

(Continued on page 110) 





FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 
postage as a service to readers. Your request will be promptly passed 
on to the manufacturers involved. 


Print name and address carefully. This special Post Office Box address is for Quick Check Postcards 
only. Address all other mail to HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Penna. 
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HARDWARE AGE BUYING CHECK LIST 


A quick, easy way to keep up to date 


P Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 
the largest listing of new items of any hardware magazine. 


P You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 


for you to keep posted by using this Free Quick Check 
Postcard Service. 


> Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 
Check List and under the advertisements. We will promptly 
forward your request to manufacturers and you will receive 
from them the latest information available. 


> Remember, with competition so strong, you must keep posted 
on everything that will help you do a better selling job. 
Be sure to also check with your wholesaler about new items. 


GET THE LATEST INFORMATION BY USING THIS POSTCARD. 
PRINT NAME AND ADDRESS CLEARLY AND MAIL TODAY 


SOONER ERE MHI A 


N. Y. 
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EV CON 
ATERIALS 
ar 700 


Plastic Steel 


the original epoxy repair 

material with over 

1,000,000 uses for permanent 
home, farm, auto, boat repairs. 
Available in box or blister package. 
Recommended where great 
strength is required. 


DEVCON | LIQUID 


aluminum 


real aluminum in paste form — 
immediate repairs right from the 
tube. Seals, fills, caulks — 

will not rust. 


Why stock a multitude of different types and 
makes of repair materials when the 5 Devcon 
Repair Materials will complete every home, 
auto, farm and boat repair job. Here is your 
single source of supply for proven quality 
products. Devcon backs your sales efforts 
with extensive national advertising and 
publicity — LIFE, READER’S DIGEST, etc. — 


as well as a wide variety of free sales aids. 


Contact your wholesaler or write 
the factory direct for full details 
on the Devcon profit package .. . 
every ilem gives you a full 
40% profit! 


Want more facts? Circle 162, p. 107 


DEVCON’ OHO 


tHe epoxy "SUPER GLUE” 


the dual-purpose material — 

provides tremendous bonding 

| power for any repair — also, ideal 
2 for all porcelain and appliance 
repairs — hardens toa 

glossy white finish. 


real rubber in semi-paste 
form for all kinds of 
flexible repairs. 


oeveow STEEL 


for quick, easy repairs to 
furniture, toys or any damaged 
metal, wood, concrete or glass 
materials. Can be finished to any 
metallic coloring. 

4 

| } 
| | 


pe 





NOW AVAILABLE! 


Here’s the new compact, 
revolving Devcon Repair Center 
offered FREE to you in 
combination with 24 packages of 
famous Devcon repair materials. 
Get in touch with your wholesaler 
or the factory for all the facts on 
this self-service merchandiser 

that spurs impulse buying. 


»]-a"fole], Bele] ie], 7-yElel. 


re ' rc 


' ale crotrtT Street, VUanve 
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- POURED PILLAR OF STEEL TRADE MARK 





Dealer’s Choice! 


> 


 CQilland PROWL | 
er Wels) CO 


CORTLAND BRONZE 


Attractive, rust-resistant, copper-alloy screening. Choice of 


Bright or Antique finish. 


Cylland RSW 


% \ .< X' y ’ 


CORTLAND GRAY-WICK 
Durable, galvanized screening made from high quality, electric 
furnace steel. Attractive, light-gray finish. 


“~ 


CORTLAND ALUMINUM 
Top-quality, rust- and stain-proof screening made from the 
finest clad aluminum wire. Tough, durable and light. 


BRAND 


You'll make profitable sales, which- 
ever one of the Cortland Insect Wire 
Screenings you carry. But you can 
make even greater sales by stocking 
all three of them, because you can 
offer your customers a screening to 
fit every budget, every job require- 
ment. 


Customers like Cortland Screenings 
because they lie flat when unrolled, 
and have extra strength along the 
vital tacking edge, thanks to the 


Want more facts? 
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INSECT 
WIRE SCREENING 


Multi-Strand Edge. They are easy to 
cut, handle and install, too. 


Dealers know that it pays to offer 
customers all three Cortland Screen- 
ings. You'll find it will pay. you, too. 
Your wholesaler can supply you with 
Cortland in 100 ft. rolls, 18 X 14 
mesh. 18” to 48” wide. 


WICKWIRE BROTHERS, INC. 


CORTLAND, N. Y. 
Circle 163, p. 107 





BUYING CHECK LIST 


Want more details? Just 


(Continued from page 106) 


Item 42 
New Christmas tree bulbs 


Westinghouse’s Petite C-5 is a 
new shaped Christmas tree bulb in 


the small series type. It fits C-6 
series sockets and has rounded 
smooth sides. These indoor bulbs 
retail for 44c per package of five. 
Colors include red, blue, green, 
orange and white. These bulbs 
come in a picture window 5-pack 
with a plastic tray molded to the 
contours of the bulbs. Lamp Dviv., 
Westinghouse Electric Corp., Dept. 
HA, Bloomfield, N. J. 


Item 43 
Washer inlet hose display 


Twenty-four individually -pack- 
aged automatic washer inlet hoses 


Prevent Flooding 4 





are displayed from this colorful 
merchandising unit. This Gates 
unit has a lithographed metal sign 
with collapsible storage racks in 
back. Three heavy-gauge wire rack 
shelves are riveted to the back of 
sign and fold up. Only 2 sq ft of 





circle item number on p. 99 


space is needed for the unit. It is 
lightweight, and comes with 24 
washer hose sizes. Gates Rubber 
Co., Dept. HA, Denver, Colo. 


Item 44 


14-0z drinking glass set 


An 8-pe set of double Old Fash- 
ioned drinking glasses are available 
from Arbogast. Each glass is em- 
bossed with a record game fish and 
the date and place where it was 
caught. These 14-oz glasses are 
prepacked ready for mailing. Your 


cost is $2.25 and the retail price 
is $4.95. Fred Arbogast Co., Dept. 
HA, Akron, Ohio. 


Item 45 


Steel cabinet hardware 


Embossed steel colonial cabinet 
hardware in the spear point style 
has been added to Acorn’s Rist-O- 
Krat line of forged reproductions. 
It’s packaged in a poly bag with 
white background labels for per- 


forated board or open bin display. 
This medium-priced line is avail- 
able in satin black or antique cop- 
per. Acorn Mfg. Co., Dept. HA, 68 
Spring St., Mansfield, Mass. 


Item 46 


Retractable garment hook 


Newell’s Model No. 104 retract- 
able garment hook is a space-saver 
for walls, closets, hallways, bed- 


rooms and other places. It pulls 
down for use and retracts when 
not in use. This hook is 3% x 1 in. 
and is made of finished bright 
chrome or brass. It is_ bubble- 
packed with screws on cards, with 
a slot in the bubble to allow custo- 
mers to try the hook. Newell Mfg. 
Co., Dept. HA, Lowell, Mich. 


Item 47 


Air-conditioner filters 


This Safe-Gard air-conditioner 
filter, Model No. 150, shown, is 
made of neutral beige Scottfoam, 


a polyurethane foam. This mate- 
rial is porous and permits free flow 
of air cooling power and filtration 
of dirt, dust and pollens. It can 
be cleaned by rinsing in soapy 
water. This filter retails at $1.49 








FOR THOSE 
WANTING 
the BEST 


Ckrubuld 


RUST-PROOF 
POLYETHYLENE 
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Bhai — Noiseless = Ae 
Light to handle ; 
BEST for every use 
Can’t dent nor leak . 
SANITARY, easily cleaned 











Home owners, gardeners and the outdoor 
set all will be shopping for Lustro-Ware 
Tainers. Nothing equa m 4 their beauty and 
GUARANTEED service — rust-proof, 
dent-free utility — quiet, clatter-proof 
handling. Choice of colors for indoor or 
outdoor glamour. Wonderful, too, for 
boats, vegetable bins, etc. Order from 
your supplier along with Lustro-Ware 
plastic SPRINKLING CANS, lawn 
sprinklers, flower pots, etc. All nationally 
advertised values with 

fast turnover profits 


Nationally Advertised 
and Guaranteed by 


WORLD'S LARGEST 
manufacturer of Plastic Housewares 


Want more facts? Circle 164, p. 107 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 107 


for the 15 x 24 in. size that trims 
to fit units not requiring a rigid 
filter. For air conditioners requir- 
ing a rigid filter there is Model No. 
200 in gray, size 15 x 24 in., re- 
tailing for $1.98. Safeguard Corp., 
Dept. HA, Lansdale, Pa. 


Item 48 
Screw socket set in tray 

Ten Allen-type sockets are con- 
tained in this new metal tray with 
a hinged cover to prevent spilling. 
Proto’s Hollow Head screw socket 
set No. 4900A contains seven %% 


ONT 


LINE 


in research! 


FIRST 


in quality! Ne 


aa 


GUARANTEED right... 


in writing! 


WRITE FOR FREE 


the *|] 
PLASTIC 
PIPE 


( nor LINE KL 


4h FOR WATER 
SERVICE LINES 


® Easy fo join 
Costs 50-75% less 
installed than metal pipe 
NSF approved for 
drinking water use 


Made of virgin 
ABS Type Il resins 


Remarkably resistant 
to corrosion 


Also excellent for 
natural gas lines 


COMPLETE TECHNICAL AND ENGINEERING SERVICES AVAILABLE 


pescriptive Foner GRESCENT PLASTICS, INC. 
Dept. A-0, 955 Diamond Ave. * Evansville 7, Ind. 
Want more facts? Circle 165, p. 107 
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in. drive sockets for Allen-type 
screws from ¥ in. through %% in. 
Also included are three new sock- 
ets in % in. drive to handle 4, 
9/16, and 5% in. sizes. The sockets 
are made of heat-treated alloy 
steel. Proto Tool Co., Dept. HA, 
Box 3519 Terminal Annex, Los 


Angeles, Calif. 


Item 49 
Children's pedal-drive car 


Children from three to seven can 
drive this AMF Scat car with pedal- 
drive and foot rests for coasting. 
It has adjustable five-position ped- 
als. Other features are midget- 
racer styling with a deep-dish 
steering wheel, large puncture- 
proof, rubber tires with smooth- 


rolling treads and a lightweight 
steel frame. Wheel Goods Div., 
American Machine & Foundry Co.., 
Dept. HA, 215 Marble St., Ham- 
mond, Ind. 


Item 50 
Stool, steps combination 


Here’s an Ames 3-in-1 stool (2R) 
that has lightweight utility steps 
that lift out. Two different pieces 
are formed, a bar stool (2T), and 





| | | ar nish cut 

utility steps (3S). Legs and steps aeeeeenee parts. pags a ae 

have a lustrous nickel chrome fin- ALL Pik eee — 0 oO ik casts 2 
F ‘ ar . rashable ’ bh el SA Bae | customers - ° 

ish. Seat and back are of washable Wei eas eer cuaeeetiatotacr tesa cost price is $12.64, or less in 

larger quantities. Keystone Steel & 

Wire Co., Dept. HA, Peoria 7, Ill. 





Item 53 
$17.95 steam and dry iron 


Here’s a General Electric steam 
and dry iron designed for use on 
wash-and-wear fabrics. Model F-70 





vinyl available in yellow, charcoal, 
aqua and white. O. Ames Co., Dept. 
HA, Parkersburg, W. Va. 


Item 5] 

Car cleaning items in kit 
Osrow’s Car Care kit contains an 

Osrite Sponge-a-matic that  at- 

taches to a hose, an upholstery lint 


brush, a squeegee and sponge, and 
a can of Wash and Wax. If pur- é 
chased individually these items wt 
would total about $4. Now they .. ~ 

are pre-packed in a carry-all kit . | 

that retails for $3.49 and can be ? ) 
stored in auto trunks. Osrow Prod- No. G30 Glass 

ucts Co., Dept. HA, Glen Cove, No. 400 Glass , 
Ne Fe No. 410 Brass plated 2 


No. 402P Solid brass 2° 
No. 403P Solid brass 24%" 


TAYLOR DOC 


Item 52 
Build-it-yourself workbench 
A wrench is all that is needed to 


FINEST QUALITY Taylor knobs never get shop OTHER 


worn and are completely visible for increased an Vomwere 
Padlocks 


sales. Stock these pre-sold profit makers now! 
assemble this Keyframe work Acetate ae P 4 iy | h a Festi 
bench bit, Ganoohent parte are progressive olesalers everywhere. ig ches 


Inside Lock Sets 
made of cold-rolled, galvanized ON TAYLOR LOCK Rim Knob Lock Sets 
steel angles. Its precision mea- 

SURGE SGERS- Tee pattern eters TAYLOR LOCK COMPANY, PHILADELPHIA 32, PA. 
a good match at all joints. The 


work bench kit includes all steel 
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TURNBUCKLES 


SPACE-SAVING 
ASSORTMENTS 


STIMULATE 
SELF-SERVICE, 


SPEED TURNOVER 





TURNBUCKLES 


52 Turnbuckles in 10 fast 

selling sizes and styles. Attractive 14” 
x 6” all metal display panel in 3 colors. 
Unit packed for shipment. A complete 
line. Available from open stock. 





EYE BOLTS 


Ten each of the most 
popular sizes of Eye Bolts, 
boxed by size. Sturdy 14” x 6” all metal 
display panel in 3 colors. Unit packed. 
Open stock Eye Bolts in 8 thread sizes. 


U-BOLTS 


Ten each of the 5 most popular sizes 
of U-Bolts, boxed by size. 14” x 6” all 
metal display panel in 3 colors. Unit 
packed. Also available from open stock. 


EYE BOLTS 





LAG THREAD 

EYE BOLTS 
80 bright zinc plated Lag 
Thread Eye Bolts in 6 
popular selling sizes. Packed for ship- 
ment with durable, colorful 14” x 6” dis- 
play panel. Available in open stock. 


ORDER FROM YOUR WHOLESALER 


“QNE GOOD TURN (BUCKLE) DESERVES ANOTHER” 
BOX 333, MICHIGAN CITY, IND. 
FACTORY: GRAND BEACH, MICH. 


Want more facts? Circle 167, p. 107 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 107 


has a new even-heat system that 
prevents scorching and so on. Other 
features are a built-in cord lift, 30- 
in. square soleplate, large fill fun- 
nel, stable heel rest, cool grip and 
fast heat-up. It retails for $17.95. 
Housewares Div., General Elec- 
tric Co., Dept. HA, 1285 Boston 
Ave., Bridgeport, Conn. 


Item 54 


Two paint machine programs 


More than 1000 color chips can 
be shown potential paint customers 
with the color galaxy offered by 
Valspar to merchandise its Val-O- 
Matic color machines. One model 
is a semi-automatic machine that 


Bias 
mixes more than 1000 colors, at the 
touch of a button. The other ma- 
chine is manual. Merchandising 
aids for these machine programs 
also include a “Do It Yourself” 
planning guide of color schemes. 
Finishes for all exterior and in- 
terior surfaces are included in the 
program. Valspar Corp., Dept. HA, 
7 E. Lancaster Ave., Ardmore, Pa. 


Item 55 
Two power tool displays 


Two new displays are now avail- 
able for Shopmate Twist Lock 
power tools. Model ADS-37, shown, 
features the Shopmate 740-CG 4- 
in. drill, horizontal drill stand. 
oscillating sander, circular saw, jig 
saw and hedge trimmer. The unit 
is $44.70. The other display, Model 
AD-41, includes the same items ex- 
cept the hedge trimmer. Merchan- 


dising package UP-34 is $35.64. 
Portable Electric Tools, Dept. HA, 
320 W. 88rd St., Chicago 20, Ill. 


Item 56 


Power mower service center 


You can set up a power mower 
service center with Pennsylvania 
Refining’s display unit of supplies. 
The unit contains Gumout Carbure- 
tor Cleaner, a small assortment of 
major-brand spark plugs for most 


MAKE YOUR... 


POWER MOWER 
RUN LIKE NEW 
fe) 


power mowers and a special oil for 
2-cycle and 4-cycle engines. This 
unit is free with an initial purchase 
of Gumout, the spark plug assort- 








ment and the power mower oil. | 
Only 2 sq ft of space is needed for 

the display. Pennsylvania Refining 
Co., Dept. HA, 2686 Lisbon Rd., EMPLOVEES 
Cleveland 4, Ohio. OnLy 














Item 57 


Grass catcher for mower 


This grass catcher made by 
Great Lakes Tractor fits most 














rotary lawn mowers including 
staggered wheel models. It helps 
keep lawns clean, eliminates spread 
of weed seed, catches stones and 


skchs oak ke eh Senin. The Our most successful dealers are 
bag, supported by a welded steel 


frame, is easily detachable. Zipper @ 
opening makes emptying simple. 


It holds eight bushels of grass or 


leaves. Great Lakes Tractor Co., | , ° 
Dept. HA, 510 Hanna Building While one Atlas Tack and Nail Bar 


Cleveland 15, Ohio. sells on the counter, the other is “out 


back” ... always ready for action 





Item 58 
i It’s the smart, efficient, profitable way to 

Assorted rod guides, tops » keep stock moving! Use one No. A-200 

This Fresh Water Assortment | | Seen, «Atlas Tack and Nail Bar as a counter sales- 
contains replacement Allan Guides | | man (takes only 1 ft. of counter space, 
and Tops. No. 1 assortment con- holds 200 boxes). Have a second fully 
tains 12 each of the four most stocked in the back room 
popular-sized casting rod guides As stock of the counter bar becomes 
and six each of the matching rod P : . , ‘ 

; depleted, simply remove the rack for re-stocking and replace it with 
tops. The red-tinted plastic box is ; Ib all ho 5 1 il ti 
compartusented, with a place for the full bar. In this way you have one bar selling at all times. 
The other represents your inventory . . . can be filled at leisure. 

Dealers who use this method are enthusiastic about its success. 
They turn stock at least 5 to 7 times a year — make more money. 

This is only one of many ways in which dealers benefit with Atlas 
—the best known, best packaged and best merchandised line of 
tacks, nails, staples and similar fast moving household items. 


Atlas == aa 


FAIRHAVEN, MASS. © HENDERSON, KY. 
Want more facts? Circle 168, p. 107 
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Suggested 
Retail 
$2.49 


INDOOR-OUTDOOR HOME BELL 


Gleaming, polished 
aluminum bell, with satin 
black ship's wheel bracket. 


Suggested 
Retail 
$4.95 


BARBECUE BELL 
Good luck horseshoe bracket, polished 
aluminum bell with a clear, lasting tone. 


Suggested 
Retail 
$7.49 


PATIO-GARDEN BELL 
Beautiful, fully polished brass bell 
-++@ big seller everywhere, anytime, 


* Complete Line 
* High Profit 
* Big Volume 


Display packaged, full price range, 
on all year ‘round sellers. Perfect for 
o hundred uses at home or away 
-+.@ big gift item. 


Send for the Bevin Catalog 


EVIN BROS. 


MFG. COMPANY 
East Hampton, Conn. 





Sales Representatives 
John H. Graham & Co. Ine. 
105 Duane Street, New York 8, N. Y. 


‘Want more facts? Circle 169, p. 107 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 107 


each size guide and top. These 
triple-chrome-plated stainless steel 
guides and tops retail for $10.20. 
Allan Mfg. Co., Dept. HA, 325 
Duffy Ave., Hicksville, N. Y. 


Item 59 
Carded wedge combinations 


You can now order two Red 
Devil Grady Wedges in three com- 
binations mounted on pre-priced 














cards and vacuum-sealed in plastic. 
Card GWC2 has two No. 5 Grady 
Wedges; card GWC3 has two No. 
10’s; and card GWC4 has one No. 
5 and one No. 10. Red Devil Tools, 
Dept. HA, Union, N. J. 


Item 60 
Fourth minnow spoon weight 


Wright & McGill’s Flasher min- 
now spoons now come in four 
weights. A new 1%%-oz Flasher has 
been added. Other weights are 14, 
32 and % oz. All weights come in 
gold, silver, red and white, shad, 
perch and frog. One dozen spoons 


come on the No. 12FS easel display 
card. This assortment contains two 
spoons each of the six colors in a 
single weight. Special color assort- 
ments are available. Wright & 
McGill Co., Dept. HA, Box 518, 
Aurora Station, Denver 8, Colo. 


Item 61 
Two sandpaper sheet racks 
With these two display racks you 
can merchandise Bear sandpaper 
sheets. No. 60-T vertical sand- 
paper rack uses less than a square 
foot of counter space. No. 60-S 
horizontal low-boy sandpaper rack 
can be used on counters or shelves. 
Both units have strips for stickers 
showing price and grit sizes, and 
a metal sign. They are made of 
steel wire and are sold separately 


or in combination with any of five 
popular sandpaper assortments. 
Behr-Manning Co., Division of 
Norton Co., Dept. HA, Troy, 
N. Y. 


Item 62 
Paint brush display racks 


You can set up a paint brush 
department on one rack with this 
Whiting-Adams display. A bristle 
assortment and a nylon assort- 
ment are available. Cards list size, 
width of stroke, uses for each size 
and price. Card can be used as 
a brush preserver. Seventy-two 
brushes are in each assortment. 
Your cost for the #B-20 bristle 








assortment is $74.95 and for #N-21 
group, $72.83. Whiting-Adams Co., 
Dept. HA, 700 Harrison Ave., Bos- 
ton 18, Mass. 


Item 63 
New broad leaf weed killer 


Target, a pressurized 2,4-D weed 
killer in an aerosol can, is a new 


DeMert & Dougherty product. It 
is effective against most broad leaf 
lawn weeds and many woody 
plants. The 16-oz can retailing for 
98¢ is enough to kill 2,000 lawn 
weeds. DeMert & Dougherty, Inc., 
Dept. HA, 5000 W. 41st St., Chi- 
cago, Ili. 


Item 64 
Repackaged polishing pads 

E-Z Snap Replacement Pads are 
now packaged in colorful, see- 
through polyethylene storage bags. 
An inventory of these Padco pads 
are available in a self-service dis- 
play carton. The bags are punched 
for rack display also. Padco Mfg. 
Co., Dept. HA, 27 Schuyler St., 
New Brunswick, N. J. 


Turn to p. 118 for new cost saving 
store and warehouse equipment. 


NEW Q227 SCREEN 
DEPARTMENT 


attracts CUSTOMELS cermin 
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prevents damage ged 
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OPAL makes selling 

screening easy! No 

more heavy, hidden 

inventories . . . no 

more snarling wire, clerks 

and customers. Opal’s new com- 
bination rack and screening offers 
help you these five important ways... 





DISPLAY 
Speed Turnover—Point-of-purchase display sells more 
merchandise. 
Save Time—OPAL'S ‘‘Marked and Measured” speeds dis- 
pensing right from the rack. 
Reduce Inventory—Through rhore efficient control of stock. 
Improve Service—Customers aren't kept waiting . . . you 
save time. 
Save Floorspace—Attractive, compact takes only 6-sq. ft. 
of floor space. 








Choose your Opal Screening Department now— 


Offer No. 1—Display Rack plus 10 100’ rolls of Opal Galvanized 
Screening (2534 sq. ft.) 

Offer No. 2—Display Rack plus 5 100’ rolls of Opal Aluminum 
Screening (1267 sq. ft.) 

Offer No. 3—Display Rack plus 5 100’ rolls of Opal Vinalume 
Screening (1267 sq. ft.) 

Offer No. 4—Display Rack plus 5 100’ rolls of Opal Galvanized 
and 5 100’ rolls of Opal Aluminum Screening (2534 sq. ft.) 

Offer No. 5—Display Rack plus 5 100’ rolls of Opal Galvanized 
and 5 100’ rolls of Opal Vinalume Screening (2534 sq. ft.) 





NEW YORK WIRE CLOTH COMPANY 


YORK - PENNSYLVANIA 
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JEFFERSON 


Stocks Everything in 


MARINE FASTENINGS 
for Shipment Today! 


MONEL ¢ NAVAL BRONZE 
SILICON BRONZE 
BRASS ¢ ALUMINUM 
STAINLESS STEEL 


-..and America’s Most Complete 
Stock of Galvanized Bolts! 


@ Industry’s easiest-to-use catalog 
places all your Fastening needs at 
your fingertips! Large, clear listings, 
helpful illustrations. Use your 
Jefferson catalog today and every 
day. Additional copies available 
free on request. 


© Jefferson's Service Desk speeds 
your mail, phone or telegraph order 
to our stockroom within minutes 
after it arrives . . . for same-day 
shipment of most orders. You can't 
beat Jefferson service — anywhere! 


JEFFERSON 


SCREW CORPORATION 
691 BROADWAY * NEW YORK 12, N.Y. 
SPring 7-8400 
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BUYING CHECK LIST 
Cost Saving Equipment For Store And Warehouse 


Keep posted on this new cost saving equipment for store 
and warehouse. For more details circle number, p. 107 


Item 65 closed model, is standard with a 
load capacity of 1200 lb. Other 
models available on special order. 

Each section of this circular re- Federal Fibre Corp., Dept. HA, 
volving stock bin is 44-in. across. 3704 Tenth St., Long Island City 1, 


Revolving fastener bin 


Item 67 
Plastic shopping basket 

This tough plastic shopping bas- 
ket weighs only 23 oz. and is chip- 
proof and fade-proof. The basket 
is 174% x 13 x 7% in. and stacks 25 


Each of the five sections are di- 

vided into 10 compartments which 

hold 60 Ib each. Revolvo Bin 

Model 25B-50 (shown) is 56-in. 

high and comes in any combination 

of 5 and 10 compartment sections. 

Five compartment sections hold 

125 lb per compartment. Frick- 

Gallagher Mfg. Co., Dept. HA, 

Wellston, Ohio. 
high in a custom stand. Color is 
red with white lettering. Fountain 

Item 66 Products Corp., Dept. HA, 3957 W. 


Box truck for stockroom Belden Ave., Chicago, Ill. 


Here is a lightweight strong box 
truck that is quite maneuverable 


Item 68 


Gondola and wall fixtures 


Reflector’s newest line of gon- 
dola and wall fixtures are fully in- 


for use in stockrooms and store. 
The truck has a smooth moisture- 
resistant finish inside and out with 
no rough edges. The No. 100 series, 





terchangeable in all parts. Slide-in ok 

base units come in 20, 24, and 30 in. Am 

widths and 30, 48, and 60 in. SOP eeees eric an ~ Made 
lengths. Steel uprights are 53'% a a neo OCU ebeskeeene. 
in. high, double slotted at 1 in. in- 
tervals. You can create any sized 

fixture with a basic unit and add- (@) 
ing to it. Brochure No. 800G-10 
lists all parts and prices. Reflector 
Hardware Corp., Dept. HA, 1400 
N. 25th Ave., Melrose Park, Ill. 


pea STANDARD 


Label price marker unit H22-DA 


This portable unit makes it easy Drill 
to make price changes and produce Assortment 


variable prices by hand on pres- 
sure sensitive labels. ABP Labler 
comes with a marking pen, pen 
holder and 10,000 labels printed 
with your store name at $19.75. 
It can be used feeding labels top 
to bottom or side to side. Auto- 
matie Salesbook Co., Dept. HA, 
Willimantic, Conn. 


STANDARD 
. . . Twist Drills for the Hardware trade are made 
in America by American craftsmen. They are exactly 
the same quality as those furnished industrial users. 
Your customers, who include mechanics and other 
tradesmen, recognize and require quality Name Brand 
Twist Drills. Make your store quality headquarters. 
Satisfy them—Sell them STANDARD 
Item 70 | Display the H22-DA Assortment—it’s the smallest, 
3 a sir i ee | most compact drill and drill set dispenser on the mar- 
Engine rotation indicator ket! Occupies only 67 square inches of counter space. 


If you repair or use power mow- | Show STANDARD Quality Tools, like the pro- 
ers, outboard engines and other fessionals use. 
small engines and electric motors | Size: 9x 7% x 12%”. Two No. HS-45 and four 
you will find this device useful. | Green hammerline finish. | No. HS-6 Drill Sets. 
sie avert maapesl prea rel | Holds 34 high speed Clear, Non-Breakable 
cator ( Model 158-A) see rota- steel drills. plexiglas cover protects 
tion speeds or vibration frequencies 8 popular sizes all above from dirt and pilferage. 
within a range of 1500 to 15,000. \%"" diameter. All drills fit %’’ Chuck. 


Th it has a vibrati eed 
© unit nas a vibrating reed rpm Ask your Hardware Wholesaler about 


indicator and is simply held against STAN DARD’S merchandising aids. 
the engine to get a reading. Sells 


for about $3.95. Instrument Div., 
Stewart-Warner Corp., Dept. HA, 


q 
1826 Diversey Parkway, Chicago ry Y 7 
14, I FANDARD TOOL { O. 
. . : rR P . ‘ | 





BRANCH WAREHOUSES IN: NEW YORK - DETROIT - CHICAGO - DALLAS - LOS ANGELES - SAN FRANCISCO 


Turn to p. 121 for a listing of 
new aids to help you sell better. 
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“Trade-up” leaders from 
General Electric 


NEW DE LUXE NEW SELL-ON-SIGHT NEW TOP-VALUE 
QUALITY ITEMS | PACKAGING PRICES 





RUGGED DE LUXE | SURETAILS 
SWITCHES: — 
“T” rated for longer serv- 


ice; fast, positive action; * 
spring bronze contacts; ez 
large terminal screws; Y a? 


long, plaster-cleaning 


mounting screws. 10A- a a ee Se Seen. 


125V, T; 5A-250V, Fs gie pole, ivory and 3- 
sa d way, brown or ivory.) 


Listed by U. L.; meet federal 
and REA specifications. 





HEAVY DUTY SUGGESTED 
DE LUXE OUTLETS: RETAIL 


Back or side wired dou- 


ble clamp-type termi- aa 
nals; break-off links for | 
separate-feed wiring; T- : oS 


slots; double-wipe con- 

tacts; through mounting (double outlet, 

strap. 15A-125V. —— brown. ‘wa available 
a in ivory. 


Listed by U. L.; meet federal 
ASA and REA specifications. 








SUGGESTED 
RETAIL 


SOLID DE LUXE 


WALL PLATES: 
Modern style; smooth, > «a yn 
easy to keep clean; will , 


not fade or discolor; or a 

matching mounting . (single switch plate 

vi or double outle 

screws included. wi plate, brown or ivory. 

’ Also available: dou- 

ble switch plate, 
brown or ivory.) 


























These new G-E de luxe electrical items satisfy your standards of quality in looks, performance and depend- 

most discriminating customers. ... They also upgrade ability — displayed in plastic “bubbles” on distinctive 

sales to many more people who would otherwise settle blue and yellow self-selling cards. 

for lower-priced merchandise. Plan now for profit with this new G-E trade-up line. 
General Electric de luxe devices are the quality used General Electric Company, Wiring Device Department, 

by electrical contractors. They are built to professional Providence 7, Rhode Island. 


Progress /s Our Most Important Product 
GENERAL @ ELECTRIC 


Want more facts? Circle 173, p. 107 
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NEW AIDS TO HELP YOU SELL 


New catalogs, specification sheets, catalog sheets and other free 
literature to keep you posted. Circle number, p. 107 for your copy 


ITEM 80 COLOR CARD FOR PAINT— 
Features Glidden’s new Spred- 
Satin, Spred Lustre and Alkyd 
Flat. Forty-five popular colors fea- 
tured on the card are grouped in 
general categories, with each group 
planned to harmonize with a selec- 
tion of fabrics of complimentary 
hues which are illustrated on the 
card. Glidden Co., Dept. HA, Cleve- 
land, Ohto. 

ITEM 81 TILE STAPLE ENVELOPE 
STUFFER—Describes the advantage 
of Arrow Ceiltile staples. Uses are 
illustrated. Available in quantity. 
Arrow Fastener Co., Dept. HA, 1 
Junius St., Brooklyn 12, N. Y. 


ITEM 82 ‘TOOL DISPLAY LEAFLET— 
Lists and illustrates 18 displays 
containing 152 Vichek tools. Assort- 
ments described include wrenches, 
hammers, punches, chisels, screw- 
drivers and socket sets. L-1611A. 
Vichek Tool Co., Dept. HA, 3001 E. 
87th St., Cleveland 4, Ohio. 


ITEM 83 HACKSAW DISPLAY MAIL- 
ER—lIllustrates and describes fea- 
tures of Atkins new Silver Streak 
hacksaw blades. It also lists other 
wood and metal cutting saws. These 
mailers have space for your im- 
print. Atkins Saw Div., Borg-War- 
ner Corp., Dept. HA, Indianapolis 
25, Ind. 


ITEM 84 OUTBOARD MOTOR SALES 
PROMOTION GUIDE — Contains sug- 
gestions, order forms, directions 
and recommendations on advertis- 
ing, merchandising and publicity. 
Available Gale merchandising aids, 
sales tools and premium items are 
listed. A dealer-planning calendar 
is also in the book. Gale Products 
Div., Outboard Marine Corp., Dept. 
HA, Galesburg, Ill. 


ITEM 85 PAINT DATA IN FILE FOLDER 
—QOn the Jet-Dri line features a 
table of properties and uses. This 
scientific break-down helps answer 
paint maintenance problems. Jet- 
Dri Div., Consolidated Chemical & 
Paint Mfg. Co., Dept. HA, 456 
Driggs Ave., Brooklyn 11, N. Y. 


ITEM 86 PAINT ROLLER LITERATURE 
—Describes the Triga-Rolla in six 
pages and quotes the findings of an 
independent testing company. It 
also details the introductory deal 
for these sets with a free mer- 
chandising display. Newspaper 
mats are also available. Rollers by 
Baker, Inc., Dept. HA, Brandon, 
Vt. 


ITEM 87 BASKET CATALOG FOR 
1960—Shows hundreds of imported 
and domestic items. Hats, bags and 
novelty accessories are illustrated. 
L. Skalny Basket Co., Dept. HA, 
655 Pullman Ave., Rochester 15, 
1 ie A 


ITEM 88 HAND TOOL LITERATURE— 
Covers the Xcelite line of radio, 
TV and electronics items. Price 
lists are included. Xcelite, Ine., 
Dept. HA, Orchard Park, N. Y. 


ITEM 89 FISHERMAN’S FLOAT IN- 
FORMATION—Gives special promo- 
tional prices on Tucker’s Fish-N- 
Float, available in two sizes with a 
zippered tackle pocket. 
Duck and Rubber Co., Dept. HA, 
Ft. Smith, Ark. 


ITEM 90 GONDOLA AND WALL SYS- 
TEMS CATALOG—Covers Reflector’s 
new line of merchandising equip- 
ment in 44 pages. Floor gondolas 
and wall sections with new lock-in 
bases are illustrated. A complete 
line of accessories is listed. No. 
3000G-11. Reflector Hardware 
Corp., Dept. HA, 1400 N. 25th Ave., 
Melrose Park, Ill. 


ITEM 91 DRILL ATTACHMENT KIT 
LITERATURE — Discusses the new 
Arrow line. Circular sawblades are 
also covered. Trade prices on the 
line are included. Arrow Metal 
Products Co., Dept. HA, 421 W. 
2038rd St., New York 34, N. Y. 


ITEM 92 PORTABLE POWER TOOLS— 
Catalog insert—Gives technical de- 
tails, illustrations and suggested 
list prices on Thor SpeedTools. This 
four-pager covers a new line for 
home, farm and trade crafts. No. 


Tucker 


60. Speedway Div., Thor Power 
Tool Co., 1421 Barnsdale Rd., La- 
Grange Park, Il. 


ITEM 93 C-CLAMP. SERIES INFOR- 
MATION—Describes Wilton’s “200” 
line. Five different sized units are 
included. Wilton Tool Mfg. Co., 
Dept. HA, Schiller Park, IU. 


ITEM 94 FISHING LURE CATALOG 
SHEET— Contains details on a 
Marathon double fly combination, 
called the Cannibal. Marathon Bait 
Co., Dept. HA, 842 Henrietta St., 
Wausau, Wis. 


ITEM 95 RESIDENTAL HARDWARE 
REFERENCE BOOK — Suggests what 
Stanley hardware should go where. 
A general reference guide is in- 
cluded. A self-addressed postage- 
paid card is included for request- 
ing additional information. Stan- 
ley Hardware Div., Stanley Works, 
Dept. HA, 195 Lake St., New 
Britain, Conn. 


ITEM 96 REEL BOOKLET FOR 1960 
—Describes True Temper’s line in 
16 pages. Raw material, manufac- 
turing, engineering, design, test- 
ing and special features are cov- 
ered. True Temper Corp., Dept. 
HA, 1623 Euclid Ave., Cleveland 
15, Ohio. 


ITEM 97 COMPRESSED AIR SPRAYER 
ENVELOPE STUFFER—Is avaliable in 
quantity for direct mail use or as 
a handout. Universal’s Stroll ’n 
Spray models are described and 
their features are illustrated. Other 
sprayers are illustrated. No. U-39. 
Universal Metal Products Co., Div. 
of Air Control Products, Dept. HA, 
Saranac, Mich. 


ITEM 98 HOSPITAL LOCKING BRO- 
CHURE—Features a selector chart. 
Large scale line drawings show dis- 
tinctive Schlage lock functions. 
Twelve pages are in this book 
called “Schlage Hardware for Hos- 
pitals.” Schlage Lock Co., Dept. 
HA, Box 3324, San Francisco 19, 
Calif. 


ITEM 99 RUBBER HARDWARE GOODS 
CATALOG—Is filled with Lee’s ex- 
panded line. New products, new 
packaging, new selling ideas and 
helps are covered in the 16 pages. 
Lee Rubber & Tire Corp., Dept. 
HA, Conshohocken, Pa. 


HARDWARE AGE, April 21, 1960 © 121 





A sale with a purpose 


Dealer’s remodeling is turned into major sales event 


with special promotion. 


Seems like the whole state of 
New Hampshire dropped by to 
stare and to shop during the open 
house sale at Moreau’s of Man- 
chester following a_ recent re- 
modeling. 

That’s how heavy a dealer’s traf- 
fic can be for a well-promoted sale 
event. 

Moreau’s, in business since 1890, 
underwent a complete “new-look”’ 
renovation late in 1959. As the 
project neared completion, the big- 
gest sale in the history of the store 
was planned. 

An open house week of sales was 
shouted across the state by a 20- 
page newspaper supplement. This 
supplement was a mixture of 
Moreau’s ads, good wishes of con- 
tractors, and editorial coverage of 
the firm’s history. 

Sales activity was brought to a 
peak in each department with sepa- 
rate ads in the supplement, special 
prices, Dutch auctions, prizes, give- 
aways, and demonstrations. 

There is a lesson here for deal- 
ers: Have a reason for a sale, one 
that makes sense to the trade. Then 
pour extra effort into the event to 
make the most of it. At Moreau’s, 
there was help from suppliers in 
getting co-op ads, prizes, demon- 
strations, and the like. There was 
help from the local newspaper, too. 

You'll get as much out of a major 
sale event as you put into it. With 
Moreau’s as an example, this can 
be overwhelming. © End 
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This 20 page supplement was impressive to the trade. It's a combination of 
store ads, contractors’ congratulations, and editorial backing. 














| at MOREAU’S of MANCHESTER 








Mondaxu« 


TO BE SOLD AT 
DUTCH AUCTION 


ee ” > —— “an onf 
ie 10m adie ema 7 y ey or 
towed Or 8 Poet 
* SROOK PARK SET — SERVICE OF § — 
$38.95 vatue 
* VEGETABLE SHREDDER SET — 21.05 
vate 
© WAGHER HOME CLEANER SET — $28.98 
value 
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Whet's being cn te Guenge’s 
Department During Open House? 


‘B79 FS Shertond From Pubuher. 
#5 Durch Bee 


_ 
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Housewares Department Day 





octehen 12% - Is 


ARMAND GELINAS- MANAGER 














for FOREIGN CARS 























FOREIGN CAR KEY BLANK ASSORTMENT 


This NEW Key Blank assortment contains 42 dozen 
each of 50 FOREIGN CAR Key Blanks, COMPLETE 
with a large board for displaying them. 

Included with each FKA-6 is a detailed chart, con- 


sisting of a Numerical Index and an Alphabetical 
Index with comparative numbers. 


Ask your jobber or write direct to us 


KEIL LOCK CO., Inc. 


CHARLESTOWN, N. H. 
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NEWLY 


DESIGNED 


FOR THIN PLYWOOD 
DOORS OR GATES 


TYPE HS1001 
Furnished in All Standard Finishes 


os ney 
66 SES Ce ee 








COLOHOHOHHOHOSOOOOOOOOO®S Chicago "Simplex" 


HALF-SURFACE 
SPRING HINGES 





® Double Acting... with 
No Hanging Strip 
Required 


®@ Adjustable Tension 





Shallow mortise de- 
sign for plywood, ve- 
neer or formica cov- 
ered doors or gotes 
that are thin and fas- 
tening screws will not 
hold securely in the 


SERVICE SHARES 


FULLY GUARANTEED AS TO QUALITY, FIT, AND FINISH 
Patterns are available for practically all plows, 
listers, middlebreakers in No. 1 soft center or No. 2 
crucible steel of the highest quality obtainable. 


edge of the door. 
s 


3” Door Flange .. . for 


doors or gates up to 
1” thick 


Also, we are now producing a new line of Star 
Blade-Type Plow Shares—in regular and short pat- 
terns—made from solid steel, rolled to our own 
strict specifications, and automatically heat treated 
for maximum strength and wearing qualities. You'll 
want complete details now. 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S.A. (Est. 1873) 


@@ee00e000000080088eeee eee @ 
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4" Door Flange... for 
doors or gates up to 14” 
thick 


w»« (CHICAGO) 
SPRING HINGES 


Chicago Spring Hinge Co. 
1500 CARROLL AVE., CHICAGO 7 ILL 


Want more facts? Circle 176, p. 107 
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“Spring Hinges of Quality” 











MORE FIRSTS 
‘FROM BERNZ 
FOR ’60... 


You'll sell the completely redesigned Bernz-O-Matic 
as you’ve never sold cook stoves before. It works 
better .. . looks better ... gives you a chance to 
cash in on the mushrooming outdoor market! 
Check these features: 


NEW SPEED .. . no pumping or priming needed. Just 
light a match, turn a valve, cook anywhere. The 
flame temperature of Bernz-O-Matic fuel is 500° 
hotter than the flame temperature of gasoline. 
Each burner operates independently. 


NEW SAFETY . . . operates on famous Bernz-O-Matic 
fuel cylinders. No hazardous liquid fuel to haul, no 
filling or spilling, no generators to clog. 


All-new Bernz-0-Matic 


NEW PORTABILITY . . . as easy to 
carry as an overnight case. 


TWO BURNER MODEL NO. TX-850... 
complete with cylinders— 
$24.95 retail; dealer cost 
$16.65; dealer profit $8.30 


SINGLE BURNER MODEL NO. TX-550 
complete with cylinder— 
compact, lightweight with 
all the new features of the 
double burner model. $12.95 
retail; dealer cost $8.65; 
dealer profit $4.30. 


Want more facts? Circle 177, p. 107 
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Propane Lantern and Stoves 


BUILT-IN 
LIGHT REFLECTOR 


DUAL BEAM 





Here’s another great opportunity for you to profit! 
Feature for feature this newly designed lantern 
is unequalled on the market! Just compare! 


NEW SPEED ... lights instantly without pumping or 
priming. Burns clean, eliminates cleaning globes. 


NEW SAFETY... U.L. approved—operates on famous, 
disposable Bernz-O-Matic fuel cylinders. 


BERNZ() MATIC 


Happiest Way to Outdoor Living 





NEW “PLUG-IN” 
CONNECTOR 


SPARE MANTLE STORAGE 


NEW CONVENIENCE ...dual beam directs light both out- 
ward and downward. Adjusts from soft glow to 
bright beam. Lightweight, too! 


MODEL NO. TX-750 complete with cylinder—$14.95 
retail; dealer cost $10.00; dealer profit $4.95. 


OTTO BERNZ COMPANY, INC. 
Driving Park and Ramona, Rochester, N. Y. 


Please send me information about new Spring Dealer Drop 
Ship “Added Profit” Program. 





Address 





City 





Want more facts? Circle 177, p. 107 
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BRAND NEW Bo oke for a dealer's library 
mag ic 
“Build-It-Yourself Projects for 


oe 7a Better Outdoor Living” is both a 
Want Book dealer resale item and an interest- 





ing attraction for store traffic to 
S fast-selling inspect in your lawn and garden 


0 J °c sland center. This booklet contains illus- 
3 - >. tools! trations, details, and plans for 
| | eo eight different projects such as a 


garden bench. Gardeners who like 


| , oe to try their hand at woodworking 
| | NS get Lee will be especially interested in the 
Nila (O° booklet. Available from Dept. PD, 


Stanley Tools, division of The 
: Stanley Works, 111 Elm St., New 
as ) | No. P-69 Merchandiser Britain, Conn. Price: 25¢, retail: 

heck your stock and re-orde A aves individually parneusd tools and tool 3 
Bare spots los All $1.00 values; retail, 69¢. Utility knives, available at 15¢ cost to dealers in 

IIS SPULS MUSK aed hex key sets, screwdrivers, files, mallets—4 quantities of six of more. 

sales! Ask vour iobber for or each . . . 32 pieces attractively boxed in a 
os os yang t-making self-service dispiay carton. Keep it 
ther famous Fuller led and near your register—then just watch “eg : . . 
them sell. Steps in Incorporating A Busi- 


self-service money-makers ORDER or RE-ORDER TODAY’ ey 
, ness” is a brochure that will prove 


: educational and valuable to dealers 

}| FULLER| TOOL ¢€O., INC. ey. eee concerned with incorporating. 
ce eee Starting with requirements for in- 
corporation, this brochure covers 
Fuller peeeuts wt) 4 In BSA. Gagtand fF oy | conmais, a a Se eee ates facets such as choosing a corporate 
name, capital stock, organization 

Want more facts? Circle 178, p. 107 taxes, and a list of books available 

3 ee ee | fOr further reference. Available at 
== = no charge from field offices of the 

YOUR CHANCE — Small Business Administration, or 


the main office of SBA, Washing- 


T0 MAKE iad a> K e M ten a, D. C. Specify SBA bulletin 
- STEEL BEUE | < nee 


Se 


3522 Webster Avenue, New York 67 

















= “Guide for the Expert Out- 
= Crop boarder” is a resale item for deal- 
= 1.04424 ers who merchandise marine sup- 

making plies, and it helps train salesmen 
= Dies and =| in the marine department. Heavily 
Become a Remington chain-saw dealer —— Templates)| — we@e= | illustrated with photographs and 


and start making profits. The “Bantam” : i 

—Remington’s new, lightweight, stream- == ell : . drawings, this book satay be under- 
lined chain saw has tremendous con- —— TE State stood by the novice. But it is di- 
sumer demand. Remington makesacom- =| Sen | rected to those who have developed 
plete line of chain saws for the farmer, == es be 5 fe tai t of skill in h 
professional logger, home owner and ia We, > Pe ee See eee 


sportsman. And,remember,all chainsaws a4 : See dling outboard craft. The book 


are made by Remington Arms Company, covers outboard hull design, con- 
Inc.—a name known and respected the 


world over for fine firearms and ammu- = ’ ee | ae === | struction, materials, and propor- 
sean nn eer high quality and de- = with ON pve irSteel == / tions. Skillful handling of out- 
pendability is built into every chain saw. =F = 3 — : 

As a stocking and servicing dealer, you —— ene, board boats is a or feature, and 
will have strong national and regional Popular package 8-oz. can fitted with = boating safety is stressed. The 


advertising support—plus a huge assort- Bakelite cap holding soft-hair brush = book emphasizes that boat builders 
ment of hard-hitting sales aids. Write for applying ri ht at bench; metal sur- P 


; face rea out f tes. = ‘ ; 
today for details on how you can become The peer wl cae wh gehe aeg = are being challenged to develop 


a Remington chain-saw dealer and earn scribed lines show up in sharp relief, == craft that are equal to the far-ad- 
extra profits prevents metal glare. Increases effi- =— : 
ciency and accuracy. = vanced designs of modern outboard 


ein i. ngto Write for full information == | motors. Available from Book Div., 
toll = THE DYKEM COMPANY =) Chilton Co., 56th and Chestnut 


Remington Arms Company, Inc. = Established 1920 =: Sts., Philadelphia 39. Pages: 117. 
etn == Aaaccimmaahneerieicmt “a St. Lovis 6,Mo. == | Price: $1.95, paperback; $2.95, 
= = ———————————— clothbound. 


{ | 


2 
TY oe 
or 




















Want more facts? Circle 179, p. 107 Want aon ree Circle 180, 
126 © HARDWARE ACE, April 21, 1960 





Do repairs, service 


boost sales? 
(Continued from page 91) 


the spot, if it is at all possible. 

The fast service is pleasing to 
customers, of course. But also, if 
persons are encouraged to wait, 
they will wander around the store. 

The repair room for the major 
appliances is on the second floor, 
reached by an elevator. This per- 
mits Mr. Walker to work undis- 
turbed on bigger appliances. 

In doing its own servicing, Farm- 
ers Mercantile often rehabilitates 
old trade-ins without providing new 
parts. This is done by “cannibaliz- 
ing” trade-ins of sound replacement 
parts. 

This allows some appliances to be 
sold inexpensively for occasional 
use in a guest apartment or sum- 
mer cabin. 

Farmers Mercantile handles its 
own credit paper on all home appli- 
ances. This creates traffic in the 
store to make monthly payments. 
In fact, the store will match bank 
interest rates on this paper. 

Most of the rural customers ask 
three questions about a home ap- 
pliance: 

What does it cost? 

How much a month? 

Can I get service on it here? 

The combination of fair profit 
margins based on low overhead due 
to the small town location, and at- 
tractive credit terms with dependa- 
ble service enables Farmers Mer- 
cantile to compete successfully with 
department stores, appliance firms, 
and some discounters in the much 
larger Nashville market. @ End 
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Facilities are complete for 
extruding, polishing, anodiz- 
ing and forming to meet your 
special needs. 





“YA b> wD 





Protected areas available for 
distributors. Write for further 
information. 





YOUNGSTOWN MANUFACTURING, INC. 


66-76 S. PROSPECT STREET @® YOUNGSTOWN. OHIO 
FACTORY 


LOuIsSBU " 349 Decatur Street, SE 
NORTH CAROLINA ATLANTA, GEORGIA 
BRANCHES 
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METAL TRIM 
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This experience is built into all 
of our extruded aluminum 


wholesalers; Boat, Fixture and 


Q: what’s better than 50% markup? 


A: 667%... 


SELL and PROFIT with the AMES LINE, 
even more complete now with the newly 
market proven... 


L\Tnes 
ROTO-EDGER 


ROTARY LAWN SHEARS 








No. 10 STANDARD 


No. 20 UNIVERSAL & 


for your customers..... 
QUICK, CLEAN, EASY TO OPERATE 
and for you..... 


3 QUICK, CLEAN, EASY TO SELL 
F66%% markup - full 40% profit 


IT’S PRESOLD... POWERFULLY SO...IN 
e Better Homes & Gardens «House &Garden « Living 
e Popular Gardening e House Beautiful Sunset 


No. 30 DELUXE 


WHY NOT STOCK THE COMPLETE AMES LINE? 


Shovels, Garden tools, Snow tools, Post hole diggers and handles 


PARKERSBURG 


3. AMES co. WEST VIRGINIA 


FINER PRODUCTS THRU HIGHER STANDARDS 


Ames also manufactures the famous lines of Ames Aire 
Casval Furniture and Ames Maid Metal Household Furniture 
Want more facts? Circle 182, p. 107 
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Paint profits climb 


(Continued from page 97) 


table containing color charts and a 
chair for the use of women cus- 
tomers makes it easy for them to 
examine color charts. They make 
their selections leisurely and with- 
out assistance from a salesman un- 
til they are ready to buy. 

The new location almost immedi- 
ately resulted in greater patronage 
by women. It is a key traffic loca- 
tion where most women pass when 
they come to the store for any item 
other than gifts and housewares. 
These lines are in another section. 

The displays are inviting and 
women pass alongside at least 
some of the paint counters no mat- 
ter what they have come to buy. 

Installation of the mixing unit 
further stepped up the interest of 
women in the paint department, 
Mr. Vivroux explains. 

“Although it takes a woman 
longer now to make her paint selec- 
tion, she actually does not require 
the services of a salesman as long 
as she did previously,” Mr. Vivroux 
Says. 

“Now, when she comes in and 
says she would like to look at some 
samples of pink inside paint, we 
ask her to sit at the desk where 
we carry the various charts, turn 
to the spread of pinks and ask her 
to study them leisurely. 

“We go on about our business, 
and when she has made a selection, 
she calls someone to wait on her. 
Even though she spends more time 
in the department to make a pur- 
chase than before, the sale actually 
requires less of our time And we 
like to see women spend more time 
around our paint displays.” @ End 





HARDWARE HUMOR 


MOWERS 


AAO ATTATCH MENTS 


"We'd like a mower that will do 
the work of three for the price of 
one.’ 





ME TANDARD™ 


ee 5s "STANDARD" carded hardware 
attracts customers... 
boosts impulse sales 


“Standard” carded household hardware, on counter or 
peg board, sells itself! It commands attention, presents a 
forceful visual sales message . . . permits the customer to 
try all moving parts. 


‘"STANDARO'' 
nels 


DOOR and DRAWER PULL 


Besides saving valuable personal sales time, “Standard” 
hardware is easy to price . . . simple to stock. All parts and 


* ss screws are packaged securely on an attractive 3-color card. 


Sanne, “"PARD': "Sta 
“fm 8017 24~ SASH Locy It will pay you to “Standardize” on 


a the original line of carded hardware 
complete with screws—the “Standard” 
line. A-1186A 





“Standard” Roto-Rack holds 
41 fast turnover items 


yasd2 ss eipy Metal Products Company 
Shelby, Ohio 
Want more facts? Circle 183, p. 107 


Waw) | When they say, 
FULL. VALUE PACKAGE “It sells itself!” 
don’t believe *em. 
! | Nothing selis itself! 























If you have a well made product which fills a 
definite customer need ... . is attractively pack- 
aged .... and competitively priced to give you 
o fair profit—brother, hook on to it! Put it up front 
where it will be seen, because every time you sell 
one, it will sell another. 

contains 12 convenient space saver boxes Travco has a line-up of repeat-sellers like that. For 
of cotter pins. Popular shelf sizes of pins example .... 

to select from. One price seller—all sizes. 


Ask your jobber for the WW list of pack- 
aged cotter pin sizes. 


COTTER (eae 
PINS! [eps 


KITCHEN GAS 
STOVE KNOBS 


Plastic Blister 5 to a Card 


contains 24 g 


assortments. | Suggested Retail Price 





Handy Counter Carton 


Each plastic tube 


Saves time... “ay 


Eliminates broken packages aS SA Lge pins 
and individual pricing : ~ a ~ Ce 
: a we plated steel), 
ALL ONE PRICE XY War K.x%" to 
: Y%ex 12” incl. 

Ask your jobber for 

your cost on these WW items. 


WESTERN WIRE 
PRODUCTS COMPANY 


¢ 7 +h Ce P c A 
145] » 16hMhes LOUIS 4 le 
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All of your customers who have broken or discolored 
gas stove knobs, will go for this! Guaranteed to fit, 
easy to install, in heat resistant decorator colors: 
White, Black, Pink, Yellow, Turquoise—they make 
old stoves look new! 


See your Jobber or write for name of nearest Jobber. And 
ask about Matching REPLACE-A-HANDLE for OVEN 
ORS . . . REPLACE-A-WASHER NYLON FAUCET 
yer agp ta aaa of Spencer 401. On Plastic Blister Display 
ards. 


awed PLASTICS CO., INC. 


8 





a 


kKiyn 3. NY 
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How to schedule staff vacations 


Here’s a summary of worthwhile ideas that will 
save you time and headaches in vacation planning 


Have you started planning your 


vacation schedule yet? 

Vacation planning in a hardware 
store takes time, and can cause 
plenty of headaches. 

Here is a list of ideas to help 
you save time on your vacation 


scheduling and to keep your head- 
aches at a minimum. Checking your 
vacation schedule against these 
ideas will help you complete your 
vacation plans quicker, and make 
your employees happier with their 
vacation assignments. 





ELLER 
YOU IT- — 


NYLON-Reinforced {,. 
BRAIDED COTTON jg 


Has 25% more tensile strength! 


PLANET 


CLOTHESLIENE 


Highest quality made in the low price line 


Less stretch, longer life 


Customer-attracting, self-selling packages 
40% Profits Plus 100% Customer Satisfaction! 


PURITAN CORDAGE MILLS, INC. 


Louisville, Kentucky 


“World’s most complete line of cordage products”. 
Want more facts? Circle 186, p. 107 
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(1.) Start planning early 


Your last year’s vacation sched- 
ule can be the basis for your ad- 
vance planning. And it’s time now 
to look it over. 

As you review this you will be 
reminded of problems that devel- 
oped last year, and this will help 
you find solutions so these problems 
will not repeat. 


(2.) Set total vacation period 


You will want to set aside a cer- 
tain period of the year for your 
vacation schedule. Normally you 
will want this at a time when it will 
not interfere with business, will 
take into consideration school vaca- 
tions, and personal interests of 
your employees such as hunting and 
fishing seasons. 


(3.) Establish vacation rules 


Many of your vacation problems 
will be eliminated when you have 
a set of rules that apply to vaca- 
tions. A complete set of rules should 
cover these areas: Qualifications 
for a vacation, rules on leaving 
early or returning late from the 
vacation, and rules for settling dis- 
putes about wanted time for vaca- 
tions. 


(4.) Vacation sign-up 

Permitting your employees to 
select their own favorite vacation 
time will save you a lot of work 
and worry. And, most of your em- 
ployees will appreciate the fact that 
they can have a voice in when their 
vacation will take place. You will 
need to have some policy for han- 
dling duplicate selections in a fair 
and equitable manner. Seniority 
usually rules. 


(5.) Post vacation schedule early 


Your employees want to make 
personal plans for their vacations. 
Post your vacation schedule as soon 
as you have set the dates and have 
ironed out all problems on the em- 
ployee sign-up vacation schedule. 
This will give you and your em- 
ployees a firm base to use in mak- 
ing plans for the vacation period. 


(6.) Split vacations 

Some employees appreciate the 
split vacation policy. Thus, they 
can have one week early in the 








Profits pile up when you suggest 
“SCOTCH” BRAND Masking Tape with every paint sale. 








**$COTCH’’ 1S A REGISTERED TRACE MARK OF 3™ CO. 


Miianesora Miiaine AND anvractrurine COMPANY 
«WHERE RESEARCH IS THE KEY TO TOMORROW 
ag 





ost Complete Metal Ladder Line 


t 


The adjustable 
“runged" back of 
the ALL-WAY forms 
@ regular stepladder; 
can be used on un- 
even surfaces such as 
stairs, or tips upward 
to make an 
“extension.” 


PATENTED 


ea pre M4 
2 ‘ : 
we, : =e 
ee ce ux} har) : Rs ee me) 
- ~*~ =< Pe ee Ma " ral 
am : S 5 RS % Sa 


ae Outlast . . . 


outperform other ladders. 


Write for full information, catalog and prices 
on complete line and other household products. 


‘HITE METAL ROLLING « STAMPING CORP. 
443 FOURTH AVENUE, NEW YORK 16, WN. Y. 
PLANTS: Warsaw, Ind. and Brooklyn, N. Y. 

World's Largest Producers of Magnesium Products 
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‘= SELL MORE 


¥ 


o/ Speedy prayer 


te 


e/ow price! 
ehigh protit! 
© top quality! 


¢ nationally 
advertised! 


Pos! 


New 1/4 H.P. at Popular Price! 


Ideal outfit for the do-it-yourself and 
ONLY 
$ 39 
RETAIL 


shop mechanic! All-purpose, profes- 
sional outfit, with No. 112 quart size 
Spray Gun. Develops 25 lbs. pressure 
with any 4% h.p. motor with ¥2” shaft. 
Factory sealed bearings. No. 780 Outfit 
—air hose, tire chuck, gun, less motor. 


2 ~ 


No. 890 1/3 hp Sprayer 

Proved favorite since 
1921! Delivers 30-40 Ibs. 
pressure, 2 cu. ft. clean, 
oil-free air per min. Never 
needs oiling. Outfit with 
No. 112 Gun etc., without 
motor only ..... $42.50 


909 Mobile Kit adds mobility to 
890 Sprayer, extra $7.50 


ORDER FROM YOUR WHOLESALER 
Or Write for Complete Line Catalog 


W. R. BROWN CORP. 


No. 544 Mobile Twin 


No job too big for this 
powerful Master Twin 
Sprayer. Wheels easily 
On semi-pneumatic tires. 
Delivers 4 cu. ft. air, 40 
Ibs. pressure. With 
wheels, No. 131 Gunetc., 
less motor only $88.00 


SPECIALISTS IN PAINT SPRAYERS SINCE 1921 


Want more facts? Circle 188, p. 107 
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PRECISION-MAUE 


... AND PACKAGED 
FOR EASY HANDLING 


re My, & 


STEEL COUPLINGS 


@ Clean outside finish 

@ Continuous even-depth thread 

@ Deep round chamfer 

@ Bilack...or with heavy, galvanized coating 


FOR FREE BROCHURE... MAIL COUPON! 


WHEATLAND STEEL PRODUCTS CO. 
Dept. H, Bankers Securities Bidg. 
Juniper & Walnut Sts., Phila. 7, Pa. 


MILL: Wheatland, Pa. 





Please send me your free coupling brochure. 
NAME 
TITLE 

COMPANY. 
ADDRESS 














eeeeeeeaeeooooaooooooooeoooeeeeeeeeeeee 
Want more facts? Circle 189, p. 107 


132 © HARDWARE AGE, April 21, 1960 


AY Sit 


is a very 
important date 
to you... 


A date you just cannot afford to miss— 
it heralds the opening at Olympia, Lon- 
don, of the greatest Hardware Fair ever, 
and this ‘Trade only’ show lasts from 
Monday to Friday. See the latest range 
from all the leading manufacturers. Ad- 
mission by official invitation or Trade 
card only. Further details on application. 


international 
Hardware Trades Fair 
UNIVERSAL EXHIBITIONS LTD., 74, Holland Park, London, W.11. 


Telephone: PARK 7723 and 7360 
Want more facts? Circle 190, p. 107 





205 € 
GRAPHITE 


‘DRY LUBRICANT 








fH 100 USES 


205 Graphite has never been 

improved on for forming a protective, 
lubricating, low friction film impervious 
to heat, cold and moisture. Penetrates 
smallest cracks ... wears in. . . not out! 


Case lots of 1 and 5 pound packages; 
25 pound drums. Prices and 
information on request. Ask your 
wholesaler or write us today. 


Wholesalers’ inquiries invited. 
THE UNITED STATES GRAPHITE COMPANY 


DIVISION OF THE WICKES CORPORATION, SAGINAW 9, MICHIGAN 
Want more facts? Circle 191, p. 107 





How to schedule 


staff vacations 
(Continued) 


vacation period and another week 
later in the year. They can have 
one week when the fishing season 
opens and another when hunting 
season opens. Split vacations will 
save you some expense because you 
can get by better for one week at 
a time without replacements than 
you can for two weeks. 


(7.) Off-season vacations 


July and August are the usual 
vacation months. But, you may find 
that some of your employees would 
rather have their annual two weeks 
rest in the off-season. Vacation re- 
sorts are not as crowded and often 
have off-season rates that will save 
your employees money. Also, the 
off-season vacation may be at a 
time wh: business activity is slow 
and you will save payroll dollars. 


(8.) Extra time—no pay 


Two weeks may not be long 
enough for an employee to take a 
long trip. A policy of permitting 
the employees to take extra time 
in addition to their regular vaca- 
tion period at no pay will prove 
popular. May save you money, too, 
if it happens in a slow selling sea- 
son. 


(9.) Don't forget your own vacation 


After solving the problems set 
forth so far, you may feel that a 
personal vacation is in order. It is. 
And, in developing your plans for 
employee vacations schedules, be 





HARDWARE HUMOR 





“It's for my wife—she has every- 
thing.” 
































SEL 


224-4\ 


In this new catalog 
any plier your customers want 











Here is a catalog with 24 pages filled with pliers of every 
description—side cutters, oblique cutters, long nose cut- 
ters, shear cutters, end cutters—a style, size and type for 
every conceivable job. Included are the new Klein midget 
patterns, hardly longer than a package of cigarettes— 
ideal for electronic work or model making. A copy of this 
catalog should be in the hands of every hardware store. 


WRITE TODAY 
Catalog 103-A, listing and describing scores of Klein 
Pliers, will be sent on request. 


“Since 1857” 


oom WOLF EN 


—_— MCCORMICK ROAD © CHICAGO 45, ILLINOIS 
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STEVENS 


WALDEN INC. 


THE MARK OF QUALITY TOOLS 


Stevens Walden offers you the largest 

most complete lines of all types and 
styles of wrenches — quality tools, 
popular priced for volume selling. 


STEVENS WALDEN, INC., Worcester, Mass. 


Want more facts? Circle 193, p. 107 





~ on 
Magnelite PROTRACTOR 


LEVELS. 


ae 

WORLD'S 
FINEST 

———— 


EXTRUDED MAG 


— 


NESIUM A 


a I 
wie WW 
uilint, i 

PATNA \\\\ 


ag 
i 


Level with exclusive 
extra sales punch 


Calibrated, protractor vial assembly measures 
any angle 0-90, including any drop per foot. 
Reads plumb or level. Dazzling appearance— 
precise. 13 sizes—96” of tough, “I” beam 
extruded magnesium. 


u 


i 
Ad 


Lt} 


ASK ABOUT 


@ MAGNELITE LEVELS 18-96 inches. Extruded mag- 
nesium, accurate double vial. 


e DU-RITE LEVELS for mass market. Extruded mag- 
nesilum—new low price—48” retails, $8.95. 


J.H.SCHARF Manufacturing Company 
6720 Binney Street Omaha, Nebraska 
Want more facts? Circle 194, p. 107 
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How to schedule 
staff vacations 
(Continued ) 


sure that you set aside some time 
for your own rest and relaxation. 
You might plan your vacation dur- 
ing a convention to combine busi- 
ness and pleasure for extra savings. 


(10.) Vacation compensation 


You will avoid conflicts if you 
have a fair policy on compensation. 
This applies when there are over- 
time or incentive payments made 
regularly through the year to em- 
ployees. One solution to this is to 
average the weekly earnings of the 
employee over a year (including 
overtime and incentive payments) 
and paying this average amount 
for the annual vacation period. 


(1 1.) Split pay 

Returning from a vacation pre- 
sents problems. One is that the 
employee may be broke. You might 
solve this by offering to pay half 
of the vacation salary when the em- 
ployee leaves and half when he re- 
turns. This will give the vacation- 
ing employee some peace of mind 
until the next payday. Of course, 
the idea must be voluntary. 


(12.) Holidays during vacations 


A holiday that falls during the 
vacation period presents a problem. 
You might extend the vacation an 
extra day to compensate for this. 
Or, you might pay for the extra 
day so you will have coverage in 
your business without disrupting 
the vacation schedule. 


(13.) Vacations for part-time 
employees 

Your regular part-time em- 
ployees will be better workers if 
they are considered in your vaca- 
tion program. For instance, you 
might give your part-time em- 
ployees one day for each two 
months worked. This would be fair 
to both regular and part-time em- 
ployees. 


(14.) Vacation replacements 


To keep business as usual during 
the vacation period, you may need 
to hire vacation replacements. Sum- 
mer is not as slack as many dealers 





SELL MORE TACKS 


AND RELATED 
ITEMS 


has 
UZayd [2a | zal ba bee the 
20 |i) bbe ba complete 
O24) ea 5 2a) 622 line 
ian ts aan ad, | Tacks, Staples, 
> Dae Double Points, 
Va Of a Da Wire Nails & Brads 


display racks free! 


You know that people who need Tacks always buy related items, hammers, cutters, wire and screen. Make 
it easy for them. Keep your Tack stock orderly and out in front! The new Cross ACTIVE SILENT SALESMAN 
DISPLAY is designed to stand as an easel or hang on peg board. Wonderful for self-service. No deals required 
— get as many as you need. Order only the sizes of Cross Tacks, Staples, Double Points, Wire Nails and Brads 
that you require. Cross has the complete line. Ask your jobber. 


W. W. CROSS & COMPANY JAFFREY, N. H. 


_ Want more facts? Circle 195, p. ae 


YOUR 
STOCK 


Bs Stren MONOFILAMENT 
moves faster.. SPINNING LINE 


_.when it’s marked for sales ; customers will 
with Listo, the one marking | | keep asking for it! 


pencil that writes on Spooled and distributed by Woodstock, 
anything you sell or service. authorized agent for Du Pont STREN— 


(Including glass, rubber, manufacturers of braided fishing lines 
plastic—even cellophone. ) 

Husky case, pocket clip... 
refills in 6 : 
flash - for-sales colors. =a \\\5 PUTNAM 











LINE COMPANY 





CONN. 


Ask your wholesoler or write WRITE FOR CATALOG AND PRICES 
LISTO PENCIL CORPORATION, ALAMEDA, CALIF. 3 
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» Blue Cemper 


PRE-CUT, PACKAGED CHAIN 


yic @ 3/16", 1/4”, 5/16”, 3/8” Proof Coil 
SELF-SER 
mERCHAN 50’ end 100’. . . ln elisntive ait 


service packages. 


* Instantly identified by the rich blue color, 3 


. tempered right into the chain. 


@ Pre-Cut to eliminate measuring ond 
cutting. 


@ Pre-Packed for self-service and attrac- 
ive diepley. ze 


CAMPBELL CAMPBELL CHAIN vr 


Cc FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif. 
HAI N WAREHOUSES: E. Cambridge, Mass.; Atlanta, Ga.; Dallas, Texas; 
Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif. 


Makers. of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 
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T DISERS Chain ...in lengths of 10’, 15’, 20’, 











How to schedule 
staff vacations 
(Continued ) 


believe. You might be able to find 
one person who can fill in for most 
of the people who will be on vaca- 
tion and save training time and 
hiring expense. Try advertising 
for a former hardware man in re- 
tirement. 


(15.) Cover all bases 


Check over your vacation sched- 
ule to be sure that you will have 
someone qualified on hand at all 
times to handle important decisions 
during vacations. 


(16.) Train promotable employees 
Vacation time will give you an 
excellent opportunity to train your 
brighter salesmen for more respon- 
sible positions in your firm. They 
will not be learning the way the 
regular employee does the job, but 
may feel better about doing it on 
their own during a vacation period. 


(17.) Upgrade employees 

You can upgrade your employees 
during vacation. This places an 
employee in the job ahead and you 
have an opportunity to see how 
well he can handle the increased 
responsibility. It does not lower 
the morale of the employee already 
in the job ahead because he is away 
on vacation. 
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MA IDWAVFAz 


| don't care how they do it in de- 
partment stores; fill that window with 
merchandise.’ 





Stanley Lawn and Garden Tools 


...PACE-LETTERE FOR SPRING CALEC! 


MATCHED COLOR ane 
> 


e NEW, SMART PRODUCT AND PACKAGING APPEAL 


HAND PRUNER PA12 


BIG SELLER AT A POPULAR Ay, 
PRICE! Anvil type; soft-feel ‘A 


asic nancie > 
plastic hand! A NAME THAT SELLS ON SIGHT 


Name it—and Stanley has it 
for stepped-up sales in ’'60QO! 


No. PA1O 


No. GS31 





No. GS30 : | 7 
; ef 
an 
=? / No. LR8O 


<Ap 


\ 


Ask about the 4 EYE-STOPPING MERCHANDISERS 
now available to stock, show and sell these new color- 
matched tools . . . tools heavily promoted in 1960 
issues of BETTER HOMES & GARDENS, AMERICAN 
HOME, SUNSET, FLOWER GROWER, POPULAR 
GARDENING and other national magazines! 


No. LS40 


POWER-PACKED SALES PROGRAM 
READY FOR YOU NOW 


r | New Booklet Pulls Business Your Way 


Let this 24-page, fully illustrated booklet sell for you. 
Watch how it helps your garden tool sales! 100 
copies are yours FREE with a $35.00 order (dealer 
cost). Additional 100s, imprinted, for only $5.00, 
including postage to you. Ask for ‘‘How-to Hints for 
Good Gardening’’—now available for distribution by 
Stanley Garden Tool dealers. Use this sales builder 
for your in-store and direct mail promotions. 


AMERICA BUILDS BETTER 


REG. U.S. PAT. OFF. 


A complete merchandising package is ready to help 
you get the jump on Spring business—100 ‘‘How-to 
Hints’’ booklets, 50 Stanley Pruning Guides, 50 
envelope stuffers, window streamer and a complete 
set of newspaper mats. Your wholesaler has every- 
thing for immediate delivery—including tools. Con- 
tact him today, or write to Stanley Tools, Division of 
The Stanley Works, Dep't. 3804, New Britain, Conn. 


Want more facts? Circle 199, p. 107 
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ONEY MAKERS 


from 








The fastest-selling tool 
in the industry offered 
at a special price! 


VALUE No. 1 


A handy display pack with famous No. 

ey 1902 VACO Bolt Cutter and Crimping 
Kee, Se Tool... plus 69¢ Pak of assorted solder- 
SS | aul less connectors included FREE. You 
can't beat this value! 


Tool (regular price) . . . $3.95 
Pak (regular price)... .69 








SOLDERLESS TERMINALS 














| tdenghartamd 994 Uncen tenst» Cearetoet 


Raa See ee Total $4.64 


Special Price *3.69 


2 2 ee ee Se eee ee eee ee 








Full Markup 


== on Both Items 


For Everyone Who Ever Uses 
A Screw Driver or Nut Driver 


VALUE No. 2 


3 Tools in One! 


Reversible blade has 3/16” Regular bit on 
one end, No. 1 Phillips bit on the other. 
1/4” Hex Socket mounted in dome of 
handle. An ideal tool for appliances, 
motors, automobiles, TV sets, etc. 


Individually Carded 


Brand New and Regularly 
Priced at 


Special Price °1.25 


Offer Expires April 30 — Place Yo 
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High-low concept is 
booster for turnover 


The maximum-minimum princi- 
ple of stock control is growing in 
acceptance in the hardware trade. 
It is a simple, accurate form of 
stock counting and reordering. 

Tighter stock control means 
higher turnover in retail stores. 
Higher turnover is the key to more 
profit. 

With this in mind, some distrib- 
utors are devising maximum-mini- 
mum stock control plans to help 
their dealer-customers hold onto a 
bigger share of gross income. Such 
is the case with Mallico Distributors, 
Phoenix, Ariz. 

Malico has installed a pilot stock 
control program at O’Malley Lum- 
ber Co., Scottsdale, Ariz. The 















































Here are samples of the Mallco re- 
tail price marking ticket (upper left) 
and Merchandising Guide stock con- 
trol sheets. 


higher turnover target of the pro- 
gram has already been partially 
achieved. 

This pilot program was recently 
demonstrated to John F. Spaulding, 
president of Skil Corp., Chicago. 
With Mr. Spaulding were W. K. 
Downey, vice-president in charge of 
marketing; S. J. Hough, Skil gen- 
eral sales manager; and all regional 
sales representatives of the firm. 

Ralph C. Heisser, sales and mer- 
chandising manager of Mallco, ex- 
plains that the inventory control 





and turnover plan has been applied 
to every retail item in the store. 

With but 1500 sq ft of stock dis- 
play space, this dealer feels it is 
urgent to move merchandise fast, 
and to be able to control that move- 
ment to prevent lows and outs. 

O’Malley Lumber Co. is aiming 
for six stock turns a year as an 
average for the entire store. 

How does a simple maximum- 
minimum stock control plan work? 

First step in setting up the plan 
is a counter ticket placed under 
each item. In a blank space at left 
on the ticket is written the retail 
selling price. The next space at top 
is for the distributor’s number of 
the item. The next line is for the 
manufacturer’s number and de- 
scription of the merchandise. 

Two boxes are on the right side 
of the counter ticket, one box show- 
ing the maximum and minimum of 
the item, and the other showing the 
supplier’s code number. 

The second step in the plan is to 
prepare the merchandising guide 


Editor’s note: Hardware Age has 
devised a maximum-minimum stock 
control for seasonal lines, called 
Seasonal Profit Planners, which 
work along similar lines to the 
Mallco plan. Write Readers Service 
Dept., Hardware Age, Chestnut & 
56 Sts., Philadelphia 39, Pa., for a 
sample, or see HA Paint Merchan- 
dising Guide issue, April 7, 1960. 


ti ati tid 


which, when completed, will give a 
six months turnover picture. 

Incorporated in the merchandis- 
ing guide is space for recording 
dealer cost, basic stock, stock on 
hand, and replacement order col- 
umn. 

Using power tools as an example 
to explain the benefits of the sys- 
tem, Mr. Heisser says that one of 
his distributor salesmen can com- 
pletely inventory the power tool 
department, including accessories, 
in about an hour’s time. 

By comparing actual stock on 
hand, both display and inventory, 
with the box figures, the distributor 
saleman orders the difference, if 
any, to bring the situation back to 
the predetermined figures. 

Prior to the adoption of this sys- 
tem early in 1959, power tools were 





Why more customers 
reach for the 


Vi =a OF ti AVare: 


LY OF ae Ol. i i A= 2 


it's easy to see why Lufkin’s MezurMatic is the new /eader in 
automatic tape rules. Exciting user advertising. Powerful promo- 
tions. The kind of quality features that reach out and beckon. 


The rigid blade, for instance. The touch-control rewind. The rugged, 
heavy-duty end hook. Quality where it counts with craftsmen. 
So get plenty of backup stock—you’'ll need 


it with the automatic tape more customers 
reach for... the Lufkin MezurMatic! 


They! be 
looking for it 
on your 
TURNOVER 
TARGET 
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Acé Super Set 


OF TAPS AND DIES 


A Super-Seller for YOU! 


For mechanic or handyman, only Hanson offers 
this Super Set of Taps and Dies containing 39 top 
quality tools in the handiest and toughest of cases. 
Contains taps and dies in 17 popular sizes for 
threading up to 14”, a die stock, tap and reamer 
wrench, T tap wrench, screw pitch gage and screw 
driver. Priced right and backed by the famous 
Hanson unconditional guarantee. Contact your 
wholesaler or write to Henry L. Hanson Company, 
25 Union Street, Worcester, Massachusetts. 

Quality Tools at Popular Prices for Over Halt a Century. 


Tip the tap and up it comes... 
a unique Super Set feature. Case 
is lighter, smaller and far more 
durable than wood boxes. Yes, 
those Hanson people think of 
everything to make it better for 
the customer and you. 
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High-low concept is 
booster for turnover 
(Continued ) 


turning over at the rate of about 
twice a year in this store. 

Close observation of the turnover 
rate of each power tool led to the 
rise of power tools to the number 
three spot in sales at this store. 
Current rate of turnover is now 
running at about five times a year 
on many power tools. 

Among other advantages pointed 
out by Mr. Heisser is the fact that 
the floor salesmen now are spending 
their time selling to customers in- 
stead of buying from distributors. 

“In a two week period the entire 
store is inventoried and reorders 
placed to the distributor. Sure, 
sales people fill the holes every day 
from stock, but they don’t get in- 
volved in the time-consuming job of 
pencil-checking lists,” Mr. Heisser 
says. 


Melamine sales, profits 
headed for more growth 


Merchandising melamine dinner- 
ware is a growing business and a 
profitable one according to a recent 
survey of more than 300 merchants 
by the Melamine Council, New 
York City. 

Melamine dinnerware has _ be- 
come a major product line for hard- 
ware dealers, accounting for more 
than $4 million in sales in 1958 
(HARDWARE AGE survey). 

Merchants queried by the Mela- 
mine Council had a sales increase 
of 23.3 percent in melamine dinner- 
ware in 1959. These same dealers 
figure on an average increase of 
22.2 percent in 1960. 

Asked whether business done on 
best selling items in 1959 was prof- 
itable, the great majority of deal- 
ers surveyed (97.5 percent) said 
it was. 

Also on a rising trend, the mela- 
mine study shows, is the amount 
of patterned dinnerware being sold. 
For 1959, patterned sales were 71.8 
percent against 28.2 for solid col- 
ors among dealers responding. 
These same dealers anticipate a 
proportion of 75.7 percent for pat- 
terns against 24.3 percent for solids 
in 1960. 
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SOLDER JON —] =. st 
To satisfy every preference and need, Grabler offers you both CAST Bronze and WROT Solder- 
Joint Pressure Fittings. And, to help you—each type is available in sturdy and convenient 
easy-to-handle cartons. Actually you will be paying less for Grabler Rapidseal Fittings because 
packaging reduces handling—and keeps fittings clean, ready to use. Wholesalers find them easy 
to stock, easier to inventory—helps you get what you need for the job when you need it. Whatever 
your choice—CAST or WROT, ask your wholesaler for GRABLER Solder-Joint Fittings—depend- 
ability that doesn t cost you a single extra cent. | | 
Mu at-me1¢-le)(-1am\Ur-lalehe-lead0 1a] a)-a8 Oelan] ox 1a) am olololoMl =14e)-[0 1) 7-)’ AE Ol(-11.-11-lale Mo @ allo 
- ORDER FROM YOUR WHOLESALER 
SQUARE GEE — The Symbol of Quality — Service — Distribution 
* WAREHOUSES , | 
PROVIDING New York Boston Ollaretialar-1i St. Louis Minneapolis 
DEPENDABLE Philadeipnia Atlanta Dallas’ Detroit . San Francisco 
: SERVICE TO New Orieans Pittsburgh Chicago Denver Los Angeles 
WHOLESALERS es 
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and in Manhattan, Miami, Memphis, 
Minneapolis, Morgantown, and most 
every town in between! 














2. 


And the customer be- 
gins to show interest 
when you explain that 
repairing’s not for him 
.. that he needs a 
new faucet. (A Sterling 
Faucet, naturally!) 








STERLING’S 


Hardware 
Group of 


And so now he is “loaded for - Ting 
bear’ — leaving you with the “aes 
pleasant task of ringing up a big 


sale on the register! 


Send for this folder’ 











1. 


Can’t you just picture 
this customer enter- 
ing your store, waving 
a worn-out plumbing 
product at you, and 
asking for advice? 
(He came to the right 
place didn’t he?) 

















3. 


Customer warms up 
when you tell him how 
easy plumbing fittings 
are to install! He will 
also need a Trap, a 
pair of Flexible Sup- 
plies .. a wrench, pipe 
dope, torch and solder. 








Sy Since 


STERLING’S HARDWARE GROUP 
OF PLUMBING BRASS 


Takes but little space 
Turns over 2-3 times yearly 
Shows 35 to 45% profit 
Never gets obsolete 

Helps sell related items 
Builds store traffic 


2 Pe 
Sterling Fauacet 


MORGANTOWN * W.VA. Company 


The World’s Largest Independent Producer of 
Plumbing Brass Goods 
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How would you select a 


lawyer if trouble hits? 


Editor’s note: This is a capsule 
version of a brochure printed by 
the Small Business Administration 
for the benefit of small business- 
men. The brochure, No. 108, 1959, 
is available free by writing SBA, 
Washington 25, D. C. 


No one likes to think about hiring 
a lawyer, but it is an important 
task that many dealers will have 
to face sooner or later. 

Before you retain a lawyer, or 
law firm, to handle a legal matter, 
you should have in mind which of 
the six general legal areas are con- 
cerned. Briefly, they are: 

If your business is incorporated, 
you may need advice regarding di- 
rectors and stockholders meetings, 
dividends, rights of stockholders. 

Relationships with employees 
may require legal services in labor 
negotiations, proceedings before 
the National Labor Relations Board 
and boards of arbitration, and 
other matters involving industrial 
relations. 

You may need advice with re- 
spect to anti-trust violations by 
suppliers, or about the Robinson- 
Patman Act in connection with 
sales to your customers. This 
highly technical and little under- 
stood field of government regula- 
tions becomes more important each 
year. 

Your company may have trouble 
in relations with customers. The 
most common problems are collec- 
tion claims and claims for personal 
injury, property damage, and prod- 
uct liability. 

The legal problems of federal, 
state, and local taxation are a daily 
concern for many dealers. 

There are many specialized legal 
fields covering trade marks, financ- 
ing, and the like. 

Many persons will tell you that 
there is no need for a lawyer’s 
advice in the areas briefed above. 
This is a fallacy. It’s against the 
law for any person who lacks legal 
education to engage in the prac- 
tice of law. 

However, an astonishing number 
of persons acts on the off-hand ad- 
vice of non-trained individuals con- 
cerning serious legal questions. 





COMPLETE HARDWARE SETS 
FOR SLIDING DOORS 


_.. for industrial, commercial 
and farm installations 


4 Hangers of desired 
type. 

Sufficient Lock Joint 
Track (approximately 
twice width of door 
opening). 
One Center 
Bracket. 

Two End Track Brackets 
plus necessary Center 
and Lock Joint Track 
Brackets for spacing on 
2'0” centers. 

Two Bow Handles. 
Two Flush Pulls. 

Eight No. 435-72 Bump- 
er Shoes. 


Stop 


Two Floor End Stops. 
One Center Floor 
Guide. 

Two Stay Rollers and 
sufficient No. 102-88 
Guide Roller Strip. 


NOTE: Complete Hardware Sets 
ore available for both Single 
and Double [illustrated) Slid- 


ing Doors. 


The growing use of sliding doors provices a continuous and excellent markét 


for increased sales .. 


. assure yourself a share of this market by offering 


the customer R-W complete hardware sets. Includes everything necessary to 
install a sliding door. Sets are available in a type and size to meet customers 
ideal for barn doors, industrial doors, garage doors 
and doors on commercial buildings. Customer satisfaction is your greatest 
asset . . . protect this by offering them the best — sell the R-W QUALITY 
line of “‘profit-plus"’ hardware speciaities. 


specific requirements ... 


R-W 


R-W WEATHERPROOF BARN- 
DOOR TRACK AND HANGERS 
. the favorite of farmers 
everywhere. R-W Self-cleaning 
36 Track is weather and bird 
proof. R-W 423 Hangers fea- 
ture roller bearings and lateral 
and vertical adjustment for 
easy, dependable operation. 


Write today for com- 
plete information... 


request your free copy 


R-W “EaR-Way™” TRACK AND 
HANGERS for effortless opera- 
tion. No brackets needed. Track 
has ears spaced on 12” centers 
that attach to the wall by lag 
screws. Bosses on track permit 
free passage of air to prevent 
rust. Hangers have ball bear- 
ings and vertical and lateral 
adjustments. 


TRACK AND HANGERS 


R-W “LOCK-JOINT” TRACK 
AND HANGERS for doors 13/,” 
to 2,” thick. Track available 
in 4,6,8, 10 and 12 ft. lengths. 
R-W No. 20-2 Hangers feature 
roller bearing steel wheels and 
lateral and vertical adjustments. 


Richards-Wilcox 





MANUFACTURING COMPANY 


A HANGER FOR ANY DOOR THAT SLIDES 
310 W. THIRD ST. © AURORA, ILL. © Branches in all Principal Cities 
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When in doubt, see a lawyer. 
There are three choices open to 


of Catalog No. A-400. 








| JACKSON ROPE 


OCEAN BRAND MANILA—SUPER-TUFF SYNTHET ICS 
_ makes sales—the easy way 3 
. .. with the finest rope money can buy _ 











JAK-PAK COILS 


—clean, tough Manila rope snugly 
packed in convenient dispensing car- 
tons. Dependable and smart-looking 
packaging. 


JACKSON ROPE BAR 


—builds sales, cut selling time with 
this good-looking, permanent dis- 
play. The “backbone” of your rope 
department, it displays Nylon, 
Polyethylerie and Manila rope to 
best advantage. 


> 
PREPACKAGED—SELF SERVICE 


Corts and CONNECTED COILS 
—famous JACKSON Super-Tuff 
Synthetics and Ocean Brand Ma- 
nila in 50’ and 100’ lengths. Make 
self-service easy and profitable 
with Jackson. 


JACKSON JUNIOR SPOOLS 


—Super-Tuff Synthetics in easy-to-sell 
spools of approximately 10 lbs. each. 
600 ft. 4 in. dia.; 400 ft. “%e« in. dia.; 300 
ft. % in. dia.; 150 ft. % in. dia. 


Your JACKSON distributor has the details on these profitable items, 
and others in the sales-building line. Get in touch with him now. 


practical, durable rope— 


SYNTHETICS—MANILA 
packaged for 


BOATING - INDUSTRY - HOME - RECREATION 


Manufacturers 3" G3 Since 1829 


THE THOMAS JACKSON & SON CO., reEapins, PENNSYLVANIA }. 
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you: a general practitioner; a small 

law firm having several lawyers; 
a larger law firm that may have 
dozens of lawyers. 

If your legal problem seems 
minor, a general practitioner will 
fill the bill. If the problem is com- 
plex, perhaps the larger firm with 
highly-trained specialists would be 
best. 


Unusual display idea 


for tops of canopies 


A curved shadow-box effect can 
be created at little cost to improve 
display area above canopies on wall 
fixtures, 

Many dealers use this space to 
show samples of bulk items such as 
wheel goods. But co-owner Donald 


Space above canopies can be made 
more productive with this shadow- 
box effect. 


Wagner of Haydon Hardware, Han- 
nibal, Mo., has built shadow boxes 
to take better advantage of the 
space. 

Mr. Wagner fashions his shadow 
boxes out of curved strips of gal- 
vanized steel. End supports are 
made of 1 x 2 in. lumber. Each unit 
is about 18 in. high, giving a sepa- 
rate display compartment about 14 
in. wide. 

The steel and end supports are 
painted in flat pastel colors. These 
units make a series of little alcoves, 
with different items displayed in 
each. 
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Micro-Groove Rifling reduces gas 
leakage, improves muzzie velocity, 
gives 20-25°, accuracy bonus. Bullet 
at right shows how Muicro-Groove 
Riffing grips without distorting metal 


Martin Micro-\ue 4Power is 
specially made for Marlin .22 rifles, 
priced at $14.95. Available wath pur- 
chase of new Marlin 22's at special 
low price of $10.00, complete with 


or unbalancing bullet. 


BUSINGSS 
For You 


*K Marlin Micro-Groove bolt-action .22s— 
with the built-in “accuracy bonus” that 
only Micro-Groove Rifling can give! 


a hardware. 


All Marlin Bolt-Action .22 rifles offer these quolity features: Easy 

for cleaning and ee Blued steel barrel of Special Analysis Ordnance Steel; 
Automatic side e ; Receiver dovetail-grooved for tip-off style scope top 
mounts ; Sicho-atyie's stock of quality walnut with Monte Carlo babes Pistol 
grip with cap; Custom-style rubber butt plate; Exclusive Marlin Micro-Groove 
Rifling; Gold-plated trigger; New positive safety; Self-cocking action. 


MARLIN MODEL 81-C BOLT ACTION .22 
REPEATER: Tubular magazine holds 25 Shori, 20 Long or 18 Long 
Rifle 22 cartridges: 41° overall length, priced at $36.95, only $4.00 
down.* 81-DL with receiver peep sight, windage and clevation ad- 
justments, Ramp front = pbsisen with ges ¢ hood ; Swivels for sling 
strap, $39.95, only $4.00 down 


KX The 2,500,000 boys of gun-buying age 
—and their friends and brothers and dads 
—who will see and study this ad for Marlin 
Micro-Groove .22 bolt-actions in the May 
issue of Boys’ Life, plus the big Lever-Action 
Ad in the June issue of Sport Magazine. 


*K x K It’s profitable business when you 


stock and sell Marlin Micro-Groove .22 
rifles! Low down-payment converts look- 
ers into buyers, Marlin Pay-Later Plan pro- 
tects you against risk or loss. Marlin Micro- 
Vue Scope combo offer adds scope profits 
to rifle profits! Marlin Micro-Groove qual- 
ity makes satisfied customers for your store 
—brings ’em back for ammo, tackle, etc. 
Remember—when it’s profits you’re gun- 
ning for—‘‘you can’t miss with Marlin!” "| 


MARLIN MODEL 80-C BOLT ACTION .22 

REPEATER: 8-shot clip magazine handles .22 Short, Long or Long 

Rifle cartridges; overall length 41°; priced at $32.95, only $4.00 

down.” 80-DL with swivels for sling Strap; Receiver front sight 

with windage and elevation adjustments; Ramp front sight with 
detachable hood, $35.95, only $4.00 down.* 


Ae MARLIN MODEL 101 BOLT ACTION SINGLE- 
SHOT .22: Handles .22 Short, Long or Long Rifle cartridges ; overall 
length 39°; priced at $19.95, only $3.00 down.* Pe, 


Prices subject te change without notice. 


"tn Merlin Pay Later Plan. 


' Mi gqarlift Micro-Groove Rifles 


MARLIN FIREARMS CO., New Haven, Conn., U.S.A. 
1 Please send me New Marlin illustrated catalog in color. I'm enclosing 25¢ [} 
Please send me the four-color Wild Life Map size 23" x 32". I'm enclosing 50¢ [J 
| NAME 
DEALERS! For new 4-color catalogs and latest 4 
price list, write to Marlin Firearms Co., New 
Haven, Conn., U.S.A. 
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basketful of dreams 


Dreams that died ... dreams that lived... 
dreams of determined and restless men. 


The death knell of the oar 


Rowing is fun to sailors in Central Park. But, 
it was an ordeal to a Norwegian immigrant in 
Wisconsin, one Ole Evinrude. 


Wisconsin is dotted with lakes . . . crisscrossed 
with streams. About every time Ole wanted to 
go somewhere, it was a case of row, row, row. 
Like all of us, Ole dreamed. Unlike most of us, 
Ole did something. In 1906, he designed the 
first practical outboard motor. By 1909, he was 
manufacturing them for the market. 


What's more, he triggered a long chain of 
creativity. Men dreamed of a lighter, easier-to- 
carry motor. So, Outboard Marine produced 
the first lightweight aluminum motor in 1921. 
Other engineers dreamed of easier operation. 
So, Outboard Marine developed the first gear- 
shift, and the first electric starting. Remote 
controls thus became a reality. The motor’s 
loud noise disturbed other dreamers. So, from 
Outboard Marine, came the first quiet out- 
boards. These motors were shock-mounted to 
almost eliminate noise and vibration. Many 
more dreams came true, too many to list here. 
But, they made the outboard motor the effi- 
cient, quiet, economical power plant it is today. 


But, all dreaming at Outboard Marine isn’t 
confined to outboard motors. 


Vehicle of a 1001 uses 


For years, there has been a great 
need for a small gasoline- powered 
utility vehicle ...one that could 
operate indoors and out. 


With engineers of Outboard Marine’s Cushman 
plant, to dream is to act. They went to work 
on drawing board and on testing ground. They 
created tough bantams that could do almost 
anything. However, some prototypes weren't 
tough enough, versatile enough, easy enough 
to operate, or economical to maintain. But, 
Outboard Marine engineers kept on. Finally, 
the 3-wheel Cushman Truckster® made its 
debut. The Truckster is hard to beat for 
versatility. It may be a mobile ice cream cart, 
a street cleaning unit, a trash collector, a 
personnel carrier, or a U.S. Mail delivery van. 
You'll find it in nearly every type of surround- 
ings: in industrial plants and warehouses, 
airports, public parks, golf courses, and marinas. 


And, it all happened because engineers in 
Lincoln, Nebraska, have faith in the future. 


Your backyard, too, figures in the dreams of 
Outboard Marine engineers. 


Please, no scalping on the lawn 


Ever push a lawn mower over dips and hol- 
lows ... and have it slice off turf, as well as 
grass? So have Outboard Marine engineers at 
the LAWN-BOY plant. It gave them an obses- 
sion: a mower that would cut levelly no matter 
how uneven the terrain. So, they drew plans, 
constructed models, tinkered, and tested. Out 
of a lot of sweat and dreams came staggered 
wheels and the Activated Pilot Wheel. Now, 
a LAWN-BOY® takes the ups and downs of 
terrain in its stride. And, your turf remains 
untouched by cutting blade. 


What is the goal? 


Because of this basketful of dreams, 
you and other Americans work and 
play outdoors better and easier, 

with the products of Outboard 
Marine Corporation. 


OUTBOARD MARINE 
POWER FOR WORK, POWER FOR FUN 


OUTBOARD MARINE Makers of Johnson, Evinrude, Gale Buccaneer, (utheard motors ¢e Lawn Boy Power Mowers ¢ Midland Power (arden Tools ¢ Pioneer Chain Saws e Cushman Utility Vehicles 
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ONLY PERFORMANCE 
DETERMINES THE VALUE 
OF AN 
OUTBOARD MARINE 
PRODUCT 


Anybody can talk up a storm about a product. Talk is cheap. But, talk is 
no substitute for the vast amount of engineering and manufacturing 
“know-how” of Outboard Marine Corporation... available to each of 
its divisions. Talk doesn’t back the Outboard Marine research program. 
Dollars do, and lots of them. Talk doesn’t replace the testing every Out- 


board Marine product must undergo. 


That’s why we’re not making any claims about our products in the new 
series of Outboard Marine corporate ads. Instead, we’re laying the facts 
on the line to 17,000,000 readers of TIME, NEWSWEEK, U.S. NEWS 
& WORLD REPORT and THE NEW YORKER. Straight-from-the-shoulder 
facts about the testing, the research, and the developments in gasoline- 


powered products that are part and parcel of Outboard Marine Corporation. 


To us, the significant value of any Outboard Marine product 


is the performance it provides its user. 


OUTBOARD MARINE CORPORATION 
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HERE'S A wee Convention 
ee Saha Calendar 


SELF-MERCHANDISING 


M @ N EY | | J L' @ | »——Convention Check List—— 


For complete details about the con- 


ventions and shows listed below, see 

the alphabetical listing starting on 

page I8!, Apr. 7 issue. The next 

, complete listing will be in the May 


5 issue. 


April 


30 to Morley- Murphy Co., Dealer 
May | Show, Green Bay, Wis. 


May 


2-6 National Builders’ Hardware 
ey os Assn. Management Conference, 
et Princeton, N. J. . 


15-17 Pacific Coast Conference of 
National Builders’ Hardware 
sane bas he agition 
Society o rchitectura ard- 

It sells on sight — this uniquely-packaged washer assortment that’s ware Consultants, Portland, Ore- 

needed and wanted by every homeowner and workshop handyman who _— : 

enters your store! Here in their own powerful merchandising display — — Supply Con- 

carton, ready for easy showing on counter or rack, are twin plastic tubes 6 ae Sly SN aes 

of Milwaukee Wrot Washers in lock- and flat-size assortments most eve , 4 


A & Housewares Show, Danville, 
often used in the home. Va. 


Wherever you put them, these cartons are eye-catching traffic stoppers. 
Their flashing color and transparent tubes bring impulse-buying cash PET ee ee ‘ 
out of customers’ pockets into your register fast — in a volume and at se Bem tage ete Poe eng vy 


. : ; Convention & Toy Show, Chi- 
a mark-up assuring worthwhile profit on every transaction. cago | : 


Order from your jobber today — then watch your washer sales climb. Cotter & Co., Toy & Fall Goods 
Merchandise Exhibit & Stock- 
Do iE OO ea AIRS ES CE aie: CN RE Ra mmr SS holders’ Meeting, Chicago 
The Lawn Mower Institute, Inc.., 
Eighth Annual Convention, 
Shawnee-on-Delaware, Pa. 


Wrot Washers offer you the broadest selec- 
OTHER WASHER tion of retail merchandising packages in the 
MERCHANDISING PACKAGES (dustry. From the exclusive new “Klip-Pac Weis = alight: Mie 
through assortment- and single-size tubes to T p Club 
DESIGNED TO STIMULATE shelf boxes and bulk washer containers, there Assn. & Texas Boosters Club, 
RETAIL SALES is a sales-proved, turnover-stimulating Mil- San Antonio, Texas 
waukee packaging method exactly fitted to Jul 
every customer’s requirements. — 
, 10-14 National Retail Hardware Astn. 
Congress, Philadelphia 
11-15 National Housewares Mfrs. 
Assn. 33rd Exhibit, Atlantic City 
17-19 Our Own Hordware Co., Sum- 
a mer Merchandise Exhibit & 
Stockholders’ Meeting, Minne- 
Precounted washers (in aetna ng SHELF, apolis : 
sizes 3/16” through 3/4”) 
now assembled in perma- | All standard and SAE size 
nently size-marked, con- | washers are available in For complete details about conven- 
ASSORTMENT AND venient clips which stop | colorful, quick-identifying tions and shows listed above see the 
SINGLE-SIZE TUBES waste and loss. boxes of 1 and 5-Ib size. April 7 issue of Hardware Age. 
Provide from 3/16” to 7/16” 
counted and plated washers Ps BULK WASHER 
of popular sizes in plastic “¢ CONTAINERS 
tubes. ‘ All standard Since 1887 
4 iy nd SAE snes | | Business failures dip 
are supplied ai yy — 
in 100- and MILWAUK EI Business failures for the week 
200-Ib. bulk HONT WASHER 
cartons for " WASTL ended March 24 were 286, or 16 


large-quantity less than in the previous week, 


WROUGHT WASHER | ; —~< | and 11 less than in the same week 


\ = <= a year ago, according to Dun & 
MANUFACTURING CO. F y= oe es Bradstreet, Inc. Business fail- 


the world’s largest producer of washers 


EXCLUSIVE KLIP-PAC 




















ures to date are 3,495 or 95 less 


2218 S. Bay Street © Milwaukee, Wisconsin than in the same period of 1959. 
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(when it comes to water systems) 





Satisfaction brings ‘em back! 
And, that’s why hundreds of 
Fairbanks, Morse dealers have 
been handling our pumps or wa- 
ter systems for 20 years .. . 60 
years ... even as long as 3 gen- 
erations! ¢ They’re satisfied with 
the built-in dependability we in- 
sist on in every pump or water 
system. (Customers are, too.) 
¢ They're satisfied with the built- 
in quality that prevents costly 
mechanical breakdowns! « 
They’re satisfied with the way we 
make selling F-M systems easier 
—with our famous name and in- 
dustrial reputation. © And— 
they're satisfied with our wide 
range of pump and water-system 
selections ... for every purpose 
..» for every need * When you 
deal yourself in the dollar-profit 
picture... bet you’// be satisfied, and 
stick with Fairbanks, Morse, too! 
Pumps For Every Purpose! 
e& F-M pumps from % to 5 hp, 
shallow well, submersibles, 
down-the-well jet models... 
all are immediately available. 


A MAJOR INDUSTRIAL COMPONENT OF FAIRBANKS WHITNEY CORPORATION. NEW YORK 
Went more facts? Circle 210, p. 107 








MOUSE 
and RAT 


TRAPS 


“Snap up" unit sales with the "Can't Miss”, 
attractive, self-service 2-PAC. This con- 
venient, eye-appealing, buy-appealing, pre- 
priced two for nineteen cents, transparent 
package is a proven traffic stopper. Easy 
and dependable, four-way trigger action 
builds customer satisfaction. 


LSTEEL 2-PAC 


These attractive, nickel- 
plated, Alsteel 2-PACS 
sell themselves. Easy 
and safe to set, sanitary 
ejection plus fast, de- 
pendable action fea- 
tures trap more sales. 


GEM TICKET PUNCHES 


A quality pressed steel 
nickel-plated punch with 
knurled handles at a 
popular low price. Avail- 
able with six assorted 
dies and three round 
dies. Pre-priced card 
attached. 


METAL PRODUCTS 
McGIL COMPANY 
MARENGO \e ILLINOIS 
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How's the Hardware Business? 





New builders’ hardware stock program aims for 
better turnover, profits, on lower inventory 


A modern concept in merchan- 
dising and inventory control for 
builders’ hardware has been ini- 
tiated by P & F Corbin Div., Amer- 
ican Hardware Corp., New Britain, 
Conn. 

At the request of Franklin Hard- 
ware & Supply Co., wholesaler at 
Warrington, Pa., P & F Corbin 
developed a new basic stock con- 
trol and selling program for deal- 
ers. 

With the cooperation of Corbin 
Cabinet Lock, Safe Padlock and 
Hardware Co., Amerock Corp. and 
C. Hager & Sons Hinge Mfg. Co., 
Corbin has developed a merchan- 
dising plan for a complete builders’ 
hardware department in a dealer’s 
store. 

Items not manufactured by the 
companies named are also included 
in the plan. 


Related selling concept 


Based on the concept of related 
selling, the program aims for max- 
imum turnover with minimum in- 
ventory, resulting in greater prof- 
its. 

It affords dealers a basic stock 
selection by store size and type, 
arranging allied items on display 
by product association for easy 
customer selection and inventory 
control. Merchandising plans avail- 
able from other manufacturers can 
be adopted to this program. 


To determine the suggested basic 
inventory, the following factors 
were considered. Customer accep- 
tance of brand names; product 
space requirements; size and type 
of store; and merchandising im- 
pact for greater impulse sales. 


Basic stock selections 

In addition, the NRHA Turnover 
Handbook was used for determin- 
ing basic stock selections, adjusted 
to meet the requirements of three 
store classifications. 

@ Hardware stores in the $50,- 
000 to $100,000 retail sales range. 

@ Hardware stores in the $100,- 
000 to $200,000 retail sales range. 

@ Lumber yards in the $100,- 


000 to $200,000 retail sales range. 
(Hardware sales only.) 


Each item in the inventory man- 
ual is classified as basic, optional 
or service for easy dealer refer- 
ence. 

Basic items indicate those re- 
quired as a “must” in the dealer’s 
stock. Optional items are included 
in the inventory upon selection by 
the dealer, depending on past sales 
history, type of customer, location 
and season of the year. Service 
items listed for reference only. 
They are ordered by the dealer 
when required to meet an individ- 
ual demand. 


New E-Z order form 


By arranging products on dis- 
play and on illustrated inventory 
control forms to coincide with pre- 
determined product line associa- 
tion, inventory may be quickly 
spot checked and posted. 

Through the use of the new 
E-Z order form, developed by 
Franklin Hardware and Supply 
Co., a dealer can visually control 
inventory by his regular ordering 
process. 


Transparent, illustrated and pre- 
priced order forms are periodically 
mailed by product lines and manu- 
facturer to dealer, based on his 
purchase records. This allows him 
to transpose his purchase require- 
ments rapidly and easily, with a 
minimum risk of error. 


Recommended inventory 


The basic builders’ hardware in- 
ventory recommended for dealers 
in the $50,000 to $100,000 bracket 
is approximately $1200, dealer 
cost. 

For the hardware store in the 
$100,000 to $200,000 bracket, the 
suggested inventory is approxi- 
mately $1925. 

The lumber yard whose hard- 
ware sales are in the $100,000 to 
$200,000 range has a basic inven- 
tory approximating $2675. 

Depending on the size and type 
of store and the depth of inventory 
required, recommended basic stock 





usually can be accommodated in a 
12 to 15 ft gondola or wall display. 

Fixtures list from $25 per lineal 
foot, and are available from several 
sources. Some existing units can 
be adopted for the program. 


Consumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 


Belknap summer mailer 
is 4-page Red Tag Sale 


“Red Tag Sale” is the theme of 
the summer mailer prepared for its 
dealers by Belknap Hardware and 
Mfg. Co., wholesaler at Louisville, 
Ky. 

The mailer is for July-August 
promotion. It is printed on four 
pages in color, and is newspaper 


size. More than 90 items are fea- 
tured including housewares, sport- 
ing goods, outdoor items, tools, 
cleaning, electrical and plumbing 
supplies. 

A coupon special is featured on 
the front cover. It offers a regu- 
lar $1.95 three-piece sauce pan set 
for 98¢ and the coupon. 

A 15l-piece decorative kit con- 
taining window banners, pennants, 
price cards and newspaper mats is 
available with the circular. 


Liberty Retail Stores 
have spring promotion 


The spring circular from Lib- 
erty Retail Stores, Inc., a group of 
independent hardware dealers spon- 
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WELDEDGE 
HARDWARE 
CLOTH 


Made in a full 
range of sizes with 
flat wire selvage 
perfectly welded to 
each filler wire for 
added strength, 
rigidity and uniformity. Heavily 
galvanized after weaving. Con- 
ventional loop selvage also 
available in all sizes. 





Vv (y 


PREVENTS... 


leaves and litter from accumulating 


in gutters and eaves troughs 
STOPS overtiowing gutters 
STOPS clogged-up drain pipes 
STOPS rust and rot in eaves troughs 


Wright Galvanized Gutter Guard is a 
“do-it-yourself” product which will appeal to every homeowner. It is shipped 
to you in cartons containing ten 25-foot rolls. Each 25-foot roll is packaged 
in attractive “sight-seller” boxes. Wright Gutter Guard is easy to install and 
can be cut to desired lengths with tin snips, shears or cutter pliers. It’s made 
of galvanized steel for long life — and priced for profit, too! 























Galvanized 

FLOWER 

FENCE 
A modern smooth-top fence with 
wide see-through openings. Easily 
adjusts to up-and-down-hill gar- 
den shapes. Comes in 50’ rolls, 
19” high with 4” built-in stakes. 
Welded construction. 








WRIGHTLINE 
REVERSE TWIST 
NETTING 


Wrightline Reverse 
Twist Netting with 
reinforcing line 
wires vunrolls per- 
fectly straight and 
flat—and stays that 
way! It's easier to 
vse — has no sags or bulges. 
Furnished galvanized either be- 
fore or after weaving. 


G. F. WRIGHT STEEL & WIRE CO. 


WORCESTER 3, 


ee 


MASSACHUSETTS 


Your most dependable source of supply for 





INTRODUCING... 


machine bolt 
expansion shield 


SURE 


Pressure cast of completely rustproof 

Arroloy—a strong zinc alloy containing 

aluminum, copper, and magnesium. A chromate treatment 
to prevent white-corrosion gives the shield a bronze hue. 
As the bolt is tightened, the wedge-nut is drawn into the 


tapered, tubular shell. Expansion is fast, holding power 
tremendous. 


THE MEWARRO ES LINE OF MASONRY 
ANCHORING AND DRILLING DEVICES 


ARRO-CORE MASONRY DRILL 
A-C-E EXPANSION SHIELD MACHINE SCREW ANCHOR 2 


<>. 
ARROFLUTE CARBIDE MASONRY DRILL 


—_— 


FOUR-FLUTE HAND STAR DRILL 


EXPANDER HAMMERLESS SETTING FOOL 
O-E EXPANSION SHIELD 


j 


in | 


iT 
it 


_F INT URE 


MAL-LEAD BOLT ANCHOR . — 
FOUR-FLUTE DRILL POINT 


TWIST DRILL POINT 


LEAD SCREW ANCHOR 


Se 


JUTE PLUG 


TUMBLE TYPE 
TOGGLE BOLT 


SILV NG 
SELF DRILLING SHIELD 


LITTLE MAJOR TURNBUCKLE 


DISTRIBUTORS: 


This Advertisement Appears 
in Leading Publications Di- 
rected to Your Customers 


ARRO EXPANSION BOLT COMPANY 
Dept. H, P. O. Box 388, Marion, Ohio 
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New Wholesalers’ Aids 


(Continued ) 





sored by Supplee-Biddle-Steltz Co., 
Philadelphia, will feature a “Gold 
Key Values” theme to tie-in with 
Hardware Week. 

The circular is printed on four 
pages in three colors, and is news- 
paper size. Two coupon specials 


are used. They offer a fiberglass 
insulated picnic bag for 99¢ and 
three Cannon towels for 88¢. 

Radio spots will promote the 
circular in six key markets. In ad- 
dition, a full-page newspaper ad 
and television spot announcements 
will be used. 

A 293-piece display kit contain- 
ing streamers, banners, price 
cards, and rain checks and 3 col. x 
9 in. newspaper ad mats are also 
available with the promotion. 


Spring, summer catalog 
distributed by Cotter 


The V & S Spring and Summer 
Catalog prepared by Cotter & Co., 
dealer-owned wholesaler in Chi- 
cago, features 48 pages this year, 
eight more than the 1959 catalog. 
Circulation of the catalog will be 
a record 1,270,000 copies. 

The multi-colored catalog con- 
tains 18 pages on lawn and garden 
supplies including two pages on 
power mowers, seven pages on 
sporting goods and outdoor living 
items, six pages on housewares, 





Sale Speeder No.4 


Wse this fast convincer 


Jolame Olle: amt: tl-) phan 2016.6-— 


No. SL22 
Heavy-Duty 
Lawn Rake. 


Your Dasi< Ne Viele aeealelal-a" ne 
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Cou-O-Mat 


MOST BEAUTIFUL 


CAN OPENER ig i 
MADE ‘| 
a7 


PORTABLE . 


ELECTRIC. 


CAN 
OPENER 


Be > 
it. * 


aE 
( * \ oer ay 
: J RIVAL MANUFACTURING CO 


‘ we 29 Miccer P 


Want more facts? Circle 215, p. 





four pages on paint and paint 
sundries. 

Two full pages are devoted to 
the V & S Continuous Account 
Contract, Cotter’s new “Enjoy Now 
—Pay Later” credit plan. The re- 
maining pages feature plumbing 











and electrical supplies, automotive 
accessories, and hand and power 
tools. 


A merchandising package sup- 
plements the catalog. It includes 
a 400-piece display kit of specially 
designed banners, pennants, and 
price cards, tie-in aids from par- 
ticipating manufacturers, radio 
spot announcements, a 3 x 14 in. 
newspaper mat, an outline for a 
store personnel meeting and three 
pages of merchandising hints. 


Supplee-Biddle-Steltz 
has summer toys mailer 
“Happy Hours In The Sun” is 
the theme of the summertime toys 
circular being offered to dealers by 
Supplee-Biddle-Steltz Co., whole- 
saler at Philadelphia. 
The circular is printed on eight- 
pages in four-colors. A coupon 
special on a personalized name 


i ABPY HOURS 











piven 


IN THE NYLON 
CORD BUSINESS 


® The Easy Way 

®@ The Low Inventory Way 
® The Low Cost Way 

® The Packaged Way 

® The High Profit Way 





100% NYLON 
BRAIDED CORD 
RACK 


That’s right...here is an 
easy, low cost way to get into 
the highly profitable Nylon 
Cord business. This rack is 
only 24 inches high and takes 
up less than 1 square foot of 
floor or counter space. Cord 
is one reel each of 1/8”, 
3/16", V4” and 5/16”. Rack 
is FREE with order for 4 or 
more spools. 


Ask your jobber about it... 


CORDAGE 


John H. Graham & Co. Inc. 
105 Duane St., New York 8, N.Y. 
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(and because it’s ILCO) 


Owners of commercial establish- 
ments, apartment landlords and 
residents, homeowners want locks 
that can’t be jimmied .. . that pro- 
vide real protection against forced 
entry. 

The safest, most thief-proof 
of all conventional locking devices 
is an ILCO Jimmyproof Deadlock. 
It can’t be jimmied .. . it can’t be 
matched in quality by any other 
deadlock on the market. 


INDEPENDENT LOCK 


~154 ¢ HARDWARE AGE, April 21, 1960 


EXCLUSIVE MAXIMUM 
SECURITY FEATURE: 


Only ILCO offers an extra heavy, 
solid bronze lock with special au- 
tomatic shutter (attached to back 
cover) which prevents possibility 
of cylinder being forcibly pulled 
out of door and bolt being operated 
with screwdriver. 





ILCO Jimmyproof Deadlocks are 
available for right or left hand 
doors without change in dull, 
sprayed or bronze finish. 


FITCHBURG, MASS. 
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(Left) No. 401— 
Sprayed bronze. 
No. D401— Dull bronze. 


5%D for doors 
opening in (Reg- 
ularly furnished ). 

9% for doors 

opening out. (Fur- 

nished only when 

specified). 


No. 401C — double cyl- 
inders for extra securi- 
ty on glass panel doors. 
Dull bronze. 


co. 





Sale Speeder No.5 


'@i-+- me aall- wmes: 3 a olelak sAlalerct, 


Jeolamel lille: amt: \|-) Mm h an 20) 4a. 


No. HGL ‘es, 


SY 


Wi 


New Small-Size 
‘Ci taelciameisleh sc. 


Teo = TE MPER 
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Vr. Dealer: 


would you like to 
profit by some of 
the services used 

by chain stores 


) 





for example: 


STORE PLANNING 
AND ENGINEERING 


Proven ideas to help you have a modern 
profit-making store at low cost 


For complete information 
on this profit-improving 
service, plus many others 
enjoyed by hundreds of 
Independent Hardware 
Dealers—write NOW to: 


PRO HARDWARE, INC. 
4 East Avenue 


MAROWARE Larchmont, New York 


STORES aa 
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| tickets, 
| checks. 


New Wholesalers’ Aids 


(Continued ) 





plate is used to create extra traffic 
for dealers. The name plate is 
offered for 29¢ and the coupon. 
Also available is an attractive 
in-store display kit containing ban- 
ners, streamers, pennants, price 
counter cards, and rain 


| American Hardware has 





| 
| 


is a “Dealer’s 


Hardware Week catalog 


American Hardware Supply Co., 
dealer-owned wholesaler at Pitts- 
burgh, is providing its dealers with 
a 24-page catalog for Hardware 
Week promotion. 

The catalog features some 158 
merchandise items and five coupon 
specials. It is printed in two colors 
and has space for the dealer’s im- 
print on the front cover. 

A special feature of the catalog | 
Choice” merchandise | 


_ selection. The dealer may select any 
one of six two-page center spreads 
| available. 


A Hardware Week tie-in store 
display kit is also available. It con- 
tains giant-size window banners, 
over-the-wire pennants, ad mats, 
and two 7x10 price cards for each 
Hardware Week value. 


Oklahoma Hardware has 
monthly ad mat service 


Oklahoma Hardware Co., whole- 
saler at Oklahoma City, has gone 
a step further in providing its 


dealers with material to build traf- | 
The wholesaler is | 
now offering its dealers a monthly | 


fic and sales. 


ad mat service. 


| Every month some 10 to 15 best | 
selling items will be selected, and | 


an ad mat featuring these items 


a | | take out, or substitute items. 


| will be made up for newspaper use. 
If used as is, the ad will measure 
| about 40 inches. 

A proof of the ad will accom- | 


pany the mat to the dealer. The 
mat is made up so the dealer can 
The 


@ thetic rope business.. 





. 
. 
> 
— 
7 
_ 


100% nylon rope & 
polyethylene rope @ 
oven tiller cable 


All you need to sell the boating 


folks in your area...and all on a 
free rack that’s only 24 inches high 
and taking less than one square foot 


g of counter or floor space. 


Get your share of this marine syn- 
. and get it 
the low inventory, low cost, mini- 
mum space way. Write for catalog 


my page and price list. Ask your jobber 
= for King Cotton. 


JOHN H. GRAHAM & CO. INC. 
105 Duane Street 
New York 8, New York 
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THERE IS NO OTHER LOCKING 
WRENCH LIKE CRESTOLOCK: 


CRESTOLOCK is a practical, dependable 
adjustable wrench that can be locked at 
any infinite opening size within its capacity. 
It’s the famous Crestoloy Wrench PLUS a 
simple, positive, thumb-operated locking 
device. There’s no strain on the lock...no 
projections. Once locked, it stays locked 
until you change it. Available in 8, 10 and 
12 inch sizes, chrome plated with stainless 


steel locking device. 


PERMIT PRESETTING ONE HAND OPERATION 
TO ANY SIZE 





NO OTHER 
WRENCHES LIKE 


CRESCENT 


CRESCENT and CRESTOLOY 


Wrenches are made by the origi- 








nators of the 22° adjustable 
wrench. They have been widely 
copied but never equalled for 
design, balance, quality and all- 
around performance. The buyer 
who wants top value in tools 
insists on CRESCENT, 








eee 


Sold by Hardware Dealers and 
Industrial Distributors everywhere, 


<Sfiygn of lhe C¢rtisan 
Syrlot of Cuccllence 


=~ 


Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 
CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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EVERYONE'S A CUSTOMER 
FOR A DEARBORN 




















sy Pe ray FURS” =<“ 
“Why not deliver it in 
person — tonight!” 


Of course . . . when you're selling 
Dearborn, customers take you right 
into their homes. Just like the girl in 
the illustration, waiting eagerly for 
delivery of her new Dearborn. It’s 
easy to see why, too, when you 
consider all Dearborn’s great advan- 
tages, like the Cool Safety Cabinet 
and famous Hi-Crown cast iron 
burners that are guaranteed for life. 
So buy early and buy Dearborn. 
And be ready for your phone to 
start ringing. 


HIi-CROWN 
BURNER 


A lifetime burner 
with an unrivaled 
performance rec- 
ord, the Dearborn 
Hi-Crown isso 
efficient, econom- 
ical and trouble- 
free it will never 
warp or burn out! 


The Dearborn Crest is the world’s finest 
unvented gas area heater, a standard of 
quality for the heating industry. 


Get details of Dearborn’s clean-cut selling 
policy from any of these regional sales 
offices: Atlanta, Chicago, Dallas, Los 


Angeles, San Francisco. . : 


1960 Dearborn Stove Co., Dallas 





C8 Oe Opty oO e er ewe 
. 





store name 


BRINGS cpri NG Yaw 


TH ESE at substantial savings 





31795 HAND MIXER STEAM & DRY 
, IRON 
The most popular iron 


7) Electric 
; it's White in America 


> _—< #4 Fully guaranteed 9 was $17 95 
Mixes - Beats | cone A 
And Whigs - Stirs | ** $12.88 aS A 
j ony 2 trons in 1 - . 
$12.88 





With efficient controls 
JIFFY PLANTERS _| MUNSEY TOASTER 


it's unique ~ 255 oa >’ ne NOW 
Cut or Dwarf size “- 
Flowers . OL, 2 $4.66 
From A 15" Roll of ei 


Cotton impregnoted with * Makes golden brown 
. 


be « 
FAUCET 


ota ad ie ee 
oa AMERICAN 
ee jy 


WATER HEATER 
| i $12.50 for this New 
oa 





For NG or LP gas 


Deluxe 100 percent 
WeTROL THERMOSTAT 


Glass Lined 


$69.95 


But it's only 


$9.88 


See us for ail Plumbing Needs 
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10 YEAR GUARANTEE 
Acorn style wall type 
Provides clean tresh water Faucet 
dealer will be charged $1.50 for 
this service, but if he uses six or 


100% NYLON jf 
BRAIDED CORD | 


Merchandiser 





more of the original items in the | 
ad, a full credit will be issued for | 


the $1.50. 


Promotions 


Manufacturers’ New 
Merchandising Plans 








Corning has June price 
special on Pyrex dish 


Corning Glass Works, Corning, | 


N. Y., has announced a price spe- 


cial on its clear Pyrex two quart | 


oblong utility dish. During June 
only, the dish which regularly re- 
tails for $1, will retail at 88¢. 

The dish will be delivered to re- 
tailers with a special label con- 
taining two price tags. One will 
denote the 88¢ June price, and the 
other the regular $1 price. The 
dealer can remove the 88¢ tag and 
replace it with the $1 tag if any 
dishes remain in stock after June 
30. 


Toro promotion adds 45 
days to mower season 
Toro dealers can increase their 


mower selling season an extra 45 | 


days this year with the new pro- 


Get your share of the big volume 
in the popular small sizes of 100% 
NYLON BRAIDED CORD. Nylon is 
a natural; hundreds of uses and 
real consumer demand. This little 
merchandiser takes up less than 
1/2 a square foot and its big turn- 
over means real profit for you. 
Cord sizes No. 3 through 4% in 
natural or green. 





SELL IT FOR 


HALYARDS 
MASON LINE 
AWNING CORD 
TENT ROPE 
BUOY LINE 
DECOY CORD 


TROT LINE 
HOBBY WORK 
TRAVERSE CORD 
BLIND CORD 
FISH STRINGERS 
DRAPERY CORD 
FLAG LINE LACING CORD 
PACK LASHING TIE-DOWN ROPE 
RIGGING 


Ask your wholesaler for 
King Cotton Cordage 


KING COTTON CORDAGE 
105 Duane St., New York 8, N.Y. 





| 
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Manufacturers Promotions 


ad (Continued) 
Another new and exclusive IC or 


motion offered by Toro Mfg. Corp., 


© Minneapolis. 
Onl Ga}l By adding the six-cubic-foot Big 
Bag to its Whirlwind rotaries with 


“Wind-Tunnel” design, Toro pro- 
motes the unit as a spring lawn 
cleaner that will swoop up all lawn 
debris, clip and bag clippings, and 
help turf green up weeks earlier. 

Toro is furnishing dealers with 
materials to push the clean-up 
theme. They include colored win- 
dow banners, colored sleeves to 
transform the Toro Leaf-cleaning 
kit into a grass-bagging kit, four- 
A new model, the No. 330 Victor Conibear trap for color brochures showing Toro’s en- 


Also available: beaver, otter, and other animals of similar size is tire line. a 200 line ad mat. and a 
now available. This humane, body-gripping trap is , s re im 

No. 110 Victor Coni- ideally adapted for water sets. It has large, 10” x 10” series of merchandising hints for 

jaws an ouble spring for fast, powerful killing the promotion. 

bear for muskrat, action. Equipped with safe-setting device and 19” 

chain with ring. 

barn rat, wharf rat, The Victor Conibear trap has proved to be every- 

squirrel, civet cat, ee it was said to my Trappers demand it because 

and similar size it eliminates wring-off of valuable fur-bearers. Only ome 

a ee you, as a Victor Dealer, can offer it! So don’t wait Dominion promotes two 


. order the new No. 330 Victor Conibear trap from appliances as gifts 
your wholesaler. 














mink, skunk, weasel, 











Dominion Electric Corp.’s second 


ANIMAL TRAP COMPANY OF AMERICA quarter promotion features two ap- 


Lititz, Pa. ¢ Pascagoula, Miss. « Niagara Falls, Ontario pliances as gifts for Mother’s Day 
Want more facts? Circle 222, p. 107 and June brides. 








The featured appliances are the 
Dominion 4-10 cup coffee maker 
(model 1603) and the steam and 
FOR TYING dry iron (model 1080). Both carry 
PLANTS ...AS a one-year over the counter re- 


HOUSEHOLD TIES placement warranty. 


The promotion is backed by free 


Attractively packaged, green colored vinyl dealer sales aids including counter 


plastic tapes. Have wire core cards, ad mats, literature and 
. ’ 
ail wc a tadies glossy product photos. 


Your customers want Plas-Ties for tying 
plants, closing plastic bags and to do 
dozens of other household chores. 


industrial sales show 


14% gain in February 
Shopper Stopper February sales for wholesalers 


CONTAINS: ea - .. ee selling industrial supplies were 14.3 

36 packages 7 inch @ 29¢ oP ai percent higher than in the same 

28 50 ft. spools @ 69 a oe month a year ago, and 2.7 percent 
18 200 ft. spols @ $1.29 _  taoy Ss more than in January. 

RETAIL VALUE...... $52.98 ee OT | According to the National Indus- 

Se / trial Distributors’ Assn., sales for 

the first two months of 1960 were 


DEALER’S COST ONLY $29.95 13.3 percent higher than in the like 


period of 1959. 
Refills Available Order from your jobber Inventories at the end of Febru- 


ary were up 8.8 percent from a 
year ago. Accounts receivable as 
of Feb. 29 were 13 percent ahead 
of the same date a year ago. 
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AEROXON | 
FLY RIBBONS 


World's Best 


ee 


SURE! SAFE! 
SANITARY! 


Increases sales wherever dis- 
played! New blue and yellow 
card with 5 Aeroxon Fly 
Ribbons in transparent plastic 
blister. 





Priced for 
Volume Sales 
and Profits 


Warehouse Stocks Carried 
in 10 Major Markets 
@ New York 
} @ Norfolk 
@ Kansas City 
@ Dallas, Tex. 
@ Portland, Ore. @ Denver, Colo. 





@ Chicago 

@ San Francisco 
@ Los Angeles 
@ Minneapolis 


NATIONALLY ADVERTISED 


Complete Details and 
Prices Upon Request 


AEROXON SALES CO., INC. 














9 East 38th St., New York 16, N. Y. 
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Manufacturers expand, 
move to new facilities 


Ajax Hardware Corp. has con- 
structed a new plant in the City of 
Industry, east of Los Angeles. The 
plot covers nine acres, of which 
two-and-one-half are under roof. 
The new plant will house the com- 
plete manufacturing operation, 


warehouse, and shipping facilities, | 


and offices. 

Corning Glass Works, Corning, 
N. Y., will build a plant at Green- 
castle, Pa. The plant will have 
nearly 600,000 sq ft of floor space, 


and will serve as a distribution | 
center for products made by Corn- | 
ing’s Consumer Products Division. | 

Hyde Manufacturing Co. is add- | 
ing a new fabricated aluminum | 


building of more than 10,000 sq ft 


to its present 80,000 sq ft factory | 


at Southbridge, Mass. The new ad- 
dition will include facilities for re- 
ceiving and shipping. 

The Grote Manufacturing Co. is 


consolidating its cabinet and auto- | 


motive divisions in a newly con- 
structed plant in Madison, Ind. 
Puritan Cordage Mills, Louis- 
ville, Ky., has opened a new mill in 
Madison, Ga. The plant is on a 75 


acre site, and has 83,000 sq ft of | 


floor space. It will house manufac- 
turing, assembling, and shipping 
facilities. 


Wholesalers’ sales up 
6 percent in February 


February’ sales 


salers 
sales in February a year ago, and 


4 percent higher than in January, | 
according to the Commerce Dept. | 


Sales for the group for the first 
two months of 1960 were up 5 per- 


cent from the like period of 1959. | 
Sales of all whoiesalers in Feb- | 


ruary were 8 percent ahead of Feb- 
ruary 1959, and 2 percent higher 
than in January. Sales in the dura- 


ble goods trades totaled $4.2 bil- | 


lion in February, 4 percent higher 
than in January, and 10 percent 
more than in February 1959. Sales 
in the non-durable goods 
totaled $5.7 billion, 1 percent high- 
er than in January, and 6 percent 
more than in February last vear. 





of hardware, | 
plumbing, and heating goods whole- | 
were 6 percent ahead of | 





trades | 


100% 


Marine Grade 


Manila Rope 


Packaged for the 
Hardware Dealer 


ROPE RACK 


A all i) am 


N 


A small space, big turnover disploy 
with 6 populor sizes. Puts any dealer 
in business with a minimum 
inventory. 


KING COTTON COIL ROPE 


in colorful, self-dis- 
pensing Selicord® 
cartons for easy 
handling and clean 
storage. Pre-meas- 
ured every 10 feet. 


Connectea reels in ready to use 
counter display box. “Big Sell" in 
small space...only 8” x 18”. 


KING COTTON HANDI-HANKS 


B Two color display 
carton. 35’ hanks 

= pre-measured, 
pre-marked. 
The King Cotton 
Line—MANILA * 
SISAL * NYLON * 


5 DACRON + 


m POLYETHYLENE - 
COTTON 


John H. Graham & Co., Inc. 


105 Duane Street, New York 8, New York 
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COUNTER PUNCH! 


viet wie PEG'PAKS 
Bright Wire 


Hard-Hitting Impact right at the point of sale! That’s what Hindley 
PIC-PAKS give you — today’s fastest-moving combination of bright wire 
hardware individually pre-packaged, pre-counted, and pre-priced within 
easy reach of every customer! 


Colorful, Counter-Punching Display carries 
acomplete assortment of PIC-PAKS. Designed 
to sell on sight, PIC-PAKS with “see-thru” 
tops offer a variety of screw eyes, cup hooks, 
screw hooks. 


Right On The Button . . . Hindley PIC-PAKS 
deliver a big profit punch at your cash register, 
too! So keep plenty on hand. Order a complete 
supply of PIC-PAKS or rack refills today. 
Your wholesaler will give you prompt service! 








SSnce 1897 Cumberland, Rhode Island 


indle y/ HINDLEY MANUFACTURING COMPANY 





WIRE HARDWARE + COTTER PINS + PLUMBING SPECIALTIES 


industrial supplies, 
machinery orders up 








I I 
|| Industrial Supplies & Machinery |” 
|_| New Order Index—July 1948-100 | | 


Seasonally Adjusted 
Source: American Supply & Mochinery Mfrs." Assa 























feat AGE CHART 
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1958 1959 1960 
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New orders for industrial sup- 
plies and machinery showed a 
slight improvement in February, 
the first upward movement in eight 
months, according to the American 
Supply & Machinery Manufactur- 
ers’ Assn. 

The new order index in Febru- 
ary climbed two points to 200 (July 
1948 = 100). This was a 1 percent 
gain on orders placed in January, 
and the first upward movement 
since last July. 


G. E. reduces prices on 
Christmas light bulbs 


General Electric Co.’s Miniature 
Lamp Department has announced 
reductions in prices of seven major 
lines of G. E. Christmas light bulbs 
to distributors. 

Walter P. Cartun, general man- 
ager of the department, said these 
reductions are expected to result 
in lower consumer prices. G. E.’s 
suggested retail prices are being 
reduced an average of 9.4 percent. 

Among the six lines affected is 
the familiar C-74% Christmas tree 
bulb. This bulb will now be dis- 
tributed with a suggested retail 
price of two for 29¢ and five for 
72¢ compared with 16¢ each and 
five for 79¢. 


Display conscious? ... 

Are you building spring displays 
now? 

Do you think your displays are 
outstanding, maybe good enough to 
win a prize? 

Be sure to read the article start- 
ing on page 92 of this issue. 





Sale Speeder No.6 


lise this fast convincer 


for quick sales. it works! 


No. TD 
“Dynamic” 


Hedge Shear 


TT 


Your basic lin 


er , : T 
’ | . tT } Ay 
le "Aer" tial —. 


iamael@lalca. 
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PUFFS ENOUGH 


powder lubricant 


* Lubricates anything 
that moves in home, 
office, 


« Over a million 
squeeze bottles sold 


* More desirable than 
dirty black graphite 


* Counter display and 
individually carded 


* Full jobber and 
dealer discount 





* A few choice terri- 
tories open for rep- 
resentatives 


Don't be 
low priced 


For FREE Sample and 
full information, 
write Dept. HA-4 


REARDON PRODUCTS 
305-07 CASS ST. PEORIA, ILLINOIS 


In Canada: J. L. BARDWELL CO. 
Box 142, Sta. ‘'d,'’ Toronto, Canada 
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Four percent decrease 
in March construction 


New construction put in place 
during March declined $168 mil- 
lion or 4 percent from the March 
1959 level. According to the Com- 
merce Dept., the value of March 
construction was $3,673 million. 
This compares with $3,840 million 
in the like month a year ago. 

The March total rose 5 percent 
from February, but this was short 
of the usual seasonal rise of about 
8 percent between February and 
March. 

For the first three months of 
1960, the value of construction ex- 


| penditures amounted to $10.9 bil- 


lion, $204 million or 2 percent less 
than in the comparable period of 
1959. 

New private construction spend- 
ing in March was valued at $2,705 
million, about the same level as in 
March 1959, and up 4 percent from 
February. This increase in private 
construction from February to 
March was also less than the usual 
seasonal rise for the period. 

The cumulative value of private 
expenditures for the first three 


| months of 1960 amounted to $8 bil- 


lion, 3 percent more than in the 
same period of 1959. 


Sears’ March sales up 
2.6°% from year ago 
Roebuck & Co. 


Sears, reports 


March sales were up 2.6 percent 


from a year ago, a record for the 
month. This was the 19th consecu- 
tive month in which Sears set 
monthly records. 


Volume for February and March, 


| the first two months of fiscal 1961, 
'was up 4.1 percent over the like 
| period a year ago. 


Spiegel, Inc., also reported a 


| gain in monthly volume. Spiegel’s 
| March sales were up 4.7 percent 
| from 
_months ended March 31, volume 
| was up 1.4 percent over a year ago. 


last year. For the three 


Farm pump shipments in 
_ 1959 show 13% increase 


Factory shipments of domestic 


_ water systems in 1959 totaled 786,- 
000 units, valued at $72 million. 
' That’s 91,000 units, or 13 percent, 


é 
tee 
e 
F 





| TURNOVER | 


High 


PROFIT 


©) “KING COTTON § 
® DRAPERY CORD § 


Handy 50 ft. coils for big home 
replacement business. Six 
cellophane wrapped coils to a 
““SELLCORD'’® counter display 
box. All drapery cord colors. 


il 


Ideal length 40 ft. coils for do-it- 
yourselfer who re-cords his own 
blinds. 6 cellophane wrapped 
coils to counter display carton. 
All venetian blind cord colors. 


Ask your JOBBER about 
KING COTTON. 


KING COTTON 
VENETIAN BLIND 
CORD 


John H. Graham & Co. Inc. 
105 Duane Street 
New York 8 N. Y. 
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B25 


new! compact chain display 


‘7 helps dealers build sales 


Here's a sturdy, space-saving sales promoter designed to 
keep chain sales going up, up, up. A full assortment 
of 4 reels of the four most popular and fast moving types 


and sizes of Turner & Seymour small chain. 


Features: Rack of heavy, gauge nickel plated steel rod... red 
and white top-tag ... plastic-covered non-scratch base. Uses only 
minimum counter space or can be hung if desired. Choice of two 


chain assortments. Stand and 4 reels in one carton. 


There’s a wide range of Turner & Seymour chain—sash e 
jack e register ¢ safety « furnace ¢ universal ¢ cable ¢ double 


loop © and many other chains in a complete size range. 


For complete information and prices, 
write today. 


THE TURNER & SEYMOUR MFG. CO. 


TORRINGTON, CONNECTICUT 


EEE call 
SSSsceossssoesossssss4 
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more than in 1958, according to the 
Commerce Dept. 

With the exception of submersi- 
ble pumps, deep-well systems ac- 
counted for 21 percent of the num- 
ber of units, and 22 percent of the 
value of shipments of all domestic 
systems during the year. 

Shallow-well systems accounted 
for 274,000 units, or 35 percent of 
the total. Shipments of 248,000 con- 
vertible jet units, and 98,000 sub- 
mersible units account for the re- 
mainder. 

Shipments of miscellaneous types 
of domestic pumping equipment 
such as hand and windmill pumps, 
pump jacks, cylinders, and wind- 
mill heads and towers were valued 
at $5 million in 1959, a 23 percent 
increase on 1958. 


Farm pump shipments up 
10 percent in February 


February factory shipments of 
domestic water systems totaled 
54,681 units, reports the Commerce 
Dept. That’s 4,897 units or 10 
percent more than in the previous 
month. 

Deep-well systems accounted for 
10,670 units of all domestic water 
systems shipped in February. Shal- 
low-well systems amounted to 20,- 
861 units, convertible jets ac- 
counted for 17,799 units, and sub- 
mersible pump systems accounted 
for 5,351 units. 

For the first two months of 1959, 
factory shipments totaled 104,465 
units, 8,135 units less than in the 
comparable period of 1959. 


Personal income rises 
$22 billion in February 


Personal income in February 
was at a seasonally adjusted rate 
of $393 billion. This was about 
even with January, but $22 billion 
more than in February 1959, ac- 
cording to the Commerce Dept. 

February wage and salary dis- 
bursements were $268.8 billion, up 
$18.7 billion from the like month 
a year ago, and $.7 billion from 
January. 

For the first two months of 1960, 
income was up $45.8 billion, or 6 
percent from the comparable per- 
iod in 1959. 





HOLD-E-ZEE and UPSON 
SCREWDRIVERS 


motel ivialale Mists O@lalelialel 


SEU ve ee cece ee eres LOK=-BLOK--ee reese ee eee: 
ee Exclusive, patented LOK-BLOK prevents blade / 
, drive through and twisting. < 


Quality Unsurpassed—Performance Unequalled 
Hexagon blades of finest chrome vanadium 
steel tempered entire length, chrome 
plated. Handles of unbreakable, fire 
resistant Tenite II specially shaped 

for sure grip, comfort. 


Both lines have the specially _ Screwdrivers 
engineered crosspoint bit xa Have same top qual- 
—recognized as the ity and outstanding 

“«best.. Bit fits both features (except Gri 


per) of celebrated HOL 
ed ta nee E-ZEES—but low priced. 


Standard 


HOLD-E-ZEE \° HOLD-E-ZEE & UPSON LINES FEATURE 


SEL-FAST MERCHANDISING UNITS 


The Original Auto- \ 
matic Grip Screwdrivers \) 
> ‘s 


Famous spring action Gripper 
recedes deep into handle 
giving full blade use. 


weit To ' 
pees 
spaces a 


. UPSON BROS., INC. eearnain. 
The ONLY Full Featured Drivers jocnester 14,N.Y. Co 
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STOCK PARKER 
WORKSHOP VISES 


Quality » 2s Only vises shell molded from semi-steel—by 


vise makers for over 125 vears. 


Demand... Ao LU ame oa OE Siolaal-1a-Me Galoh’ ams lale MR’ de) st i ial- Unt del aa 


salotah tall oMolaleMusloli-idl>l CM olll i Mlalio Mt) 4-1a'ae fold 4-1 ae Att -S 


SALES... the extra features in Parker Vises will keep 
your stock moving, your customers satisfied. 


For other Parker workshop vises, —P4—P5 


Ne. 708%4—Avaliahle with emecth jews “/4e CHARLES PARKER CO. 


WRITE FOR FREE VISE CATALOG TODAY! 50 HANOVER ST. MERIDEN, CONN. 
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Ads like this one, in Reader’s Digest 
every month during the painting season 
are pre-selling your customers. on 


“Lucite’’ House Paint throughout 1960. 
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NEW LUCITE HOUSE PAINT 


_,.the money-maker that really means business.! 


For profit-minded paint dealers, the big news this 
year is “Lucite” Acrylic House Paint, a remarkable 
new product of Du Pont research. Outstanding dura- 
bility, ease of application and superior blister- 
resistance make “Lucite” the greatest development 
in exterior finishes in 30 years. But more important, 
new “Lucite” offers you unparalleled opportunities 
to build sales volume and increase profits. 


The whole story of this remarkable new discovery 
is told in the full-page advertisement reproduced 
here—currently appearing in Reader’s Digest. A 
brand-new Politz survey, just released, proves that 
readers of the Digest— many of them your customers 
—will turn to this particular page more than 60 
million times! 

But that’s just a single example of the way 
Du Pont is pre-selling your customers, over and over 


again all through 1960, in an aggressive hard-hitting 
campaign of national advertising that’s causing un- 
precedented demand for this wonderful new exterior 
finish. It’s a safe bet that all your customers will be 
reading about “Lucite” this spring in at least one of 
these great magazines: The Saturday Evening Post, 
American Home, Better Homes & Gardens, Sunset, 
Popular Science, Popular Mechanics and Mechanix 
lilustrated. What’s more, another 35 million TV 
viewers get the “Lucite” story on the Du Pont Show 
of the Month, April 21, over CBS. 


For you, this means a terrific opportunity to build 
bigger sales and higher profits. Stock up now on 
DuPont “Lucite” House Paint. Feature it promi- 
nently in your store. Make use of Du Pont’s exciting 
new window displays and other powerful selling 
helps. For full details, clip and mail coupon today. 


“LUCITE” MAKES THE DIFFERENCE ...AND ONLY DU PONT MAKES “LUCITE”! 


rc 
| 
! 


Sell the paint that’s worth the work... the beauty lasts! 


i ae U.S. PAT ‘elAl 


Better Things for Better Living 
... through Chemistry 


E. |. DU PONT DE NEMOURS AND CO. (INC.) 
Finishes Division, Dept. HA-64 
Wilmington 98, Delaware 

Please send me complete details on the money- 
making opportunities of “Lucite” House Paint. 


Name 





Title 


xB . ax 
St ame 


Street 

















sins allla lath digits Gi inte Aegis oenh anhtibd iepaghencaweed 


Want more facts? Circle 232, p. 107 


HARDWARE .AGE, April 21, 1960.¢ 165 





Read it in HARDWARE 


EWS OF 


HARDWARE AGE FOR 


KKKKKKSK 








News About Dealers: Harry Spector Says 





‘Retirement is for the Birds,’’ Opens Store 


cone 


Owner Spector is happy to be 


Philadelphia, Pa. — SPEC- 
TOR’S HARDWARE has opened 
under the guidance of Harry 
Spector, a man who couldn’t 
retire and like it. Mr. Spec- 
tor ran a store known as 
Harbea Hardware in Haver- 
town, Pa., for a generation. 
He sold the store last year 


active again. 


and retired. Like many a 
man, he found “retirement is 
for the birds,” and sought 
activity again. Mr. Spector 
has found that activity in a 
neighborhood store in West 
Philadelphia. And he has 
found that getting back to 
hardware is the perfect tonic 
for restlessness. 





Janney Semple Hill 
Transfers Two Men 


R. E. Perry has been trans- 
ferred to the buying depart- 
ment of the industrial divi- 
sion of Janney Semple Hill 
and Co., Hopkins, Minn., 
industrial supply distributor. 

Mr, Perry had been in in- 


R. E. PERRY 


dustrial sales in Minneapolis 
and St. Paul. 

H. H. Brutlag has been as- 
signed to succeed Mr. Perry. 

Mr. Brutlag, who joined 
the firm in 1945, has worked 
in the shipping department, 
as an inside hardware sales- 
man and as an _ industrial 
phone salesman. 


H. H. BRUTLAG 
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Columbian Rope Elects 
Morris as President 


Rexford L. Morris has 
been elected president of the 
Columbian Rope Co., Auburn, 
N. Y. Mr. Morris, former 
executive vice-president, suc- 
ceeds Edwin R. Metcalf, 
elected vice-chairman of the 
board. 

Frank R. Metcalf, former 
vice - president, purchasing, 
succeeds Mr. Morris as exec- 
utive vice-president. 

Mr. Morris joined Colum- 
bian Rope in 1917 and was 
named. production manager 
in 1923 and five years later 
became company auditor and 
office manager. He was 


REXFORD L. MORRIS 


elected a director in 1937 and 


later was elected vice-presi- 
dent, then vice-president and 
treasurer. 





Oneida Ltd. Elects 
Pierrepont T. Noyes 


Pierrepont T. Noyes was 
elected president of Oneida 


PIERREPONT T. NOYES 


Ltd, Silversmiths, Oneida, 
| ae A 

Mr. Noyes, former execu- 
tive vice-president and gen- 
eral manager, succeeds Miles 
E. Robertson who had been 
president and board chair- 
man. Mr. Robertson will 
continue as board chairman 
and executive committee 
chairman. 

Mr. Noyes’ entire business 
career has been with Oneida. 
He joined the firm about 
1936 and in 1941 became as- 


sistant to the general man- 
ager. He was elected execu- 
tive vice-president in 1954 
and has been general man- 
ager since 1955. 


Garrity Joins Landers 
As a Vice-President 


Paul G. Garrity has been 
elected vice-president of mar- 
keting at Landers, Frary & 
Clark, New Britain, Conn. 

Mr. Garrity was vice-pres- 
ident of sales for Schick, Inc. 
He will now be responsible 


PAUL G. GARRITY 


for the marketing of all 
products for Landers, Frary 
& Clark and its subsidiary 
companies. 
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W. H. KINNAIRD 


Shelby Metal 
Elects W. H. Kinnaird 


W.H. Kinnaird was elected 
Metal 
Products Co., Shelby, Ohio. 

Mr. Kinnaird, former ex- 
ecutive vice - president, suc- 
ceeds C. C. Fish who for- 
served as president 
Fish, 
who has been elected board 
chairman, is a founder of the 


president of Shelby 


merly 


and 


chairman. Mr. 


company. 
Mr. 


Glove Co., Brookville, Pa. 


Products 


Kinnaird joined. the 
firm in 1958. He had been 
vice - president and general 
manager of the Brookville 


Stanley Works Elects 
Gischel Vice-President 


Clyde S. Gischel was 
elected . vice-president, mar- 


CLYDE 8. GISCHEL 


keting of Stanley Works, 
New Britain, Conn. 

He has been director of 
marketing and _ sales for 
Stanley since January 1959. 


J. M. Jayne Resigns 


Joseph M. Jayne has re- 
signed as executive vice-pres- 
ident of the Cal-Dak Co., 
marketing division. He will 
continue as a board member. 





W. Bingham Co. Sponsors Dealer Contest 
For Window Displays of Aluminum Items 


A dealer contest for the 
best window display of mer- 
chandise made of aluminum 
is being sponsored jointly by 
W. Bingham Co., Cleveland 
wholesaler and Aluminum Co. 


of America. 


The purpose of the contest 
is to dramatize aluminum 
in hardware 
stores and to point up the 
characteristics of aluminum. 
The contest program is plan- 
ned to focus attention on the 
Alcoa Market-Maker Promo- 
tion of Aluminum Co. of 


products sold 


America. 


The contest is open to all 
First 
prize is $150, second prize is 


Bingham customers. 


$100 and third prize is $75. 


Rules are: Dealer must 
have a 10-day window dis- 
play, in May, of products all 
or partially made of alumi- 
num. Entries must be mailed 
to W. Bingham Co., Alcoa 
Market- Maker Promotion, 
Box 6026, Cleveland, Ohio. 
Entrants will receive $5 if 
their entry is accompanied 
by a 5 x 7 in. photograph of 
their display. All entries 
must be received by Bing- 
ham before June 6. 

Three judges will review 
the entries. W. A. Phair, edi- 
tor of HARDWARE AGE will be 
one judge. Others will be 
provided by Aluminum Co. of 
America and the Cleveland 
Press. 


N. F. Luekens Is President Of Newly Formed 
Inte 


N. F. LUEKENS 


Plans for a national hard- 
ware sales program, in which 
six wholesalers will partici- 
pate, were discussed April 8 
in Cleveland, at a meeting of 
Interstate Hardware Mer- 
chandising, Inc. 

Interstate is a newly- 
formed organization headed 
by N. F. Luekens as presi- 
dent and treasurer, and Wal- 


WALTER M. BOCHER 


ter M. Bocher as managing 
director. 

Its purpose is “the promo- 
tion of increased hardware 
sales through independent 
dealers.” Initial activities 
will include a fall merchan- 
dising program, featuring 
handbills, “products of the 
month,” special campaigns, 

(Continued on page 174) 





KENNETH H. SCHAFFER 


Schaffer Elected 
A Farwell Director 


Kenneth H. Schaffer was 
elected a director and sec- 
retary of Farwell, Ozmun, 
Kirk & Co., St. Paul, Minn., 
wholesaler. Mr. Schaffer will 
continue as general sales 
manager. 

He is filling the vacancy 


created by the retirement of 
George W. Jones from the 
firm after 49 years of ser- 
vice. 

Mr. Schaffer joined the 
firm in 1948 as an assistant 
in a buying department and 
was made the buyer of house- 
wares in 1955. 

The other directors were 
all re-elected. 


Meyer's Val-Test Group 
Chooses Its Fall Items 


A committee of 25 whole- 
sale executives of the Val- 
Test Distributor Organiza- 
tion, a division of Meyer 
Merchandising Service, Inc., 
met recently in Denver, Colo., 
ty plan fall and winter pro- 
motions. 

The group of wholesalers 
reviewed and selected items 
submitted by manufacturers 

(Continued on page 174) 
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FULTON 


FREE SPOOLING 
WINCHES 


NO. 296 has double 
drive of 5.1 to 1 and 
12.2 to 1 gear ratio. 
Mechanical advantage 
up to 133:1. Capacity 
-2000 Ibs. direct lift. 


NO, 295 has 5.1 to 1 
gear ratio with 
mechanical advantage up 
to 54:1. Capacity 

1400 Ibs. direct lift. 


News of the Trade 


Illinois Dealers Elect A. O. Jahr President 





* 


A. O. Jahr, Jahr Hardware, Mahomet, was elected president of the 
Illinois Retail Hardware Association at its annual convention in 
Springfield, Jan. 17-19. R. G. Bucher, Bucher Hardware, Bradford, 
was elected vice-president. Officers and directors of the association, 
seated left to right, are: George T. Preckwinkle, Bishop Hardware, 
Springfield, new director; Gilbert J. Hahn, Hahn's Hardware, Chi- 
cago, holdover director; James R. Wylde, Wylde & Son, Sycamore, 
retiring president on advisory committee; and Mr. Bucher. Standing 
left to right are: Edward J. Johnson, Village Hardware, Western 
Springs, holdover director; August R. Stroot, Stroot Hardware, 
Quincy, advisory committee; Wm. F. Ewert, managing director; 
Eugene L. Cox, Cox Hardware & Furniture, Marion, advisory com- 
mittea; Stanley M. Getz, Getz Hardware, Greenville, holdover 
director; and Wilbur S. Sweetnam, Sweetnam Hardware Co., Peoria, 
advisory committee. Mr. Jahr, newly elected president, was not 
mresent when picture was taken. 


“Free spooling” lets drum turn without handle spinning 
as load is ely controlled with the brake. Exclusive 
handle permits change from cranking to free-spooling 
position or removal of handle in seconds with a push of 
the slide. Adjustable length handle increases mechani- 
cal advantage as needed to lift light loads fast or heavy 
loads easily. 

Models 296 and 295 have rugged one-piece pressed 
steel frame. Drive shafts and pinion gears are heat 
treated high carbon steel. Pinion gears are supported 
on both sides of frame in oil impregnated bearings. 
Unique brake on Model 296 gives choice of self-energiz- 
ing or non self-energizing braking action by removing 
one lock nut and reversing lever and band. 

Large capacity drums have adjustable rope or cable 
clamp. Positive two-way ratchets have “off” or neutral 
position. Models 296 and 295 have bright cadmium 
plated finish. 


General Purpose Winches available 
% from 200 to 2,000 ibs. capacity. 


MALLEABLE HOOKS 





Sunbeam Corp. Extends 
Consignment Program 


Sunbeam Corp. has ex- 
tended its distributor-agent 
consignment test program 
from a three-state Pacific 
Coast area to five additional 
states. 

The market testing pro- 
gram under which dealers 
are contracted for appliance 
sales has been extended to 
Arizona, Idaho, Montana, 
Nevada and Utah. The pro- 
visions of the contract ar- 
rangement have been in op- 
eration since early 1959 in 
California, Oregon and 
Washington. 


rail doors opening on a Cot- 
ton Belt spur track and 
three truck doors opening to 
a 60-ft covered dock. There 
are 14,000 ft of fenced open 
storage. Paved off-street 
parking is also provided. 

The new warehouse is 
more than twice the size of 
the former location at 2526 
Oakland Ave. 





Dates Announced For 
Wholesalers’ Shows 


Ace Hardware Corp., 
Chicago, Summer Con- 
vention and Toy Show, 
June 5-7, at main ex- 
hibit hall of the Palmer 


Made of fully annealed mal- 
leable iron for maximum 


House, Chicago. 
Benjamin Moore & Co. 


~ capacity 1500 
lbs. 


cadmium 
ploted 


cadmium 
plated 


No. M-2 
Dual-Lok Coupling 


picted - Tequired for rope. 


coup 
use. Fast 
To uncou 
lock and lift lockin 


down: 
padlocked to prevent theft. 
Fulton offers a complete line of Pressed Steel Trailer Couplings. 


WRITE FOR FREE CATALOG 


THE FULTON CO. 


MILWAUKEE 19 WISCONSIN 


Ibs. ye of Hook is %" LD. 
Ook opening is %%". Snap 

466 and 468 1S stainless steel. 
Smooth finish—no thimble 


The Fulton ‘Dual Lok’’ 
is safe yet simple to 

itive operation. 
e — depress safety 
lever. To 
couple — push locking lever 
safety lock is automatic. 
Automatic safety lock can be 


Is Independent Firm 


Due to a_ typographical 
error in the April 7 issue, 
page 105, Benjamin Moore & 
Co., New York, was identi- 
fied as an affiliate of another 
paint company. This is not 
correct. 

Benjamin Moore & Co. is 
an independent firm and has 
no affiliation with any other 
company. 


S & S Sales Occupies 
New, Larger Warehouse 


S & S Sales Co. has occu- 
pied its own building at 2501 
S. Harwood, Dallas, Tex. 


Bostwick-Braun Co., 
Toledo, Ohio, Annual 
Toy and Gift Show, 
June 1-18, at company 
offices, Corner Summit 
& Monroe Sts., Toledo, 
Ohio. 


Supplee-Biddle-Steltz 
Co., Philadelphia, Toy 
and Gift Show, July 
11-15, at company’s 
Merchandise Mart, 4th 
& Bristol Sts., Phila- 
delphia. 


Dates of other wholesalers’ 
shows and conventions an- 
nounced previously are 
shown in the Convention 
Calendar beginning on page 
148. 
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The new building has four 








WRIGHT & MCGILL 


EAGLE CLAW HOOKS 


TRADE MARK REG. U.S. PAT. OFF. "THEY HOOK 
Tv. M. 
AND HOLD’ 


LOOSE HOOKS 


Ne. 31 “EAGLE CLAW” Piain Shank 
Snelled Hooks 


thf 


‘ 


SS 
No. 139 “EAGLE CLAW” “BAITHOLDER” ) 
Snelled Hooks Mii bie © M 
No. R.R. ny Pu 
“ I) i} he New 
— [Meee | TREBLE 
Rack Free i ee HOOKS 
with the Eleaf | oes 
purchase 
of 6 


gross of " ete ( ‘ ‘ —_—- ~ 

a a” WRIGHT & McGILL CO. 

Hooks “th. Mirae Stat aw 
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the BIG name 
in Gun Cleaning 


Rd 


ROPE RACK GUN CLEANING 
ESSENTIALS 


ATTRACTS 


ATTENTION 
Display them prominently 


one HOPPE’S products walk off with 
FITLER MANILA ROPE—always reliable, is lubricated the top scores in both sales and 
against internal friction, waterproofed to keep it fiexi- profits in every state in the 
ble, end ret-preefed te errest the growth of alidew. nation! Long-established user 


acceptance and trust . . . plus 
tung) end Sesteria, consistent national advertising 


FITLER “STABILIZED” NYLON and DACRON* ROPE . Keeps HOPPE the BIG name 

"Stabilized" makes the difference. in gun cleaning. Display HOPPE 
products “up top” and “out 
FITLER POLYETHYLENE and POLYPROPYLENE ROPES front” . . . watch your sales 
scores go up! 


SOLD BY HARDWARE DEALERS EVERYWHERE FRANK A. HOPPE, INC. 


THE EDWIN H. FITLER CO. 2314°A N. Sth St., Phila. 33, Pe. 
ast. Tene ASK YOUR JOBBER 


Division of Columbian Rope Company 


NEW ORLEANS 17, LA. PHILADELPHIA 24, PA. | FOR HOPPE’S 

















* DuPont Polyester Fiber 














Want more facts? Circle 235, p. 107 Want more facts? Circle 236, p. 107 
HARDWARE AGE, April 21, 1960 © 169 





IT HAS BEEN PROVEN! 
KincesseR FISHING 
TACKLE MAKES MORE 
PROFIT FOR YOU--— 
ORDER ALL FAMOUS 
BRAND TACKLE FROM 
ONE SOURCE 


Make sure you’re equipped to profit 
from the big fishing season ahead! 
Order from the complete lines of King- 
fisher and other nationally famous 
brands of fishing tackle at Edw. K. 
Tryon Company ... like Ashaway, 
Bristol, Creek Chub, Gladding, Hed- 
don, Martin, Mustad, Ocean City, 
Penn, Pflueger, True Temper and 
Garcia. 


As others have done for 149 years, 
save bookkeeping time, shipments 
and shipping costs by dealing only with 
Tryon. Tryon stocks practically every- 
thing you sell in more than 150,000 
square feet of floor space. Tryon is 
exclusively wholesale! 

e spinning rods « fly rods « casting rods 
« surf and salt-water rods « spinning 
reels « bait and jly-casting reels + fly 
reels + sali-water and surf reels « lines 
e lures « leaders and every other kind of 
accessory a fisherman needs, 


Write on your business letterhead for 
more information, or a cail from a 
Tryon representative, 


EDW. K. TRYON CO. 


EST. 1811 


815-819 ARCH ST., PHILADELPHIA 5, PA. 








News of the Trade 





news in brief of 


MANUFACTURERS AGENTS 


@ Regina Corp., Rahway, N. J.—Ten agents have been 
named. New England states to Edward H. Grant Co., 
Worcester, Mass.; New York, except metropolitan New 
York, Long Island and Westchester county to W. S. Owen 
Co., Syracuse; parts of New Jersey, Pennsylvania and 
Delaware to Robert S. Corrigan & Co., Bryn Mawr, Pa.; 
Delaware, except Wilmington, Maryland, Washington, D. C., 
and Virginia to Robert Ingraham Associates, Bethesda, 
Md.; North Carolina and South Carolina to Tom Whitson 
& Associates, Charlotte; Alabama and Georgia to Robert 
Welsh, Atlanta; Florida to Arnold Gernter Associates, 
North Miami Beach; Iowa, except Davenport, Missouri, 
Kansas and Nebraska to Hoskins & Lohner Co., Kansas 
City, Mo.; Minnesota, North Dakota, and South Dakota 
to C. F. Reiter Co., Minneapolis; Hawaii to Crouse Sales 
Co., Honolulu. 


@ Seymour Mfg. Co., Seymour, Ind.—Metropolitan New 
York, and northern New Jersey area to Henry Hoffmann 
Associates, New York, for the hardware division; eastern 
Pennsylvania, south New Jersey, Baltimore and Washing- 
ton, D. C., area to Hill-Wheeler Co., Conshohocken, Pa., 
for the hardware division. Both agencies will continue as 
housewares representatives for the Seymour firm. 


@ Shelby Metal Products Co., Shelby, Ohio—El Paso, Tex., 
and states west of the Rocky Mountains, including Alaska 
and Hawaii, to Glenn B. White & Associates, Redwood City, 
Calif., for the Standard line of carded household hardware. 


@ Krylon, Inc.—Norristown, Pa.—Montana, Idaho, Wyo- 
ming, Utah, Colorado and New Mexico to William L. 
Knoyer Co., Denver. 





brief reports of 


MANUFACTURERS SALESMEN 


@ OMC Engine and Equipment Div., Outboard Marine 
Corp., Waukegan, Ill—George J. Hean from field repre- 
sentative for Pioneer Saws in Mississippi and Alabama to 
district sales manager for Alabama, Mississippi, southeast 
Louisiana, Florida, Georgia, South Carolina, North Caro- 
lina and Virginia. 


@ Washington Steel Products, Inc., Tacoma, Wash.—Don- 
ald F. Eshelman has won an all expense-paid trip for two 
to Hawaii for his sales performance. He joined the firm in 
1948 and covers Washington and Oregon for the Washing- 
ton Line and Kitch’n Handy. 


@ Bolens Products Div., Food Machinery & Chemical Corp., 
Port Washington, Wis.—Norman D. Butler from Butler 
Tractor and Implement Co., Boswell, Ind., to district sales 
manager for New Jersey, Delaware, Washington, D. C., and 
parts of Maryland and Virginia. 


@ Patterson-Sargent Co., St. Paul, Minn.—Clarence A. 
Dirksen from advertising manager and special representa- 
tive to district sales manager of the firm’s Kansas City, 
Mo., sales district branch, covering seven southwestern 
states. 


@ Washburn Co., Worcester, Mass. — Robert H. Meehan 
from the Chicago area to the Minneapolis area for Androck 
products; Lloyd Williams, who covered the Minneapolis 
area, retired after 36 years with the firm. 


@ Landers, Frary & Clark, New Britain, Conn.—Karl F. 
Lepple from electric housewares sales in California to 
western regional-manager for all Landers’ products. 


@ Grabler Mfg. Co., Cleveland—John S. Evans to Minne- 
apolis territory. 
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MAT SETS 


Contact your jobber for the profit-packed Pro-Tex story. 


-B- Ballowoff cn PRODUCTS COMPANY 


. be sure to 


feature the complete money-making Pro-Tex line in 


your housewares department. 


... stock and sell 


-Tex accessory items ® IRON 


duncan Hines 


PRODUCTS 


ACTION! 


© Largest selection of colors, patterns and sizes 
2138 Lee Road ® Cleveland 18, Ohio 


® Mats in every price category 
© Shopper-stopper displays for floor and counter 


FOR EXTRA SALES——-EXTRA PROFITS 


® Finest metal and asbestos construction 
these fast-moving Pro 


© Biggest stove mat value anywhere 


MORE THAN 10 MILLION PRO-TEX STOVE 
AND TABLE MATS WERE SOLD IN 1959! 
And 1960 sales are rocketing upward at a record pace. 
PRO-TEX SELLS FASTER BECAUSE: 


To cash in on this booming market . 
RESTS ¢ BURNER PADS ¢ HOT DISH 











stove mat 
bought! 


3.1 seconds 
iS 





Tue Duncan Hines name creates 
more than consumer recognition 

it creates ACTION. Millions of 
people have been guided by Dun- 
can Hines for more than a quarter 
of a century. To them it has meant, 
stop and dine; stop and stay; 
STOP and BUY. 

Americans have learned to rec- 
ognize thousands of brand names, 
but among them all, only the Dun- 
can Hines name goes one step fur- 
ther. Your customers are ‘'pre- 
conditioned” to ACTION when 
they see the Duncan Hines brand. 


é 


th fF, y, | 4 408 East State St PM ‘2 : : . , ee aa | 
Fi ii, Ithaca, New York . Osis lA , 
anos o Fark 7 G0 . Yur “pea aah Fett PTs 4 


¢ 
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Sunbeam Stockholders 
Okay Stock Exchange 


Sunbeam Corp. stockhold- 
ers have approved the ac- 
quisition of John Oster Mfg. 
Co. and related John Oster 
companies to become wholly- 
owned subsidiaries (See HA, 
Mar. 10, p. 190). 

Charter amendments were 
authorized enabling an ex- 
change of 230,000 shares of 
Sunbeam stock for the assets 
of the parent John Oster 
Co., a Mexican subsidiary 
and three domestic subsidi- 
aries. 

No changes affecting John 
Oster Mfg. Co. management 
or personnel are planned. 


Rubbermaid Appoints 
Conybeare to New Post 


Robert S. Conybeare has 
been named to the newly- 
created position of director 
of product planning and mar- 
ket development for Rubber- 
maid Inc., Wooster, Ohio. 

Mr. Conybeare had been 
vice-president of sales at 
Lenox Plastic, Inc., St. Louis, 
Mo. Mr. Conybeare had been 


ROBERT 8S. CONYBEARE 


associated formerly with 
Rubbermaid as general sales 
manager. 


Johnson is President 
of Wisconsin Dealers 


A. C. Johnson, Robertson 
Hardware Co., Wauwatosa, 
was elected president of the 
Wisconsin Retail Hardware 
Association at its convention 
in Milwaukee, Feb. 1-2. A. E. 
Westlund, Westlund Hard- 
ware, Superior, was elected 
vice-president. 

Willis Reineman, Reine- 
man Hardware Co., Burling- 
ton, was elected to the board 
of directors. Re-elected to 


News of the Trade 





the board were: Adolph As- 
leson, Asleson’s Hardware, 
Stoughton; Jos. B. Eagan, 
J. B. Eagan & Sons, Avoca; 
Clarence E. Mielke, Mielke’s 
Ace Hardware, Markesan; 
Richard Schaus, Emil Schaus 
Hardware Co., Manitowoc; 
and William S. Prentice, 
Prentice Hardware, Cornell. 

Advisory board members 
are: Ray E. Gasser, Gasser 
Bros., ‘Boscobel; Alvin Moe, 
Moe Hardware Co., Black 
River Falls; and D. I. Pierce, 
Pierce Hardware Co., Brod- 
head, who is retiring presi- 
dent. L. C. Wood, Stevens 
Point, was elected secretary- 
treasurer. 


Enterprise Paint Mfg. 
Is Independent Firm 


Due to a_ typographical 
error in the April 7 issue, 
page 105, Enterprise Paint 
Mfg. Co., Chicago, was iden- 
tified as an affiliate of an- 
other paint company. This 
is not correct. 

Enterprise Paint Mfg. Co. 
is an independent firm and 
has no affiliation with any 
other company. 


Walter Matthews Gets 
Promotion at Landers 


Walter Matthews has been 
promoted to industrial and 
government contract sales 
manager for Landers, Frary 
& Clark and subsidiary com- 
panies. 

Mr. Matthews started 
with Dorset-Rex, Inc., a sub- 
sidiary of Landers, in 1916 
and had been contract prod- 
ucts sales manager for that 
company. 


GE Appoints Kirtland 


Grayson D. Kirtland has 
been named merchandising 
manager for the blanket and 
fan department of General 
Electric Co., Bridgeport, 
Conn. Mr. Girtland, former 
advertising specialist for au- 
tomatic blankets, joined GE 
in 1957. 


Display Minded? .... 


Are you building Spring 
Displays? 

Are your displays good 
enough to win a prize? 

Don't miss the article on 
page 92. 





DON'T ACCEPT 
IMITATIONS! 


xp GOP ; 


O WORK for YOU AGAIN THIS YEAR 


NOW! CUT ENOUGH FRESH CORN 


Millions of farm families will again read 


about the amazing Lee’s Corn cutter and 

creamer in farm publications. Self display cards in 

every carton insure sure sales and profits. Get Lee’s 

corn cutter and creamer through your Hardware Jobber. 


READ WHAT THESE SATISFIED USERS SAY! 


“I'm using a friend's corn cutter for the 
first time and have never had such a time 
Mrs G. C. G., Wooster, Ohio. 


“Last Fall | borrowed one of your corn cut- 
ters and liked it so well | want one of my 
F. S., River Grove, | 


saver." 


own."* Mrs. A. 


wonderfully. 
il. cutter." 











“Lee's corn cutter is a great time saver." 

Mrs. R. L. R., New Milford, Ohio. 

"A great labor-saving device and works 

| heartily endorse Lee's corn 

N. W. E., Midland, Texas. 
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RETAILS 


or 


$9 50 


CORN 
CUTTER 





and Creamer 


IN ONE HOUR TO DO YOU ALL YEAR 


® For Daily Use 
® Frozen Lockers 
or Home Canning 


It's the world's fastest, easiest way to remove ten- 
der, fresh, young, green corn from the cob. Cuts 5 
times as fast at % the labor. Five easy strokes finish 
an ear in less than 10 seconds. Saves hours of tedi- 
ous, hard work. No mess, no splatter, no old-fash- 
ioned knife to cut fingers. This amazing invention 
cuts, shreds and scrapes in one operation. Adjusta- 
ble for world’s finest cream style or uniform whole 
kernel. Saves garden-fresh flavor. 


LEE MFG., BOX 6682 DALLAS, TEX. 





—— ey 
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Chang CS New products and new trade names are constantly being added to the listings for 
the next Directory Number of HARDWARE AGE © Therefore, if you do not 


find in the current issue of the Directory Number the product you are in- 


terested in, write to the “Who Makes It” Editor. He'll be glad to serve you. 


HARDWARE AGE 


Chestnut & 56th Sts., 


Phila. 39, Pa. 
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PECURA 


SLLIANT WHITE 


: TUB SEALER 


PECORA, inc. 


300-400 W. Sedgley Ave., Phila. 40, Pa. © Garland, Texas 
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USE PECORA’s P.P.P. 


Homeowners 


FOR SALES 200M! 


love this easy-to-apply 


tub sealer that stays so brilliant white. 
It's one of Pecora’s P.P.P.* (Perfect Profit Pair), They 
ask for it by name and recommend it too! 


241, p. 107 








GERBER—The most complete, saleable line of legs! 


BACKED BY A PROFITABLE, HARD-HITTING, YEAR-ROUND MERCHANDISING PROGRAM 


Pree advertising aids include ® PRODUCT DISPLAY BOARDS ® COUNTER CARDS 
@ MERCHANDISING AIDS © HAND OUT LITERATURE 
@ MAILING PIECES © NEWS AD MATS 
© WINDOW STREAMERS 


HAIRPIN 


TAPERED PLASTIC LEGS IN 
TUBULAR POPULAR FINISHES 


PING PONG UNFINISHED FOLDING Oe 

LEGS WOOD LEGS TABLE LEGS esnaae ‘ine. 
Available in the most popular sizes— 4” to 29”. Packaged to sell on sight in highly 4 Bees nna sal 

illustrated, colorful display cartons or in poly bags with attractive tabs. 2 - help nieve & es 
£S ve Brush 

CONTACT YOUR WHOLESALER OR WRITE a Points, stains tock of 


GERBER WROUGHT IRON PRODUCTS INC. sac 


2540 FARRAR STREET ° ST. LOUIS 7, MISSOURI 
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* WORTH REMEMBERING! Kenberry GADGETS) 

ARE PROFITABLE 
Sell Fast, Use gS 
Little Space 














PLASTIC ALUMINUM 


The number one item in the nation’s 
number one fix-it line <=" "%""= 
M Cocaatonan Satote bine tee | _ 


Order from your Jobber “\ * Broom Clips. —] | 
THE WOODHILL CHEMICAL CO. * other gadgets. 


on adwertined More than 50 sity oe facts & TURNER 
"The mother-in-law approved line” POPULAR Kenberry GADGETS JOHN CLARK BROWN «<< 
MECHANICS 


Ask your jobber ONE MONTGOMERY 
1390 East 34th Street Cleveland 14, Ohio or write for list BELLEVILLE 9, NJ. enberry GAOGETS 
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ae PAINTERS DROP CLOTHS 


we DCM Gt 


COTTON 






































DurHam, Nortu CARoLina 
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BOOM SALES WITH PECORA’s P.P.P. 


Customers reach for this product—one of 

Pecora’s P.P.P.* (Perfect Profit Pair) . 

because they've liked and demanded it through the years. 
It's rated the top calking by homeowners everywhere. 














PECORA, inc. 


300-400 W. Sedgley Ave., Phila. 40, Pa. *Garland, Tex. 
Want more facts? Circle 241, p. 107 
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é 
New WARNER 


Sales Kfiion 


COMPLETE TOOL CENTER 


An entire paint tool department in one compact display! 





Rotates for easy viewing! 

Sells 35 different tools! 

Only 5 feet high—26” across! 

Every toc! within easy reach! 
Available as floor or counter display! 
Full 40% discount on all tools! 


roo. center FREE with assortment #1023 
Here’s the BIG PROFIT PICTURE! 


Total retail value 
Assortment 1023 costs you 


YOUR PROFIT 


a rey Assortment 1023 and FREE Tool Center and bill me 
121.52. 
[] Send literature on New Warner COMPLETE TOOL CENTER. 


Name 
Address 
Jobbers Name: 


ACCURACY 
WARNE, WARNER MANUFACTURING CO. 


817 - léth Avenue S. E. Minneapolis 14, Minnesota 


Company 














oo ow ee oe oe oe ee ee eee 
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Interstate Hardware 
Merchandising, Inc. 


(Continued from page 167) 
etc. Interstate headquarters 
are in Public Square Build- 
ing, Cleveland. 

Mr. Luekens is president 
of the Geo. Worthington Co., 
Cleveland, one of Interstate’s 
participating firms. 

Mr. Bocher was vice presi- 
dent, John Pritzlaff Hard- 
ware Co., Milwaukee. At one 
time he directed the Midwest 
Hardware Show. Recently he 
has been general manager, 
Allied Merchandising Ser- 
vice, Chicago. 

Wholesalers participating 
in the Interstate program 
are: Seattle Hardware Co., 
Seattle; Baker & Hamilton 
Co., San Francisco; Zork 
Hardware Co., El Paso, 
Texas; Union Hardware & 
Metal Co., Los Angeles; 
Townley Metal & Hardware 
Co., Kansas City, Mo.; and 
the Geo. Worthington Co., 
Cleveland, (also its recently- 
purchased subsidiary, Scha- 
berg-Dietrich Hardware Co.). 

Interstate officers, in addi- 
Luekens, are 
James P. Townley, vice presi- 


_ dent, Townley Metal & Hard- 
| ware 
_ Andrew C. Hartzell, Jr., of 
_the Cleveland law firm of 


Co., vice president; 


Thompson, Hine & Flory, sec- 
retary. 
Directors include R. D. 
president, Seattle 
Hardware Company; Wake- 
field Baker, Sr., president, 
Baker & Hamilton Co.; E. H. 
McLaughlin, Jr., vice presi- 
dent, Union Hardware & 
Metal Co.; Louis Zork, presi- 
dent, Zork Hardware Co., Mr. 


| Luekens and Mr. Townley. 


Whipple & Associates 
Buys Meyer Catalog 


Whipple & Associates has 
purchased from Meyer Mer- 
chandising Service, Inc., the 
rights to the Meyer depart- 
ment store catalog, Quality 
Housewares. 

Whipple & Associates also 
publish Housewares for 
Homemakers and toy cata- 
logs. 


Meyer's Val-Test Group 
Chooses Its Fall Items 


(Continued from page 167) 
for 1960 fall and winter pro- 
motions in two broadsides 
and a gift catalog. 

The Val-Test Distributor 


News of the Trade 


Committee agreed, at the 
meeting, to place orders for 
merchandise selected for pro- 
motions through the Val-Test 
office. 

The following men repre- 
sented their distributor-mem- 
bers at the meeting. These 
distributors have exclusive 
use of Val-Test branded 
items in their trading areas: 

Harold Murphy, Bay City 
Hardware Co., Michigan; C. 
E. Dixson, Brown-Rogers- 
Dixson Co., North Carolina; 
James E. Skelly, Dunham, 
Carrigan & Hayden Co., Cali- 
fornia; Eugene Thomas, 
Frederick Trading Co., 
Maryland; R. R. Reeves, 
Fries, Beall & Sharp Co., 
Virginia. 

Also W. H. Phillips, E. 
Garnich & Sons Hardware 
Co., Wisconsin; Harold As- 
kins, Gates Hardware & Sup- 
ply Co., Oklahoma; Charles 
Greer, Greer & Laing Co., 
West Virginia; T. F. Otley, 
Jr., Hardware Distributors, 
Inc., Michigan; R. A. Judd, 
Jr., Harper & Reynolds 
Corp., California. 

Also, C. J. Northrop, Idaho 
Hardware & Plumbing Co., 
Ltd., Idaho; D. E. Gentry, 
Keith-Simmons Co., Tennes- 
see; Harry Treadaway, King 
Hardware Co., Georgia; S. 
W. French, Geo. A. Lowe Co., 
Utah; C. B. Miller, C. H. 
Miller Hardware Co., Penn- 
sylvania. 

And L. W. Scott, P & G 
Hardware Co., Nebraska; 
H. P. Regal, John S. Regal 
& Son, Massachusetts; A. J. 
Schelly, C. Y. Schelly & Bro., 
Pennsylvania; Leslie Strat- 
ton, Stratton-Warren Hard- 
ware Co., Tennessee; A. E. 
Tausche, V. Tausche Hard- 
ware Co., Wisconsin. 

Also, F. B. Kieckhefer, Van 
Deren Hardware Co., Ken- 
tucky; N. F. Van Hoogen- 
huyze, Wm. Van Hoogen- 
huyze Hardware Co., Texas; 
L. L. Kennedy, Kennedy 
Wholesale Hardware, Ten- 
nessee; Robert Humphrey, 
Morehouse & Wells Co., II- 
linois; and J. C. Stonestreet, 
Rogers & Baldwin Hardware 
Co., Missouri. 


National Lock Names 


Robert E. Hough has been 
appointed assistant sales 
manager of the Medalist 
Div., National Lock Co., 
Rockford, Ill. He will be 
succeeded as district manager 
of Medalist’s Minneapolis 
warehouse by Ken Gillette. 





M Long famous 


for quality on the 


MORE SPORT! 


MORE SALES! 
with VTL LTA 


ENTERS THE WROUGHT 
IRON MAILBOX FIELDI 


WITH THE 


ENTIRELY Now 


IMPERIAL Live 


nation’s ski trails, 


WINTER SPORT 
EQUIPMENT 


Hedlund is aname 
earning equal pop- 


ularity among to- 





bogganing fans... 
the sled set...and 
hockey players. 
..Write for your 
new Hedlund cat- 


alog...order soon! 


SOPHISTICATED BEAUTY 
Model AM19 sports @ mas- 
sive but elegant 24K gold- 
plated medallion aecented 
on a satin black back- 
ground. 8x13x13% overall. 


Suggested retail $5.50 


REGAL Model AM18 embodies 
regal slim tapered beauty 
even to its uniquely-different 
magazine holder. 7’2x11'2x3 
overall. 


Suggested retail $3.75 











1. hedlund TOBOGGANS...selected hardwood 
..extra heavy runners...available in seven sizes. 


2 hediund SNO-BOGGAN ... combination 
child’s sled and toboggan... 40 inches long, 
15 inches wide. 


3 The American Sled... beautifully varnished 
hardwood body with fully turned up safety 
runners ... lengths from 


36 to 55 inches. 


4@ hedlund HOCKEY 
STICKS... four styles 
in choice hardwoods... 
complete range of lies 
and lengths. 


MAJESTICALLY 
SHAPED Model 
AM20 is fashion- 
right and styled for 
bold beauty and 
offers a majestic 
welcome from 

24K gold-plated 
ornamentation, 
13x11x3% overall, 


Suggested retail $4.50” 





Write for new catalogshowing complete new 
line of Boxes, gold-plated Howse Numbers, Switch 
Plates and Towel Rings...each a fast-moving 
profit-maker. 


AMERICAN DEVICE 
MANUFACTURING CO. 


Want more facts? Circle 247, p. 107 


hedlund MANUFACTURING COMPANY 
NOKOMIS, ILLINOIS 


Want more facts? Circle 248, p. 107 
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STEELEVILLE 
ILLINOIS 




















Pacific Northwest Dealers Elect Leaton 


William D. Leaton, Kamiah Hardware & Supply, Kamiah, Idaho, was 
elected president of the Pacific Northwest Hardware & Implement 
Association at its annual convention, Feb. 21-23, in Portland. Wilbur 
Peters, Peters Hardware, Opportunity, Wash., was elected vice- 
president and Robert R. Carey, Inland Machinery Co., La Grande, 
Ore., was re-elected vice-president. New board of trustee members 
are: Roy C. Anderson, Rathbun Implement Co., Ellensburg, Wash.; 
John Weber, Weber Bros., Odell, Ore.; Rex Kabrich, Lower Valley 
Tractor Co., Sunnyside, Wash.; Harry Higgins, Marshall-Wells Store, 
Moses Lake, Wash.; and John Streiff, J. D. Jacobs & Co., Lewiston, 
Idaho. Holdover board members are: Dale M. Bergh, Farm Tractor 
Co., Gresham, Ore.; T. Hedley Dingle, Dingle Hardware, Coeur 
d'Alene, Idaho; Dale Eimers, Brown Motors, Inc., Grangeville, Idaho; 
Glenn Harper, Valley Hardware Co., Chelan, Wash.; John Malone, 
McKeirnan's Hardware & Implement Co., Pomeroy, Wash.; Lloyd 
McKinnell, McKinnell Tractor Co., Chehalis, Wash.; Norman Pfaf- 
finger, Norman's Service, Woodburn, Ore.; William Ray, Melcher- 
Ray Machinery Co., Walla Walla, Wash.; Herbert L. Schneider, 
Hillsboro Farm Equipment Co., Hillsboro, Ore.; Ralph Smith, Smith 
Truck & Tractor Co., Pasco, Wash.; and J. W. Kerns, J. W. Kerns 
Co., Klamath Falls, Ore. John D. Spaan, North Washington Imple- 
ment Co., Lynden, Wash., is national director. Shown here, left to 
right, are President Leaton, |. Malcolm Smith, managing secretary, 
and Herbert L. Schneider. 





—_—_-_- 


Builders’ Hardwaremen 
To Convene in Chicago 


Standardization of screws 
in the builders’ hardware in- 
dustry will be the major topic 
at the second quarterly meet- 
ing of the Assn. of Archi- 
tectural Hardware Mfrs. 


May 7 in Chicago’s Sherman 
Hotel. 

Joseph J. Sullivan, Payson 
Mfg. Co., Chicago, is presi- 
dent of the association. 

The ASHM is composed of 
manufacturing companies in 
the United States specializ- 
ing in builders’ hardware. 





Williams Heads Heart of America Club 


Here are the 1960 officers of the Heart of America Hardware Club, 
left to right, president, Kenneth M. Williams, K. M. Williams Co., 
Kansas City, Mo.; vice-president, George F. Clarke, Diamond Tool 
& Horseshoe Co., Kansas City, Mo.; secretary, George E. McMahan, 
Fayette R. Plumb, Inc., Merriam, Kans.; treasurer, Richard S$. Hodges, 
C. G. Hodges Co., Mission, Kan. 


176 © HARDWARE AGE, April 21, 1960 





News of the Trade 


OMC Engines Defines 
Executives’ Duties 


Executive responsibilities 
in the newly formed OMC 
Engines and Equipment Div. 
of Outboard Marine Corp., 
Waukegan, IIl., recently have 
been defined. 

The new division (See HA, 
Feb. 11, p. 249) will consoli- 
date sales, advertising and 
service for several of the 
corporation’s outdoor power 
equipment units, including 
Lawn-Boy and Pioneer Saws. 
In addition, it will also han- 
dle marketing of OMC en- 
gines to manufacturers for 
original equipment. 

Frank S. Fenton, division 
manager of Pioneer Saws, is 
division manager and direc- 
tor of marketing for the new 
division. He is also president 
of Midland Co., a subsidiary 
of Outboard Marine. 

Robert E. Schuler is sales 
manager for OMC Engines, 
a new line to be marketed by 
the OMC division. 

John P. Litchfield is lawn 
and garden equipment sales 
manager for the new divi- 
sion. 


Barco Mfg. Appoints 
Oliver Sales Manager 


Robert J. Oliver has been 
named sales manager of the 
Barco Mfg. Co., Worcester, 
Mass. 

Mr. Oliver was sales man- 
ager of Avon Mfg. Co. and 
Kay Products of Worcester. 
Avon and Kay recently com- 
bined with Barco. 


Campbell Joins Warner 


Stanley J. Campbell has 
joined the Warner Hardware 
Co., Minneapolis, Minn., as 
personnel manager. 


OBITUARIES 


Sam D. May 


Sam D. May, a former em- 
ployee of Bluefield (W. Va.) 
Hardware Co. and chairman 
of the board of that firm for 
many years, died March 3 at 
Richmond, Va. Mr. May had 
been president of the South- 
ern Wholesale Hardware 
Assn. In recent years, Mr. 
May was Highway Commis- 
sioner for the State of Vir- 
ginia. 


Floyd G. Rollow 


Floyd G. Rollow, 65, hard- 
ware and implement mer- 
chant, died Mar. 17 in an 
Ada, Okla., hospital. He was 
a partner with his brothers, 
W. H. Rollow, Sr., and Ver- 
non E. Rollow, in a hard- 
ware-implement firm. 


Russell J. Austad 


Russell J. Austad, 49, 
owner of the Door County 
Hardware Co., died Mar. 20, 
following a heart attack. He 
became an owner of the firm 
about eight years ago. 


C. F. Vickburg 


C. F. Vickburg, 78, retired 
manager of the Talmage 
Hardware and Lumber Co., 
died Mar. 3 at his home in 
Beloit, Kan. Mr. Vickburg 
had retired 10 years ago as 
manager after 33 years in 
that post. 


John W. Haynes 


John W. Haynes, 63, presi- 
dent of the Haynes Hardware 
Co., Emporia, Kan., died Mar. 
22 in Newman Memorial 
County Hospital. 


Ernest J. Criss 


Ernest J. Criss, 70, hard- 
ware store dealer, died Mar. 
17 in Union Hospital, Terre 
Haute, Ind. Mr. Criss had 
operated a hardware store 
in Lewis for the past 41 
years. 


John K. McCarter 


John K. McCarter, 80, 
hardware store operator, died 
Mar. 14 at his home in Odon, 
Ind. 





A report in pictures 
of events in the trade 
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More than 250 dealers attended the first annual General Trade Show spon- 
sored by Piedmont Hardware Co., Danville, Va., wholesaler, in its new display 
room Mar. 20-22. According to E. C. Bradford, executive vice-president, this 
year's show was so successful that dates have already been set for 1961. 
Next year's show will be held March 19-21. 


Dexter Honens, right, of P. O. Moore, 
Inc., shakes hands with Dick Rodham, 
of Baker & Hamilton, San Francisco, 
Calif., wholesaler, as checks totaling 
$500 were presented to Baker & Hamil- 
ton men. Left to right are: Ted Ogier, 
Ernie C. Hoppe, Mr. Rodham, Tom 
Brennan; Mr. Honens and John Giraudo. 
The Baker & Hamilton men won the $500 
dollar awards in a sales contest for Tel- 
Kee dealers and representatives. 


More than 100 architects discussed architectural 
hardware at a meeting held recently in Atlanta, 
Ga. Thomas A. Morris, AHC, left, Yale & Towne’'s 
manager of architectural hardware, demonstrates 
the new Yale Mono-Lock to H. Griffith Edwards, 
center, national director of the Construction Spec- 
ification Institute, and to J. Frank Burton, AHC, 
right, Beck & Gregg Hardware Co., Atlanta, Ga. 
wholesaler. 


A series of hardware, hand tool and electric tool dealer clinics was sponsored by Wyoming Hardware Co., Caspar, Wyo., wholesaler 
with the cooperation of representatives from the Stanley Works. Shown left to right are: Paul J. Manly, general manager, Wyoming 
Hardware; George Easton, buyer, Wyoming Hardware; Bob Wray, Stanley Hardware Div.; Bill Steele, Stanley Tool Div.; Fred Fuller 
Stanley Electric Tool Div.; and Steve Kovacich, sales manager, Wyoming Hardware. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words 
Each additional word 


Positions Wanted 
(Special Rate) set solid, maximum 
words 
Each additional word 
Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 


5°%/ discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not eosapted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Depf. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be torwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, payable to HARD- 
WARE AGE—Classified Section, not currency 
or stamps. 








REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 





REPRESENTATIVE WANTED 


Exclusive line of Electric Lead Pots and 
Furnaces. Item is non-competitive and is 
used as standard equipment by many 
thousand plumters. Many other indus- 
tries have use for this item. Write: 


MAURICE FETTERMAN CO. 
1170 Broadway, New York |, New York 








REPRESENTATIVES WANTED 


EXCELLENT LINE for sales representa- 
tives calling on the retail trade in hard- 
ware, department, variety and chain stores. 
Item has excellent repeat business! Good 
commissions. Write, giving territory and 
background. 


MIDWEST PLASTICS INCORPORATED 
208 Bates Avenue St. Paul 6, Minn. 








WANTED 


N. Y. C. salesmen to take over estab- 
lished territories on salary, commission 
and expenses. All replies in complete 
confidence. 


JOSEPH A. MARKELL 
Proctor Paint, Yonkers, New York 








EXPERIENCED SALESMEN 


With following among retail 
and housefurnishings stores, 
most popular branded 
nishings. 
Liberal 
open. 


hardware 
to sell the 
line of dog fur- 
Can be handled as a side line. 
commissions. Choice’ territories 


Box D-34, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











MANUFACTURERS REPRESENTATIVE 
WANTED. Several territories open for a Rub- 
ber tired whee] manufacturer. Salesmen wanted 
to call on Hardware, Auto Acc. jobbers and spe- 
cialty jobbers. Commission. Box D-35, c/o Harp- 
ware Ace, Chestnut & 56th Sts., Philadelphia 39, 
Pa. 





REPRESENTATIVES IN KENTUCKY, 
NORTH CAROLINA AND GEORGIA. We 
offer a progressive line of Paint specialties for 
direct sale. Aluminum Paints, Aluminum Roof 
Paints, Varnishes and Gym Finishes, Caulk Cart- 
ridges and Compounds. These are volume items. 
Box D-15, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





TERRITORIES AVAILABLE FOR MANU- 
FACTURER’S AGENTS contacting volume buy- 
ers. Just expanded hardware-houseware specialty 
line, introducing new chemical product. Diversi- 
fied six-product line in 39c-$1.98 bracket. All 
fast movers. Large repeat percentages. In-store 
displays. Trade advertising support. Advertis- 
ing allowances. Many established accounts. 
Clover Products, 944 Monroe Avenue, Rochester 


20, N. Y¥ 
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CABINET HARDWARE REPS 


A Volume line of fine colonial and 
contemporary hardware for sale to 
Wholesalers, Builders Supplies, Lum- 
ber yards. Reps wanted in New En- 
gland, New York, New Jersey, 
Pennsylvania, Ohio, Kentucky, and 
Indiana. 


Box D-39, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








MANUFACTURER'S REP WANTED 


Manufacturer's representative 
call on hardware jobbers 
supply outlets. Complete and competitive 
lines of weatherstrip. States currently 
available, Indiana, Michigan, Washington 
and Oregon. 
Box D-38, ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


wanted to 
and building 








PAINT BRUSH SALESMEN WANTED 


Several protected territories open for 
men with following now calling on Paint, 
Hardware Stores and Lumber Yards. 
Give all particulars first letter, all in- 
quiries held strictly confidential. 

Write: MAJESTIC BRUSH MFG. CORP. 


210 West 29th Street, New York 1 











EXPERIENCED SALESMEN CALLING ON 
DEALERS wanted by Importers of screws, bolts 
and other fasteners on commission basis. Exclu- 
sive arrangement to qualified agent. Quality mer- 
chandise, competitive prices and repeat business 
assured. State experience, references, lines now 
handled and actual territory covered in first letter. 
Box D-24, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 








1914 ESTABLISHED MANUFACTURER of 
Specialty Industrial oils wants aggressive repre- 
sentatives calling on Hardware and Industrial 
distributors. State territory covered and lines 
now carrying. American Lanolin Corporation, 
Lawrence, Massachusetts. 





WANTED — SALESMEN OR MANUFAC. 
TURERS’ REPRESENTATIVES to sell New 
and Appealing Decorative Switchplates as a side 
line. Exclusive territory, many areas available. 
Box D-31, c/o Harpware Ase, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





WANTED EXPERIENCED TRAVELLING 
SALESMAN to sell our line in well established 
New England territory. Wonderful opportunity 
for the right man. Write giving full background 
to Queen Cutlery Company, 10 Commerce Court, 
Newark 2, New Jersey. 


WANTED MANUFACTURERS’ 
REPRESENTATIVES 


Through Southern States, 
established Paint and Varnish Manu- 
facturer. Highly respected label. 


Box C-25, ¢/0 HARDWARE AGE 
Chestnut & 56th Streets, Philadelphia 39, Pa. 


56 year old 








BUDGET PRICED PAINT LINE 


available in many territories. We pay you 
top commissions and guarantee you ex- 
clusive, protected territory. Sell a full line 
of fine quality paints priced to move in 
volume. Sideline acceptable. 
Box D-16, e/o0 HARDWARE AGE 
Chestnut & 56th Streets, Philadelphia 39, Pa. 








IMPORTER 


Large Importer of popular price Tools and Hardware 
desires representatives of high ealibre, volume selling 
Hardware, Automotive, and Chain Store Fields, for 
following states: Texas, Oklahoma, Louisiana, 
Arkansas, Mississippi, Tennessee, Alabama, Georgia, 
Southern Kentucky, Minnesota, North and South 
Dakota. 
Box D-33, ¢/o HARDWARE AGE 


Chestnut & 56th Sts., Philadelphia 39, Pa. 








MANUFACTURER'S REP WANTED 


Manufacturer’s representative to call on 
hardware jobber and builder supply out- 
lets in Minnesota, Iowa and Wisconsin for 
prominent midwestern weatherstrip manu- 
facturer currently doing large volume 
in these states. 


Box D-40, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











REPRESENTATIVES WANTED by long es- 
tablished solder manufacturer to call on whole- 
salers. Good repeat business. Following states 
available: Arizona, Delaware, Idaho, Illinois, 
Indiana, Michigan, Minnesota, Montana, Nevada, 
New Mexico, No. Dakota, Oregon, Pennsylvania, 
So. Dakota, Utah, Washington, Wisconsin and 
Wyoming. Box D-28, c/o Haroware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 








SALES REPRESENTATIVE WANTED to 
cover dealers and jobbers for manufacturer of 
hand tools appealing to do-it-yourself market. 
Liberal commission, protected territories in east- 
ern half of United States. State full particulars 
on territery and extent of coverage. Box D-29, 
c/o Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





EXPERIENCED CUTLERY 
SALESMAN to sell our line in Iowa and Ne- 
braska. Attractive proposition for the right man. 
Write giving full background to Queen Cutlery 
Company, 10 Commerce Court, Newark 2, New 
Jersey. 


WANTED 





WANTED—Established and reliable Manufac- 
turer’s Representative, with related lines, to sell 
first line of Hickory and Ash Tool Handles in 
Arkansas, Illinois, Iowa, Kansas, Michigan, Min- 
nesota, Missouri, Nebraska, Oklahoma, Texas, 
Virginia, Wisconsin. Box B-28, c/o Harpware 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 





REPRESENTATIVES WANTED ACCOUNTS WANTED BUSINESS OPPORTUNITIES 


WANTED EXPERIENCED TRAVELLING 
SALESMAN to sell our line in well established 
Southeastern territory. Wonderful opportunity 
for the right man. Write giving full background 
to Oueen Cutlery Company, 10 Commerce Court, 
Newark 2, New Jersey. 








POPULAR PRICED POTTERY, Glass, Gift, 
Housewares salesmen wanted by established ex- 
panding distributor. Commission and draw. Ter- 
ritories open: Missouri-Kansas, lowa-Nebraska, 
New England, Texas-Oklahoma, Utah-Idaho, Ore- 
gon-Washington, California, New York-Pennsyl- 
vania. Box D-26, c/o Harnware Ace, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 


GARDEN SUPPLY LINES WANTED 


Manufacturer's and Horticultural agent wants any 
lines that will sell to Garden Supply Jobbers and 
Dealers. Agent now caalling on all of New York 
State, except Westchester County and Long Island 
Agent has over 200 dealer accounts and 10 jobbers. 
Garden stores and Nurseries. Give full particulars 
in first letter. 


Box D-37, ¢/eo HAROWARE AGE 
Chestnut & 56th Sts.. Philadeiphia 39, Pa. 














WANT SALES RESULTS? We geet them 
because we concentrate in Michigan, Ohio, Indi- 
ana. Will handle two additional lines—only 
highest grade considered. Write Box A-10, 
Harpwarke Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





NORTHERN CALIFORNIA 
one more GOOD line in Builders’ Hardware or 
Building Specialties. Thoroughly covering the 
Wholesale Hardware, Contract Hardware. Build- 
ing Supply field, and Pre-Hung Door Manufac- 
turers. Box D-25, c/o Harpware Ace, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 


Can use just 





TEXAS AND OKLAHOMA New agency spe- 

cializing direct factory to hardware and industrial 
jobbers. 10 years with major lock manufacturer. 
Can handle sales and promotion. Warehouse ar- 
rangements possible with proven lines. P. O. 
Box 8121, Seenten. Texas. 





HEATER LINE WANTED, by 


many years, callin 


veteran of 
on the Wholesale trade in 
the Middle Atlantic States. Can use Vacuum 
(Pot) Type, Vented Gas, or Electric. Can use 
Table top gas plate, or allied Appliances. When 
you need a Salesman Bad, you need him Good. 
Write Box D-27, c/o Harpwarrt Acer, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





ESTABLISHED MANUFACTURERS’ REP.- 
RESENTATIVE open for additional Hardware, 
Housewares or Garden line for Metropolitan New 
York and New Jersey. Concentrated persistent 
coverage of Hardware, Housewares and Garden 
Wholesalers, Rack Jobbers, Chains and Catalog 
houses. Excellent reputation in trade. Box C-12, 
c/o Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





ACCOUNTS WANTED: Salesmen calling on 
Hardware, Electrical, Housewares, Paint and Ra- 
dio departments of large chain department stores 
seeking additional lines or items, imported or do- 
mestic. New York, New Jersey or Pennsylvania 
area. Box C-28, c/o Harpwarr Acer, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





DON'T MISS THE 


BUYING CHECK LIST 


ON PAGE 98 














FLORIDA 


Established Manufacturers Agency 
wishes small items to sell to the Hard- 
ware and Building Supply trades. Tool 
and fastener items preferred. Limited 
warehouse facilities available. 


Box D-2!, e/o HARDWARE AGE 
Chestnut & 56th Streets, Philadelphia 39, Pa. 











AGGRESSIVE AGENCY COVERING 
WESTERN PENNSYLVANIA, West Vir yinia 
and Ohio, desires two additional volume lines, 
Excellent references. Box C-41, c/o Harpware 
Acre, Chestnut & 56th Sts., Philadelphia 39, Pa. 





MANUFACTURERS’ SALES REPRESEN- 
TATIVE with good following seeks additional line 
with merit, commission basis, to Hardware and 
Building Material trade in Colorado, Utah, New 
Mexico and Wyoming. Box C-32, c/o Harpware 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 


BUSINESS OPPORTUNITIES 


RETAIL HARDWARE STORE 


for sale to close out estate of owner. 
Located in central Illinois. Two-story 
building includes full basement, 13800 
square feet of store space with stock, 
and modern seven room apartment. 


Havener Hardware, Box 116, Roberts, Illinois 











BUSINESS OPPORTUNITY 


Hardware Store located 
Philadelphia Center, Self Service Shop- 
ping, 30 x 100 Air Conditioned building, 
all new and clean stock, doing excellent 
volume. Owner will help finance. 


L. Bank, 1609 Wadsworth Ave. 
Philadelphia 50, Pa. 


in New Suburban 








SPECIALTY JOBBERS 


Looking for an additional 
Tie in with Sharon's expanding market 
on our Refillable Assortments. $2,000.00 
investment sets you up with a complete 
inventory and exclusive franchise with 
our full support and cooperation. 


SHARON BOLT & SCREW CO., INC. 
Endicott St., Norwood, Mass. 


lucrative line? 











BELIEVE IT OR NOT! For less than $.05 
each, you can buy as few as three dozen key 
blanks beautifully embossed with your name and 
address in permanent raised letters. Write for 
free bulletin #858. HAZLETON CHAIN CO. 
(manufacturers of key blanks and sash chain), 81 
Kemble St., Roxbury 19, Mass. 





GAS ENGINES WANTED: Briggs-Stratton, 
Clinton, etc. ALSO all types of lightweight gas 
or electric driven equipment such as sump pumps, 
chain saws, mowers, gardening items, etc. NEW: 
Closeouts: Will pay spot cash. Smal] or large 
quantities. Great Northern Finance Co., Inc., 
72 Merrimac Street, Boston, Mass. (Alvin 
l'redberg). 


(WRITE FOR YOUR FREE: ) 














¥Complete Newest Set 
of Key Board Tags 
vColorful Streamers 


That Will Brighten Up \\ 
t Store 
ws saion of \\ 
Blank Comparative List 
STAR Key & Lock 


Manufacturing Co. 


51 South First Street 
Brooklyn, N. Y. 





Want more facts? Circle 249, p. 107 





Hardware Store located in Win- 
ona, Miss. Contents: $13,500.00. Lease on Bidg. 
expires Oct. 12, 1964, with option to buy. Ideal 
man and wife. Contact: Perry Spraberry, Belle- 
fontaine, Miss. Daytime call 2131 Eupora, Miss. 


HARDWARE STORE, New fixtures volume 
$70,000—Excellent profit—In business 5 years in 
central Connecticut—Full price $20,000 (Terms) 
Owner has one more store and wishes to cut 
down on work. Box D-36, c/o HaRpware AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


POSITIONS WANTED 


ASS'T. SALES MANAGER 
; TIC, AGGRESSIVE. District er 
ENTHUSIASTIC, | manufacturer detron 1 
RESPONSIBILI LES MA! 
ith GROWTH COMPANY. WORK 
many 


— Ae ful HARD 
success . 
1, sah PERIENCE. Wide 
Age 33, College 


FOR SALE: 








KNO E 
COAST to COAST. 
WARE & INDUSTRIAL sales EX 
wholesaler contacts. Family man, 
Graduate. Eixcellent references. 

Bex D-30, c/e HARDWARE AGE 

Chestnut & 56th Sts., Philadelphia 39, Pa. 

A 











EXPERIENCED RESEARCH and/or advis- 
ory services of Industrial Eng -ex-profess 
with 25 years practical experience—at your dis- 
posal. hat is your problem; production—opera- 
tion—product design—distribution or ?? I'll get 
the facts promptly, confidentially and reasonably. 
Write TODAY. No obligation. _Steinbraker, 
P. O. Box 65 453, Los Angeles 64, Calif. 


STORE OR DEPARTMENT MANAGER, 
formerly Retail] Chain Store Division_Manager, 
age 56, experienced Hardware, Farm Equipment, 
Building Materials, Plumbing and Heating. 
Familiar with buying control systems, store ar- 
rangement, merchandising and sales promotion 
methods. Will relocate. Box D-32, c/o, Hargp- 
ware Acer, Chestnut & 56th Sts., Philadelphia 
39, Pa. 


ADVERTISING, SALES PROMOTION 
MANAGER. Veteran catalog specialist, well 
rounded in all graphic arts, has reached peak 
with old-line distributor. Has 15 years in hard- 
ware, sporting goods, housewares promotion. Seeks 
challenge with East Coast distributor or manu- 
facturer. Let me apply my skills in solving your 
distribution problems. Box D-41, c/o Harpware 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 











Stretch your advertising dollars. 
Use this 4 p. Directory of House- 
wares Manufacturers with Co-op 
ad funds for dealers. Lists com- 
pany, product and how much 
co-op money allowed. Send 20¢ 
to HA Reader Service Dept. for 
@ copy. 


HARDWARE AGE 


Chestnut & 56th Sts., Philadelphia 39 


TANT TAT 


GENUINE 
CHAMOIS SKIN 


Want more facts? Circle 250, p. 107 
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NEW! "iron 
sox POSTS 


BOX 


ag om touch ~ suburban and coun- 
ee A" diam. 16é-gauge steel 
He ing, high Meets P.O. re- 
pes to tl Fottened bottom makes 
ground penetration easy, — 
turning. Painted and bake a 
satin smooth black rustproof finish 
Complete with clamping nuts, bolts 
and heavy mounting 
platform that holds 
all size mail boxes. 


Order from 


index to Advertisers 








THE ADVERTISERS INDEX is published as a convenience and 

not as a part of the advertising contract. Every care is 

taken to index correctly. No allowance will be made for 
errors or failure te insert. 





your Jobber 


HY-KO 
PRODUCTS CO. 
Cleveland 3, Ohio 





Want more facts? Circle 251, p. 107 





NATIONALLY ADVERTISED 


WATER BUBBLER 


Screw this aluminum heed on hese. 

Place it — leave it. 

Gentile, easy flooding —in a hurry! 

No wash — no waste — never clogs. 

Built to last — no moving ports. 

Baffies inside give perfect performance. 


TRADE DISCOUNTS 
INCREASED 


NEW PRICE LIST 
NEW SALES AIDS 


Wurfgrass\.% 


4961 E. 22nd ST. « TUCSON, ARIZ. 


U.S. Pat. No. 2420958 


RETAIL PRICE 
CUT TO $1.98 ppd. 


Want more facts? Circle 252, p. 107 








BEYONDCOMPARISON 


Snow White plastic in a tube 
TUB PROVEN FOR 


PERMANENT OSE 
THRU THE LASTIOVEARS 


er ee ce COE. 


hy LP et BE: 
— ee, ee ie 


DE WITT PRODUCTS CO. 
5868 PLUMER ST. DETROIT 9, MICH. 
Want more facts? Circle 253, p. 107 


LQregjton has it... 
Pan Fish Floats 


FREE SAMP(E * 





DAYTON BAIT AND MARINE 
PRODUCTS COMPANY 
2701 S. Dixie Dr., mre 9, Ohio . 
— a 7 


in Canada: Dayton Bait Reg., 11580 Poincare Street, Montreal 12, Quebec 


Want more facts? Circle 254, p. 107 
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A 


Aeroxon Sales Co., Inc...... 
Ajax Hardware Corp 


| Allen Co., Inc., 


American Chain Div. Ameri- 
can Chain & Cable Co... 6 
American Device Mfg. Co... 175 


American Hardware Corp. 
Safe Padlock 


American Machine & Foundry 


Co. Wheel Goods Div.... 46 


American Thermos Products 


Ampsco Corp. 
Anchor Hocking Glass 

Corp. 64-65 
Animal Trap Co. of Aan 158 
Arro Expansion Bolt Co..... 152 


| Atlas Tack Corp 
| Auto Craft Products, Inc... 48 


| Ballanoff Metal Products Co. 17! 
| Bassick Co. i i ig ig 5 
_ Bernz Co., Inc., 
| Bethlehem Steel Co......... 
| Brearley Co. ..... 


Otto... . 124-125 


Brown, Inc., John Clark 


| Brown Corp., W. R. 


Cc 


| Campbell Chain Co.. 
| Chicago Spring Hinge Co... 
| Clemson Brothers, Inc...... 


Columbium Rope Co 
Columbium Vise & Mfg. Co. 
Columbus Plastic Products, 


Inc. 
Continental Scale Corp. 
Continental Screw Co 


| Crescent Plastics, Inc....... 
| Crescent Tool Co.......... 
== | Cross & Ge. 


WwW. W 


Cyclone Fence, Dept. Amer. 
Steel & Wire Div. United 
States Steel 


Dayton Bait & Marine Prod- 
RE C= sca a ks bs 3 wee 180-181 


ee CHOON ks cs ccc cece 54 
Dearborn Stove Co 157 


Delta Power Tool Div. Rock- 
well Mfg. Co 


Detecto Scales, Inc 
rare ae 109 
DeWitt Products Co. 

Diamond Wire & Cable Co. 24 


DuPont de Nemours & Co., 
Inc., E. 1|., Finishes Div. 
Trade Sales Paints... .. 164-165 





Dykem Co. 


Fairbanks Morse & Co..... 
Faultless Caster Corp.. 
Fitler Co., Edwin H. 

Fuller Tool Co., Inc 


9 Fulton Co. 


General Electric Co. 
Wiring Device Dept 
Gerber Wrought Iron Prod- 
ucts, Inc. 
Gottschalk Metal Sponge 
RS ob ood Cees 182 
Goulds Pumps, Inc......... 42-43 
Grabler Mfg. Co 
Graham Co., Inc., John H. 
Bevin Bros. Mfg. Co..... 
G. W. Griffin Co. 
King Cotton Cordage 
153, 155, 157, 159, 161 
Seymour Smith & Sons, Inc. 50 
Griffin Mfg. Co.. 


Gulton Industries, Inc.. 


tH 


Hanson Co., Henry L. 

Hanson Scale Co. 

Hedlund Mfg. Co. 

Hindley Mfg. Co........... 

Hines-Park Foods, Inc. 
(Duncan-Hines Institute) . 

Hoppe, Inc., Frank A. 

Hoyt & Worthen Tanning 
Corp. 

Hy-Ko Products Co........ 


| 
Independent Lock Co....... 


J 
Jackson & Sons Co., 


Jefferson Screw Corp 


Thomas 144 


K 


Keil Lock Co., Inc 

Keuffel & Esser Co. 
Klein-Logan Co. 

Klein & Sons, Mathias 
Knape & Vogt Mfg. Co..... 


Lee Mfg. 
Libbey Glass Div. 
Owens Illinois Glass Co... 57 
Libbey, Owens, Ford Glass 
Co. Window Glass Div.. .20-2! 
Lincoln Metal Products Corp. 182 





pER 
a HARDWARE 


“\ STYLES 





Index to Advertisers 





Listo Pencil Corp 
Lufkin Rule Co 


Magic Iron Cement Co., Inc. 59 
Marlin Firearms Co 
Marshalltown Trowel Co..... 
May Ma-Crepe Co., D. C... 
Mayes Bros. Tool Mfg. Co... 
McGill Metal Products Co... 
Miller Co., Inc., Robert E... 


Minnesota Mining & Mfg. Co. 


182 
173 
163 
150 
182 
131 


N 


National Screw & Mfg. Co. 183 
New York Wire Cloth Co... 117 
Nicholson File Co.......... 4 
North & Judd Mfg. Co..... 103 
Northwestern Steel & Wire 


Outboard Marine Corp.. 146-147 
Ox Fibre Brush Co 28 


ae Wace ed 


P 


Parker Co., Charles 


Pecora, Inc. 


.. 172-173 


Pennsylvania Refining Co. 
Gumout Div. .... 


Peters Cartridge Div., 
ington Arms Co. 
E. |. DuPont de Nemours 
& Co. 
Pioneer Gen-E-Motor Corp.. . 
Plas-Ties Co. .. ee 
Plumb, Fayette R. 
Pro Hardware, Inc. 
Proto Tool Div. Pendleton 
Tool Industries, Inc....... 
Puritan Cordage Mills, Inc. 


Inc., 


R 


Reardon Products Co 
Remington Arms Co., 
Div. E. 1. DuPont de 
mours & Co 
Remington Arms Co. Firearms 
E. |. DuPont de Nemours & 
Co., Inc. 
Reynolds Metals Se. obs 
Richards-Wilcox Mfg. Co. Fp 
Rival Mfg. Co. 
Rockwell Mfg. Co. 
Delta Power Tool Div..... 
Rust-Oleum Corp. 


Ne- 


34 
25 
143 


29 
55 


S 
Safe Padlock Div. of 
American Hardware Corp. 9 
Samson Cordage Works.... | 
Scharf Mfg. Co., J. H...... 134 


Screw & Bolt Corp. of 
America 


Shelby Metal Products Co. . 
Shelton Products, 


129 


Inc 





Southern Screw Co 
Standard Tool Co 

Stanley Works 

Star Key & Lock Mfg. Co... 
Star Mfg. Co. Div. of Illi- 


nois Iron & Bolt Co 
Star Metal Products Co. ... 
Sterling Faucet Co 
Stevens Walden, Inc..... 
Swon Rubber Co 
Swing-A-Way Mfg. Co 


T 


Taylor Lock Co 
Travco Plastics Co., | 


True Temper Corp. 
2, 183, 


Tryon Co., Edward K....... 
Turfgrass Farm, The 
Turnbuckles, Inc. 
Turner & Seymour Mfg. Ce. 


U 
Union Fork & Hoe Co...... 
United States Graphite Co.. 
United States Rubber Co. 


Cycle Tire Dept......... 17 | 


United States Steel 
Cyclone Fence, Dept. 
Amer. Steel & Wire Div. 


United States Steel Corp. 
National Advertising . 


Universal Exhibitions Ltd. 
Upson Brothers, Inc.. .. 


44 


. .32-33 
132 
. 163 


v 


Vaco Products Co......... 


Vocaline Co. of America, 
Inc. 


Wallace Silversmiths ........ 
Warner Mfg. Co 
Wear-Ever Aluminum, Inc... 
Western Wire Products Co.. 
Westinghouse Electric Corp. 
Lamp Div. . 
Wheatland Steel “arr 
Co. 
White Metal Rolling & 
Stamping Co. 
Whiz-Mow, Inc. 
Wickwire Brothers, Inc... .. 
Woodhill Chemical Co...... 
Wood Shovel & Tool Co..... 
Woodstock Line Co... 
Wright Mfg. 
Wright-Bernet, Inc. ........ 
Wright & McGill Co....... 
Wright Steel & Wire Co.., 
CG. F 


Wrought Washer Mfg. Co... 


Y 


Yoder Mfg. Co 
Youngstown Mfg. 








129 | 








The Best Value and The Consumer's Choice 
BETTER SELF SELLING DISPLAYS 


CARDED DISPLAY BOX 


DISPLAY KIT DISPLAY BOARD 


Increase Sales... Reduce Selling Costs 
BETTER QUALITY 


00 (Jeol h 


KNOBS, PULLS & HINGES IN CROME OR BLACK @ BACK PLATES IN CHROME, BRASS OR COPPER 


1. New contemporary styles add charm, beauty and new life to natural finish 


woods or painted cabinets in kitchen, 


hall, family room, etc. 


Extra features in design, utility, finish, material, and workmanship. 
Super tough zinc alloy—die cast—assures strength and durability. 
Full size comfortable grip—standard size screws—perfect threads. 


BETTER PRICE 


Retail Price Provides 30% Saving to Consumer 


MADE IN U.S.A. 


1823 «€. 


}7eh STREET © LETTLE ROCK, 


WRITE FOR CATALOG AND PRICE LIST 


YODER MANUFACTURING 


COMPANY 
ARKANSAS 


Want more facts? Circle 255, p. 107 





RED TIP COMPLETE BLADE REPLACEMENT 
KIT— ONLY $39.77 


50 distributors throughout 
U.S. and Canada, assure 
prompt delivery of fill-in orders. 


Now You Can Offer a 
R Mow 


er Blade ® 
ment Service for an Investment 
of Only $39.77 


4 induding Handy Completely 
ssembled Display ) 

The one Red Tip la 
lengths) with the inate addition of 
various size bushings to change blade 
hole size, will fit most rotary mowers 
on the market. 

Red Tip blades are made of special 
heat-treated steel. They are more dur- 
able and stay sharp longer. 

lades are replaced, the adapt- 

attaches blade te cronk- 

shoft, may aise need replacing. The 

one Red Tip adapter, {in 7,” and 1” 

core sizes) with the simple addition 
of specers, fits most mowers. 

10 blade assemblies and 6 adapter 
assemblies are on the display kit. 

Get your share of the profitable re- 
nlacement business with a minimum 
~—e Send for complete details 
today 


(in 7 


WHIZ-MOW, INC.—HAMILTON, ILLINOIS 
Want more facts? Circle 256, p. 107 





in Canada: Dayton Bait Reg., 


Counter Display 


One to fit your need. 


"PRODUCTS COMPANY 


“2701 s. Dixie Dr., Dayton 9; Ohio 


171580 Poincare Street, Montrea/ 


12, Quebec 


Want more facts? Circle 254, p. 107 
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Foam 


<4( MARSHALLTOWN 
=! 


MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 


Want more facts? Circle 257, p. 107 











) 


TOOLS N 


| 17 
a 


7 








Want more facts? Circle 258, p. 107 


Goss: 
ome / & 
oe / ses 
Aioxss ~~ S “eee 
oor Y in 
fp) Gare 8 


W\| THE WOOD SHOVEL & TOOL CO., PIQUA, OHIO! 








‘Cleanup with 


GOTTSCHALK 
METAL SPONGES! 


One profitable Gottschalk saie leads to 
another... because these are the customer- 
pleasingest metal sponges made! Spirally 
spun from continuous strands of selected 
metals, so that, in normal use, they will not 
unravel, shed particles, or scratch the finest 
surface. A size and type for every cleaning 
and scouring job, attractively packaged 
and priced for impulse sales. Keep 
Gottschalk in stock . . . and in sight! 7 


GOTTSCHALK METAL SPONGE SALES CORP. 


Dept. HA, Philadelphia 40, Pa. 

















Want more facts? Circle 259, p. 107 


© SANDALWOOD SPATTER 


with the accent on copper 


mplete ensembles 
20 qt. square step-on 
t. Round step-on car 
3 and 4 Way Paper Dispensers 
Canister Set 
Kie ‘lai: LINCOLN 
vake Server 
read Box 


‘Gi leie)S. Ba ine -\ Gan 2 te)l+)' lens ae ete) 12 
225 Forty-second St., Brooklyn 32, N.Y. 














PERMA-PLUG by VOCALINE 


AMERICA’S FASTEST-SELLING IMPULSE ITEM! 4-in-1 electric outlet 


needed in every home—safe—UL approved 


Ask your distributor or write 
VocaLine COMPANY OF AMERICA + 141 Coulter Street + Old Saybrook, Connecticut 


Want more facts? Circle 261, p. 107 








RE GU LA RR. Extra case hardened. Excelleat mirror finish, 


plus a heavy nickel piate. , 
FURNITURE LEVELER— 


Adjustable Combina- 

; = / =a tion Leveler and Glider 

gree ate = a ea for Uneven and Un- 
< <7. £xN. ; 3 € yi, steady Furniture. 


DOME SIZES—i" base, 4 on 
One set of 4 In a “Ck card; 14", 2 on card; 
3-color box. 12 bexes a. i¥,"", 2 on card. Drive 
in @ 3-color display carton. into universal socket or 
SIZES: I%2", 1%", A", %", &". Va", H"- P 
V2", Ye", A", %". B.A". % cy a 5/16" hole. 


7 sizes for every need 


Ask your jobber or wr te 


DOMES ‘SILENCE 


FOR ALL WOOD OR METAL FURNITURE. 


one set of & 


RUBBER-CUSHIONED! 
GLIDE 


SOFTLY, SILENTLY, 
SMOOTHLY, OVER 
ALL FLOORING. 


SIZES AND TYPES 











Want more facts? Circle 262, p. 107 
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se ) ROUND HEAD 
is a - STEE: 
ee pale HD. 


TAPPING oo eon MACHINE — 


enon 


FLAT 
HEAD 
STEEL 


WOOD SCREWS 








A epeeeterre ys Ls 


3 


\f 


rs 
T 


“NAT STANDS OUT 


with dress-parade packaging 


Brighten up your fastener shelves and speed up off-the-shelf selection with 

the snap and color of National’s high-visibility labeling and uniform packaging. 

These smart, trim boxes stand out, boldly identifying National quality by their 
glossy red and black finish. Color-coded labels make stock handling easier, too! Colors 
quickly identify fastener types. And sizes are printed large enough to see, even on 
higher shelves. 

Standardize on National’s most complete, accepted 
quality line . . . packaged to stand out boldly for greatest 
sales exoeel. 


Ask Your Distributor . . . He Knows 


Cleveland 4,Ohio «¢ Los Angeles 22, California CHESTER 


HOISTS 


FA 


THE NATIONAL SCREW & MFG. COMPANY at | 7 
J | 





